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New Irwin “hang-up” box 


sells on sight... boosts expansive bit sales 


| | Another Irwin first that keeps you in step with today’s 
on enue modern and profitable trend to “sight selling.” Here now 
oe is a new and versatile “Hang-Up” Box that gives plenty of 
extra “eye and buy” power to Irwin Micro-Dial and Lock- 
head Expansive Bits. Here now is the convenient display 
you have always wanted to move even more of these “best 

sellers.” Simply hang on peg board, nail or pin. 


Small, handy, easy-to-use at multiple traffic points in 
your store. Profitable to use because Irwin’s new “Hang-Up” 
Box catches the eye, creates the urge to buy, boosts self- 
serve expansive bit sales. Depend that this timely Irwin 
selling help for hardware and building supply dealers is sure 
to add many more dollars to your cash receipts — and at no 
extra cost to you. Order Micro-Dial and Lockhead Expan- 


IRWIN eo sive Bits in the brand new Irwin “Hang-Up” Box today. 
MICRO-DIAL LOCKHEAD | 


EXPANSIVE BT LEP ANSVE B17 

=" Free! New Irwin Catalog. The most 
complete and easiest-to-use wood-boring 
tool catalog ever. All Irwin bits and 
special features are illustrated. No 
searching for needed information. Saves 
ordering time, gives balanced stock rec- 
ommendations. Write Irwin, Wilmington, 
Ohio, today. 
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Order from your Irwin wholesaler today 
The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, since 1885 


Irwin Micro-Dial in new “Hang- Irwin Lockhead in new “Hang-Up" 
Up" Box. Two sizes: No. 21 bores 19 Box. Two sizes: No. 1 bores 15 
standard holes, % to 134”; No. 22 standard holes, % to 11%"; No. 2 
bores 35 standard holes, % to 3”. bores 35 standard holes, % to 3”. Typical store scenes show how Irwin's new and handy “Hang-Up” 
No. 21 retails at $3.40 each. No. 1 retails at $2.90 each; No. 2 Box displays Micro-Dial and Lockhead Expansive Bits on peg board, 
No. 22 retails at $3.80 each. retails at $3.45 each. nail or pin at multiple traffic points for more “sight sales.” 
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FLETCHER SCORES ANOTHER FIRST 


Since 1903 FLETCHER has pioneered the glass 
cutter industry, being first with such improvements 
as bronze-bearing finger-fitting handle, long reach 
head, a wheel for every kind of glass and many 
other important features. 


Now FLETCHER is featuring the new LUBRICONE 
IMPINGED wheel. You can actually feel the differ- 
ence as it is drawn across the glass. Longer, depend- 


able cutting life is assured. 


FLETCHER glass cutters are now packaged in a 
new attractive counter display. Each cutter is indi- 


vidually boxed for protection until it is used. 


SEND FOR OUR NEW CATALOG No. 957 just 
off the press. 
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Why service pays you more than it costs 


“Just give me the profit on that big-ticket 
sale, and let the customer go wherever he 
wants for service. Service just costs money 
—all headaches and nothing for me.” 

That’s what one dealer—not a very suc- 
cessful dealer—told me the other day. 

But the records of growth and success 
in this business prove the opposite. The 
dealer who does best in the long run is the 
dealer who services what he sells. 

That man knows that he builds the con- 
fidence of his customers when he adds 
service to the sale. He knows his service 
department on power mowers and other 
mechanical items builds traffic throughout 
his store. He realizes that good service, 
honestly given, creates good will and re- 
peat business. 

In spite of ample proof, some fellows 
think a service department is just too 
tough to set up. They have an idea they’d 
need a mechanical wizard to run it for 
them. Well, here’s the truth: 

With LAWN-BOY, at least, the service 
set-up is almost ready-made. We have a 
qualified LAWN-BOY service expert who 
travels in your territory, who can show 


LAWNOBOY 
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your people an easy-to-understand train- 
ing film, and who can help you get started 
in the service business with the least 
trouble and investment. 

Then, too, we offer liberal allowance 
rates on parts under warranty; and we 
deliver parts quickly because we make 
every single thing on the LAWN-BOY in- 
cluding the famous LAWN-BOY engine. 
And there’s a good margin of profit for 
you in LAWN-BOY parts and service. 

Finally, we give you a suggested list of 
parts to stock, and even an exchange deal 
on “slow-moving” parts. You’re protected 
ali round. 

To top off all these benefits, LAWN-BOY 
power mowers are easy on service. A new 
LAWN-BOY stays healthy a good long time. 
And when it does need service it’s usually 
a routine affair that you can handle 
quickly, profitably, and at surprisingly 
low cost to your customer. 

If you’re in business for keeps, play the 
game all the way. Good service on the 
quality products you sell makes you a 
more reliable dealer than the guy who 
simply “loves ’em and leaves ’em.” 


ee 


-Q~, San 


Sales Manager 







Lamar, Missouri. Division Outboard Marine Corporation 
Johnson ani Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 





MAKING MONEY IN POWER MOWERS 








Get your probe appliance business 
off to a “Frying Start” with this 


NEW UNIVERSAL 
Cocowali bying Fn 
SPECIAL OFFER 















a ie, 5 a ee <4 —silt’s a self-starter to help you 
FRY PAN and DETACHABLE CONTROL sell the whole family of 


=a | “= 


This big extra value will get your controlled-heat 
cooking sales off to a fast start. And because one control 
fits the whole Cookamatic line, you offer your customer 
a $6.95 extra saving on each other appliance she buys. 
Get her started buying Universal with this big money- 
saver. Put your order in now . . . be ready when 
Universal’s big ad push starts customers your way. 











Another BiG VALUE in UNIVERSAL’S Spring OPERATION LANDSLIDE 














LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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F ACCO 


for Better 


Values 





All AMERICAN CHAIN shelf items now 
come in attractive blue-and-gold pack- 
ages (see above) which make it easy for 
you and your salespeople to locate any 
packaged chain item in seconds. The 
colorful packages on your shelves and 
counters will attract customers and 
build chain sales for you. 





New ACCO-PAILS i 
ACCO-PAILS of Proof and BBB Coil 
Chain make attractive displays on 
counters, or in any store location. 
Newly-designed labels now make them 
brighter and more colorful. Labels are 
in standard industry colors for instant 
identification: GREEN for Proof Coil 

Chain, reo for BBB Coil Chain. 


readily removable t 
ACCO Proof Coil, BBB Coil, High Test 
and Alloy chain. Each d 
a colored label for easy identification. 





for Quick Identification 


These new ACCO cartons, used for 
packing many shelf-item packages as well 
as certain bulk items, are self-identifying. 
Each has an all-around acco design in 
blue and gold—and each is clearly labeled 
as to its contents. Very handy to stock, 
store and display. 





Steel Drums 
for Bulk Chain Selling 
Sturdy steel storage drums, with 


, are used for 


rum now bears 


New packages help dealers 
sell more American chains 


Never before has any sales-stimulating idea presented hardware 
dealers with greater opportunities to increase their chain volume 
than has ACCO’s great new packaging program. 


Now the entire American Chain line of hardware-store products 


is packaged in distinctive containers that make it easy for the 
customer to select exactly what he wants, quick as a flash. And 
the ACCO packaging enables you, the dealer, to locate desired 


Newly Improved 
Chain Sales-Maker 

The convenient, popular ACCO CHAIN 
SALES-MAKER has been improved by the 
addition of a quick-action cutting bar, 
which permits snipping off just the length 

of chain desired. Saves time and steps. 
With the attractive Chain Sales-Maker, 
you can display a wide assortment of 
chain in very little floor space. Your cus- 
tomers can see and feel the chain—and 
buy it! ie 
The Chain Sales- Maker is sh 
complete with your choice of several chain 
assortments (ask your Distributor about 
these); chain comes on reels; packaged 
refills, on reels, available. Lilustrated is 

Assortment 38, our most popular one. 


Assortment No. 38 (7 reels) 
175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zine Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
200 Ft. 16 Double Steel Jack Chain, Bright Zinc Plated 








items in seconds... to display your American Chain stock in a 
neat, effective, inviting manner... to control your inventories 
more easily ... and finally, to sell more chains in less time and 
with less effort. 

Typical packages are pictured on this page: boxes, cartons, 
steel drums, ACCO-PAILS and the quick-action ACCO Chain Sales- 
maker. All containers are labeled in bright colors for instant 
identification of the ACCO brand name, also of the contents of American Chain Division 
the container. AMERICAN CHAIN & CABLE 

All these ACCO packages have high impact and recognition Bridgeport, Conn. + Factories: *York and *Braddock, Pa. 
value. They not only identify the merchandise, but help identify 
your store as headquarters for the very best in chain quality and . 
value— American Chain! 


Order through your American Chain Distributor 
He is willing and able 
to give you prompt chain service at all times 










Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, G 
indicates Warehouse Stocks *Portiand, Ore.,*San Francisco rarn 
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Editorial 


by W. A. Phair 


Let’s look at the record... 


The frequency with which businessmen rely on emotional thinking 
in making decisions is always surprising to me. Instead of digging 
for facts and attempting an objective analysis, they sometimes per- 
mit themselves to be influenced by mass psychology. 


An example of this is the number of businessmen who seem to wor- 
ship the discount house and believe every word that is said about the 
discount house . . . by the discount house. 


How often do we read, and hear, the discount house praised as the 
light that will lead us all to the green pastures of low cost distribution ; 
everything a discount house does seems to be right; everyone else is 
wrong. These are the modern day messiahs of merchandising. 


But do the cold facts justify these conclusions? I don’t think so. 
And I’m afraid that some manufacturers may be leading with their 
chins if they decide to put most of their eggs in the discount house 
basket. 

ie 

Let’s consider a few facts: The discount house, in its present form, 
has been around for a comparatively short time, and lush times at that. 
Can it survive a depression? Who knows? It hasn’t been tested. Who 
can say with assurance, and with an awareness of what has happened 
in the past, that the discounters will be around tomorrow? 





We know that the big discount houses are smart merchandisers; they 
are good promoters; they take full advantage of every break they get. 
I respect them for this. But this still doesn’t mean they have the key 
to tomorrow’s merchandising techniques. We’ve all seen many shoot- 
ing stars dart brilliantly across the heavens, and then drop into 
obscurity. Could this happen to the discounters? 


No one can answer this, or any of the other questions. Only the 
passage of time will tell. But anyone looking back at the history of 
merchandising will appreciate the virtue of hesitancy before going 
along too far with the discounters. 


I think most of us have memories that go back to the days of the 
first Sears’ retail stores. We remember how the prophets of mer- 
chandising then predicted the doom of the local merchant. They were 
positive, and they said this frequently and loudly, that Sears repre- 
sented the new, modern, low cost method of distribution. 


Well, we know that while Sears has prospered, so has the local mer- 
chant. And, still, it has been the local merchant who has been the 
foundation of the success of many of today’s leading national brands. 


The head of one of the largest discount houses says he is basing 
his operation on presold national brands. The manufacturer is doing 
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Editorial 


continued 


the selling, he says, so he doesn’t have to do it. That cuts costs, he says. 






But, if I were a manufacturer I would be very much concerned about the 
question of whether or not discount houses, by themselves, can sustain a 
national brand as a national brand. This is vital, because it is certain 
that local retailers can not and will not handle brands that are featured 
by a discount house. It just doesn’t make any more sense than a hardware 
store handling the Sears’ Craftsman line. 


National advertising in itself does not make a national brand. You must 
also have national distribution, national exposure of the product. 


Good has come of the discount houses. They have made us all more con- 
scious of costs. I think many hardware dealers will be better merchants, 
because of the pressure of the discounters. But this in itself does not mean 
that the discounters are going to replace all the department stores and all 
the local merchants. Their own claims to greatness must be tempered by the 
rest of us. 


If we use history as a guide, and I know of no better guide, then many 
manufacturers, in their own interests, must exercise caution in deciding 
what to do about discount houses. eg 


It must be a good idea... 


I suppose it’s natural to be impressed by the new, glamorous neighbor 
next door, and to forget the virtues of long time friends. When some folks 
talk about discounters, I think they are often reacting in this fashion. 


They are inclined to be impressed by the new-comers and to take for 
granted their relations with dealers. They seem to under-estimate the im- 
portance of hardware dealers as outlets for their products. 


All of us here at HARDWARE AGE are very conscious of the fact that there 
are all kinds of hardware dealers—good, mediocre and poor. We see a few 
going in bankruptcy, but we see many others remodeling and expanding. 


Too many outsiders seem to see only the occasional bad one. They over- 
look the many thousands of good ones. 


We are continually being impressed by the way dealers will react to an 
idea we publish that will help them become better merchants. Take our 
Pocket Want Cards, for example. Our readers really jumped on these and 
more than 200,000 were put into use in the past year. 


We’ve never been able to guess right on the quantity of Seasonal Stock 
Planners or Inventory Control Sheets that we print. We’re always putting 
them back on the press. 


Now, the Lay-Away tags and Posters described on p. 76 of the Mar. 27 
issue have caught the interest of dealers. We’ve exhausted the first print 
run and have had to put it back on the press for another, larger supply. 
Yes, dealers will react to a good idea. 


We’re convinced that today’s dealers are alert and are looking for new 
ways to improve their operations. But to get them to react, the idea must 
be a good one. They can tell the difference very quickly between a good 
idea and a gimmick. H 
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ap. RETAILERS 


Perfect Tie-in Sale with 
Rotary Mowers and Garden Tools! © 


This is more than a mower file. It’s “Job-Designed” 





HELLER TOOL CO. Sincnis sew & sts! co. 


America's Oldest File Manufacturer « NEWCOMERSTOWN, OHIO 
Brenches and Warehouses: Newark * Detroit * Chicago * Shreveport * Les Angeles + Portiend, Ore. 
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BY WASHINGTON 


If you sell guns, here are new 
rules you'll have to follow 


If you sell guns and ammunition, you’ll have to 
follow strict new government rules. 

The new rules, issued by the Internal Revenue 
Service, require that: 

Dealers handling re-load ammunition must follow 
rules applying to fresh ammunition. 

Dealers must have separate licenses for each bus- 
iness location. 

All federal records must be kept for 10 years, in- 
stead of six. 

Law officers must be permitted to inspect books and 
records of licensed dealers. 

The new rules also require manufacturers to stamp 
serial numbers and other identifying marks on all 
firearms except shotguns and .22 caliber rifles. 

The tax men remind businessmen that everyone 
selling guns or ammunition must have a federal license. 


outlook 


If you handle guns and ammunition, be sure you get 
a copy of the new federal regulations. Contact the IRS 
in Washington or your local district director. Read 
the rules carefully and follow them closely. Don’t risk 
losing your license or suffering other penalties. 


New housing law will open up 
market for home fix-up needs 


You should be stressing do-it-yourself items in your 
promotion now, even if you are located in an area 
hard-hit by the business recession. 

The $1.8 billion federal housing law, with lower down 
payments and increased government spending, will 
spur new home buying by as much as 200,000 units 
this year. 

Applications for government insurance are already 
increasing. March filings hit 24,900, up 21 percent over 
the previous month, and 54 percent over March of last 
year. 
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HARDWARE AGE 


In recession areas with high unemployment, sales of 
paint, sundries, and do-it-yourself hardware are boom- 
ing. Most workers who have been laid off have money 
to spend. They have more time to fill, and are turning 
to household chores, according to reports reaching 
government. 


outlook 

Remember that spending for home repair and moderni- 
zation rose sharply last year. (Government insured 
loans for these purposes jumped 25 percent.) In addi- 
tion to the usual spring items, promote general home 
repair items heavily. Stress the paint-up, fix-up theme. 
Offer specials and trade up. 


Toy sales won't be affected 


by business dip, experts say 


Your toy sales in 1958 won’t be affected much by the 
current recession, government economists say. 

They base this forecast on the following facts: 

The bulk of toy sales occur in the pre-Christmas 
season. Even the most pessimistic economists expect 
business, jobs, and salaries to be on the upswing before 
then. 

In the meantime, toy sales may be off a little, but 
not much, they say. Unemployment, although high at 
5.2 million, is centered in a handful of areas. Persons 
who are working are making good salaries. Total 
family savings are high. 

The bulk of consumers are still experiencing good 
times. So although they may be a little cautious, the 
experts don’t expect them to cut back much on items 
which please children. 


outlook 

Don’t under estimate yonr toy sales this year. For 1958 
as a whole, plan on sales about equal to last year. 
Remember that toys are good items to promote now 
because they tend to be less sensitive to buyer re- 
sistance than some other goods. 


(Continued on page 109) 
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MODEL 2100 


So many exclusive features ...so iow priced... 
OUTSELLS ALL OTHER JIG saws @ ro Bf! 


Even Rec Be po Shopuaste(p, mecemenien golting * New See-As-You-Saw Jig-Lite! 

price loo e a special! The fact is, no other jig 

saw has so many features yet is priced so low for * New Left or Right Angle Adjustment to 45°! 
Loe enue ieft or night tub well we Seas  * New Eight Inch Rip Fence and Circle Guide! 


perfect circles, everything from metals to leathers, P . 
even makes its own starting hole. Comes with * New Auxiliary Guide Handle! 


three special blades that give it the versatility of * New Fast-Cutting—2650 Strokes Per Minute! 
seven other saws. 

Powerful big space ads in leading consumer 
publications like Saturday Evening Post, Popular 
Mechanics and Popular Science introduce this sen- 
sational new jig saw to 
your customers. And, SUGGESTED RETAIL 


to help you even more, 
complete promotional 5 
material is available 
free of charge! 
SRRRRURST 1 iso 


mail to: GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street, Chicage 20, Illinois 


Please send complete information on the 
all-new Shopmate Jig Saw, including 
prices and promotion material. 


AMEND 


COMPLETE 


POT WING nner nD 


J) 


PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street © Chicago 20, Illinois 
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how bad is 


employment? .. . 


home fix-up 


boom coming... 


tax hike may 


be in offing... 


store costs 


may go up... 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Is the employment situation really as bad as it seems? In March 
62.3 million persons held jobs. That’s only 2.5 percent fewer than 
the record number a year ago and more than were working during 
March of 1955, a boom year. Why so many unemployed then? As 
soon as a man is laid off, government experts say, other members 
of his family who hadn’t been working start looking for jobs and 
are counted as also being unemployed. HA Recommendation: Ex- 
cept for certain areas, most people are still working and can be 
talked into spending. Step up your promotions, with special sales 
if necessary, to encourage spending in your store. Customers will 
buy, if you have something to really sell. 





Look for an upsurge in sales of home modernization and repair 
items. Home buyers are turning more toward existing houses rather 
than new ones. Latest requests for FHA mortgage insurance on 
older homes set a new record, topped applications for new houses. 
Also FHA loans for home improvement work are being made at a 
faster pace than last year. HA Recommendation: Emphasize home 
fix-up items in your promotions. Check real estate transfers in your 
local newspaper or at the county court house for prospect lists. 
Follow up these prospects with telephone calls or special mailers. 





Even if you employ only one or two persons, you may have to pay a 
higher tax toward unemployment compensation. Some states re- 
port their jobless pay funds are getting too low. A hike in the 
unemployment compensation tax rate may be needed, they say. 
HA Recommendation: Unless your conditions are exceptionally 
bad, don’t lay off any employees. Making layoffs is a fast way to 
increase your tax rate. If you have to trim expenses, try shorten- 
ing your employees’ work week before you start laying off. 





Chances are your operating expenses will be higher this year. 
Here’s why: You'll be paying higher monthly bills for telephone, 
gas, electricity and water. Utility companies in all sections of the 
country are filing for or have already received rate increases. It 
means you'll have to tighten up your operation to keep your profits. 
HA Recommendation: Step up your sales compaign to get more 
volume. Since your overhead is fixed, lower it as a percentage of 
your operating costs by increasing your volume. One way to 
increase volume is to up-grade your customers’ purchases. 


... turn to p. 146 for more news on how's the hardware business 
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“We saved valuable shelf space, boosted glue sales 
with the Weldwood Counter Model Adhesive Center.” 








Says Alvin 8. Epstein, Boro Hardware Company, 655 Middlesex Ave., Metuchen, N. J. 


Free with your initial order, this new, compact 
self-merchandiser stocks the 4 glues that cover 
95% of your market. Color-keyed selector chart 
saves your time, helps your customers select the 
right glue. Floor model also available for larger 
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So 


\ Weldweod” ‘ 


Weldwood 
Adhesives 


Presto-Set G/ue + Plastic Resin Glue 
Contact Cement * Waterproof Resorcino/ Glue 
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Distributor: Alliance Distributors, 281 Lyons Avenue, Newark, N. J. 


stores. Choose the Weldwood Adhesive Center 
that’s right for your store to step up your turn- 
over and increase your glue profits. 


eee MAT Tie Chee aee See ae 


United States Plywood Corporation 
Dept. HA-4-24, 55 W. 44th St., 
New York 36, New York 


Please rush me my Weldwood Adhesive Center (check model) 
complete with adhesive assortment, at special price indicated. 


[] Counter Model—$39.88 (Retail value—$64.94.) 
[] Floor Model—$99.89 (Retail value—$143.44.) 


“ewer eenereeenener een enee ewe ee eeneeeee eee eee ew eee ee ee ee 


“eee eeeeeeeeeeeeereeeeeeeeewereeeweeeeeeeeeeeee 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Tongue and groove plier 


Mechanics and do-it-yourselfers 
will want Channellock No. 426 
pocket-size tongue-and-groove plier, 
6% in. long and with thin jaws, 
9/32-in. It provides powerful grip- 
ping in hard-to-reach places. Five 
patented interlocking tongue-and- 
groove channels prevent slippage 
regardless of pressure applied. Jaw 
capacity adjustable up to % in. in 
parallel position. Drop forged from 
special analysis steel, full-polished 





finish. Champion DeArment Tool 
Co. 


For more data circle No. 1 on postcard, p. 117 


Kit for drying damp air 


Homeowners who have a damp 
air problem will want the De-Moist 
Economy-Size Household Kit with 
everything needed to protect the 
home against rust, mildew, and 
musty odors caused by dampness. 
It has 10 lb of De-Moist, a chart 
telling how much of the material 
to use in each room, drawstring 
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bags to fill with De-Moist and hang 
where needed to absorb moisture 
and an unbreakable plastic scoop. 
G. N. Coughlan Co. 


For more data circle No. 2 on postcard, p. 117 


Repeating cap rifle 


Youngsters who like western 
style playthings will want the Win- 
chester saddle gun, a repeating cap 
rifle that loads and ejects all-metal 
play bullets and smokes. Comes 
with leather bandolier with 32-all- 
metal play bullets. Gun with eight 








bullets sells at $5, with bandolier 
for $8. Bullet-Pak, holding eight 
play bullets sells for 50¢. Mattell, 


Inc. 
For more data circle No. 3 on postcard, p. 117 


Anchor for furring strips 


Builders and _  do-it-yourselfers 
will want the Fur-N-Strip Anchor, 
a wall anchor designed for fasten- 
ing wood furring strips to masonry 
walls. It permanently anchors fur- 
ring strip to wall with no danger 





of pull. Made of aluminum it 
comes with hot dip galvanized nail. 
The 1-in. long anchor is cylindrical 
with split sides, flanged top and slit 
at one side. List price $1.70 per 
kit of 25 anchors and nails. Dvia- 


mond Expansion Bolt Co., Inc. 
For more data circle No. 4 on postcard, p. 117 


Lightweight roasting pan 


Housewives who want light- 
weight and low-priced utensils will 
want the Masonware roasting pan. 
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Want more information on these 
products? Then use free post- 
card on page 117. 





THAT CAN HELP 


YOU BUILD BETTER STORE PROFITS 








el ai 


o " “SS a. ae Se 
RAAB i Cath ete ; te 


Seamless construction, highly 
polished interior are features of 
this pan which will take a 24-lb 


turkey. Masonware Co. 
For more data circle No. 5 on postcard, p. 117 


40-color tinting system 


Here is a new tinting system of- 
fering 40 top-fashion colors for use 
with powdered and liquid water 
base paints. Predisbursed paste 
tinting colors are in plastic tubes 
and are for use with Reardon’s 
Bondex Cement Paint, Bondex 
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Heavy-Duty, Dramex Interior Tex- 
ture Paint and Dramex Ready Mix 
Paint. System uses only eight 
basic colors to produce wide range 
of shades. Reardon Co. 


For more data circle No. 6 on postcard, p. 117 


Folding oven for camp use 


Campers and customers who like 
outdoor cooking will want the Cole- 
man fold-away camp oven which is 
about one foot square and folds 





into a compact package 2% in. 
thick and weighing less than 8 lb. 
Finished in copper and black enam- 
el it has a steel baking rack ad- 
justable to high and low positions. 
List price, $8.95. The Coleman Co., 


Ince. 
For more data circle No. 7 on postcard, p. 117 


White vinyl clothesline 


Housewives will want Gay viny] 
clothesline which has a heavy-duty 
rayon center. It will not crack, 
stain, or discolor. It is offered in 





sizes 5 and 7 in 50 and 100-ft con- 
nected hanks, polyethylene wrapped 
with colorful label. King Cotton 
Cordage. 


For more data circle No. 8 on postcard, p. 117 


Brass propane torch set 


Home craftsmen and profession- 
al mechanics will want the all-brass 
Propane torch set with flame 
spreader for paint burning, chisel 
point soldering tip for electric and 
sheet metal work, hot cut tip for 


Sse x 





(Continued on page 114) 
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NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 117. 


HELP YOU SELL MORE 





Washers packed in clips 


Milwaukee wrought washers from 
3/16 to % in. bolt or shaft sizes 





are now offered pre-counted and 
pre-packaged in metal clips. Klip- 
Pack packages are packaged in at- 
tractive printed cartons with Mylar 
windows through which contents 
are clearly visible. Pre-washed and 
plated the washers may be removed 
from clip individually. Wrought 
Washer Mfg. Co. 


For more data circle No. 9 on postcard, p. 117 


Bits mounted on cards 


Silver - Cyclone carbide - tipped 
rotary masonry bits are now mar- 
keted on colorful cards with action 
picture. Bits are plainly visible 
and protected by § transparent 





16 


plastic. Bits have full-diameter car- 
bide tip to give quick, easy, clean 
holes in soft or medium hard 
masonry. Spiral flutes extend full 
length of bit from tip to shank 
for positive dust removal during 
drilling. New England Carbide 
Tool Co., Ine. 


For more data circle No. 10 on postcard, p. 117 


Improved rope display 


Cartons and spools of rope can 
be shown in this lightweight metal 





unit which takes only 2 sq ft of 
floor space. Three main and two 
side shelves are removable. Cen- 
ter section will accommodate rope 
up to about %4-in. diameter. Free 
with rope suitable to display in 
rack. American Mfg. Co., Inc. 

For more data circle No. 11 on postcard, p. 117 


Wall fastener display 


Here’s a display stand for Star 
Wallgrip, folding-wing fastener for 
mounting fixtures to hollow walls. 
Stand holds 48 plasti-cards, each 
with two popular-size Wallgrips 
sealed in vinyl. Display comes with 
90 consumer instruction sheets 
and demonstration block with an 





expanded Wallgrip installed. Star 
Expansion Industries Corp. 
For more data circle No. 12 on postcard, p. 117 


Fishing rod display stand 

The Actionrod display stand can 
be used for floor, counter or win- 
dow. It will not tip, tangle or let 
rods fall out. Offered free with 
nine models of dealer’s choice in 





four color combinations. Orchard 


Industries, Inc. 
For more data circle No. 13 on postcard, p. 117 


Sealing compound display unit 
Ten collapsible tubes of DAP 
Kwik-Seal are packaged in this 
eye-catching red, black, and white 
(Continued on page 137) 
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ATTIC-TYPE FANS 
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Let Grainger Be Your Fan Warehouse 
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Kitchen Exhaust Fans 
Commercial Exhaust Fans 
industrial Man Coolers 
Barn & Poultry Fans 





FAST DELIVERY AS NEEDED FOR SALES 


Thousands of Hardware Dealers use Grainger as 
their Fan Warehouse. They replace their fan stock 
from nearby Grainger supply or order in Dayton fans 
as needed for sales. Grainger too, will help you net 
easy fan profits while you maintain only a minimum 
fan stock. 

Dayton Fans for 1958 give you a complete, quality- 
built, low-priced line for home, business and indus- 
trial needs. Grainger also stocks parts for repairing 
or building air circulator fans and window fans. 


Grainger Fan Service “Tailor-made” for You: 


Large stocks of fans and fan parts maintained in 
61 principal cities—coast to coast. 


Liberal dealer discounts—lower net costs. 
Your orders shipped same day received. 


l, 


2. 
3. 





Fan 
Bases 


Fan Duty 
Motors 





Fan Blades 


Guards Up to 48” 
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Off street parking while making pick-ups. 
We help you keep inventory to a minimum. 
Grainger salesmen available when needed. 
Free retail price catalog available to you. 


oo > 


Free Consumer Fan Sales Aids Available 


The Grainger Motor Book catalogs all Dayton fans, 
fan parts and hundreds of other items sold by hard- 
ware dealers. Make it your buying guide as thou- 
sands of dealers do every day. Wholesale Motor 
Book, Dayton Fan Brochure and 156 page Retail Price 
Catalog available—request on letterhead. 


(raamnee 


National Warehouse Stocks 
in Principal Cities — See Phone Book 
MAIN OFFICE: CHICAGO 12 
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IT SEALS! IT SELLS! 
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HURRY! OUR BIG 
DAB SALES PROMOTION 
BREAKS SOON IN LIFE! 


Get ready! We are about to smack DAB 
in LiFe! This colorful half-page DaB ad will 
appear in two LIFE issues, June 23 and 
July 14, right at the peak of the swimming 
season. Tie in! Keep Das on display in 
your beach ball and wading pool 
department, and next to your cash 
register. And be sure to make full, 
profitable use of Dax’s free ad mats, 

radio commercials, and display 

material. Order now . . . and be ready 
when that first ad breaks! 











inflatable toys 

CES wren viny] plastic wading pool or inflatable 

f grab the DAB! It goes on in acne rie 

FO oO 2 6 < . / ; al | ae: 

c iiage lasts for years. Flexible, ne apa soa 

tight. More than a match for any patch: “ tm 

off actually gains strength with age. Es} , rind 

d for seam leaks. Get a bottle next time you : 

700 sei “ 
: so you'll have it when you need it! 


No messy patches! 
Just dab on DAB 


Many other uses! pap is just 
the thing for mending rips 
in curtains, seat covers and 
rainwear. No color-matching 
problem, because DAB is 
colorless and transparent. 
Also ideal for cementing shoe 
soles, actually superior to hot 
patches for cloth. Almost any- 
where, a touch of DAB is a 
touch of magic! 





R M. HOLLINGSHEAD CORPORATION 


I r Calif. « Toronto, Can 
Camden, NJ. Sunnyvale, Ca 


Keep DAB handy. Itis! 
By the makers of @ automotive chemicals 
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ORDER NEW DAB NOW! 


It’s Patchless! It’s Matchless! 


Get on the DAB-wagon! Cash in on the proven 
sales appeal of new DAB, the patchless, matchless 
repair for leaks and rips in viny] plastic pools, toys, 
curtains, seat covers, rainwear and what-have-you! 


Presold to your best prospects! 


Leading manufacturers of plastic inflatables now 
include small tubes of DAB with their merchan- 
dise, and more than a million of these tubes 


SEND TODAY FOR FREE 
TIE-IN SALES AIDS! 


Yours for the asking . . . everything you will need to 


tie in with our two spectacular ads in LIFE and pick 
up a pocketful of extra DAB profits this summer! 


AR 
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Colorful display banner for wall or window! Meas- 


ures 12 x 24 inches. Sure to make passers buy! 





Ready-to-use ad mats, 
with space provided for 


your store name! your identification! 
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have already been distributed. Many have reached 
people in your area. These people are your best 
DAB prospects, because they already own plastic 
inflatables. And they have been presold on Das! 


LIFE ads scheduled! 


Take a good look at the spectacular DAB ad 
shown at the left. You will see this DAB ad in 
two issues of LIFE this summer...and so will your 
customers. Have your DAB displays ready on 
time. Order now . . . and order plenty! 





Ready-to-use radio com- 
mercials—with time for 


COMPACT DISPLAY CARTON! 


Makes inches of counter space pay off big! Jobbers: 
wire your order today collect. Freight prepaid on all 
orders of 4 gross or more. Full cases only. Retailers: 
order from your jobber today. Your choice of 24- or 
12-bottle display cartons. 


R. M. HOLLINGSHEAD CORPORATION 


Camden, N.J. « Sunnyvale, Calif. « Toronto, Canada 

























STERLING 


BRINE BUTTON> 





NEW 25-LB. BRINE BUTTONS BAG HAS 
A HANDLE, FOR EASY CARRYING 


INC. + SCRANTON 


HOW T0 SELL MORE STERLING 





Keep your stocks up— 
demand is growing! 


Last year, sales of salt for home 
water softeners climbed to about 150 
million pounds, a gain of over 30 
million pounds! To get your share 
of this booming, profitable market — 
keep adequate supplies of Sterling 
Water-Softener Salt on hand. It’s 
the brand your customers need and 
want ... so it helps build repeat 
business for you! 


Display a few bags 
on your selling floor! 


Attractively packaged, Sterling Salt 
products are clearly marked for re- 
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HERE ARE THE POPULAR STERLING 
WATER-SOFTENER SALT 


@ STERLING WATER-SOF- 
TENER SALT (Rock). The 
relatively coarse grains do 
not cake. They insure 
fully saturated 
100- and 50-ib. bags. 


STERLING BRINE BUTTONS. e 
High-quality evaporated 
salt compressed into 
handy buttons that dis- 
solve uniformly. In 100-, 
50-, 25-, and bales of 
colorful yellow 
and blue bags. 


@q STERLING WATER-SOF- 

TENER SALT (Granulated). 
highly refined 
granulated salt that gives 
complete regeneration. In 
100-Ib. bags. 


STERLING WATER-SOF- > 
TENER SALT (Grainer). An 
evaporated salt 
form. The thin flakes dis- 
solve evenly and com- 
pletely. In 100-Ib. bags. 


PRODUCTS 


brine. In 


in flake 







































are teiaseer ia Vat ee ALT 


PRODUCT OF INTERNATIONAL SALT COMPANY, INC 





WATER-SOFTENER SALT 


generation of home water softeners. 
They actually remind your customers 
not to run out of salt! Smaller bags 
of Sterling Water-Softener Salt take 
up only a few feet of floor area; and 
with a simple sign you can say that 
economical larger-size bags are also 
available in your store. 


Advertise Sterling Water-Softener 
Salt in your local paper! 


The market for water-softener salt 
is big now, and it’s getting bigger 
every minute. But sometimes people 
don’t know where to buy this salt 
conveniently! That’s why it’s good 
sales sense to let people know you 
sell this product. You can get Sterling 
Water-Softener Salt ads in mat form 
to run over your name. We'll also 
send you tags for water-softeners, 
dealer signs, folders for mailing, etc. 


Get information on local 
water-softener sales! 


Remember, each new owner is a 
potential new customer for water- 
softening salt! Check water-softener 
sales outlets for new installations in 
your area. Also check on small busi- 
nesses, hotels, hospitals, other in- 
stitutions that might use salt for 
regeneration. Local builders or build- 
ing associations can also tell you 
about new homes and developments 
with softener installations. 

* + * 
To order the profitable Sterling 
Water-Softener Salt products, or to 
get further information, contact the 
nearest International Salt Company 
sales office. Or write to us direct. 


INTERNATIONAL SALT CO., SCRANTON, PA. 


Sales Offices: Atlanta, Ga.; Chicago, 
Ill.; New Orleans, La.; Baltimore, Md.; 
Boston, Mass.; Detroit, Mich.; St. 
Louis, Mo.; Newark, N. J.; Buffalo, 
N. Y.; New York, N. Y.; Cincinnati, 
Q.; Cleveland, O.; Philadelphia, Pa.; 
Pittsburgh, Pa.; Memphis, Tenn.; and 
Richmond, Va. 
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COMING ...a great new campaign for BRIDGEPORT AER-A-SOLS... 














SHULTON, leader in fine toiletries, 
has added Bridgeport Aer-a-sols to its 
expanding product lines...and has 
planned a power-packed advertising 
drive for this Summer, with 
ARTHUR GODFREY as top salesman! 
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When a 


LOSE. 


step stool 





Model 4-M shown, 
$13.95. Other COSCO 
step stools from 
$9.95. ($14.95 and 
$10.75 respectively, 
Colorado and west. 
.» Prices are retail list.) 








is handy, 


SO are 


* 


customers!, 





@® Yes, when Cosco step stools are on display, cus- 
tomers are too. That’s for sure—with our full-color 
ads in THE SATURDAY EVENING PosT and BETTER 
HoMEsS & GARDENS. Ads that are running when a 
woman’s mind is on spring housecleaning. And she’1] 
be looking for Cosco step stools—with safer, extra- 
roomy, rubber-treaded steps. Restful seats for work- 
ing at cabinet, range, sink and ironing board. Now 
available in three smart finishes: Metallic tan en- 
amel, ebony or chromium. Washable, stain-resistant 
upholstery in wide color choice. Call your distributor 
today—and step up to new sales gains! 








HAMILTON MANUFACTURING CORPORATION « COLUMBUS, INDIANA 


and be sure to keep ample stock of 
these other COSCO sales makers 


LOCAL SERVICE — LIMITED INVESTMENT 


—“* 


Stock COSCO step stools in any quantity. A national network = ae (] a ;_Tl 

fF ¢ | 
of strategically located distributors assures you prompt A " mid | < = 
delivery. You need not buy direct to get maximum mark-up. “—" — 
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are fans with all the glamour and sparkle 
of today’s square, slim modern look. Smart decorator 
colors of mocha brown. . . off-white high 
impact resistant plastic diffuser grille . . . gleaming 
gold instrument panel make the deluxe fan a sure 
sales winner. All other models are equally as modern 
with the slim trim look. Just seven Fasco models 
are all you need to give a complete selection to your 
customers. There’s a fresh look all about Fasco— 


new line—new prices—new sales policies. Send 
in the coupon for beautiful color catalog and 
complete information. 
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Make sure you have the New 
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There’s a fresh look at 


FASCO INDUSTRIES, INC. 
North Union and Augusta Streets 
Rochester 2, New York 


Please send me full information on Fasco Fans with the Slim 
Trim look 





HA-458 











Name 





Company 





Street 


City 














in Can Openers... 





MOST BEAUTIFUL CAN OPENER MADE 


The look of the future in can openers! Elegance and fine 
engineering you’d expect only from Rival. 


‘Can-O-Mat “400” is the first can opener that swings against the wall 
when not in use... without removing the magnet. 


Can be used in any one of 3 positions! Also features handy 
chrome bottle opener attachment. 


Opens any size or shape can... No levers, no oiling! Powerful magnet 
‘removes lid. Cutting Wheel and magnet instantly removable 
for fast, easy washing. 





Rival is announcing Can-O-Mat “400” with the most powerful 
Can-O-Mat advertising campaign in our history. Cash in today! 


Ask your distributor or write: N 
RIVAL MANUFACTURING COMPANY, Kansas City, Missouri ~ ELECTRIC CAN OPENER 
Rival Mfg. Co. of Canada, Ltd., Montreal Seeeeeeeeeeeeeseeeeeeesese 


THE LINE MORE PEOPLE PUT THEIR MONEY ON 


we 


ICE-O-MATIC® PROTECT-O-MATIC ™ BUCKETEER® JUICE-O-MAT® GRIND-O-MAT® SHRED-O-MAT® 
Portable Electric FOOD SLICERS Combination Salad ICE-O-MAT® Table and Wall Meat Grinder & Portable 
ice Crusher Electric and Manual Moker & Meat Grinder ice Crusher Citrus Juicers Food Chopper Salad Maker 
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Revolutionary 3-in-1 Combination Storage Hamper 


Depend on Detecto to offer the winner in bathroom accessories. 
Consider this beautiful 3-in-1 hamper. Even at the suggested 
retail price of $19.95* sales are up 40% —a magical increase 
in today’s market! Stock this great item. Promote its multiple 
use, its unique versatility, its handsome good looks to your cus- 


tomers. You’ll reap multiple sales and high unit sales with a 





substantial profit margin. slightly higher west of Mississippi F ‘i 


Spacious storage for accessories * Utility shelf + Large removabie laundry bin 


eee ee e2e2 e222 2222 eee eoeenoeaeneenanoanoneneae2ee, 


Color-matched scate Detecto Scales, inc. 


" 
ean One 546 Park Avenue, Brooklyn 5, N. Y. ; 

and viny! hamper LA ROSS Ser Word Please send me complete details on Detecto’s 
eee th ET or combination storage hamper. ’ 
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OR “HOW TO MAKE 


THE CASH REGISTER PLAY SWEET 
MUSIC THIS SEASON” 


A MILLION-DOLLAR 
DRIVE 
TO DIRECT CUSTOMERS 
TO YOUR STORE 


National Advertising in American Network Television commercials 
Home magazine will reach ten mil- on the Alcoa Theatre will constantly 
lion customers monthly, during your be reminding your customers how 
biggest selling season, with the story they can live with aluminum. They 
of Care-free aluminum products. reach an audience of 25 million. 
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Whether you sell windows or screens 4 hardware k: nails f° or awnings 
{\ or any other building products of Alcoa®{{-JAluminum, spring is the 
PRYeustomers ...and still more 


customers. That’s why, whether you are big or small,there are profits 








time when your thoughts turn to 





for you in Alcoa’s million-dollar spring promotion on Care-free 
building products. Over twenty million fa Onrv viewers and over ten 
million readers of fey American Home magazine will be told how to live 
with Care-free aluminum. It costs you nothing to tie in with this exciting 


promotion. Display Alcoa Re Aluminum building products prom1- 


nently in your store. Set up this colorful FREE display to identify 


yourself as headquarters for Care-free Alcoa building products. Tie in with 


—— 


local Alcoa lon GQ} radio spots at nominal cost. Then you're set to . 













conduct a season of Care-free selling Pere 


WE CHOSE 


ALCOA : 
ALUMINUM 


accompanied by the sweet music Your Guide to the Best 


EX in Aluminum Value 











of your cash register 


Gy “ALCOA THEATRE” Ono, free 


Exciting Adventure, Alternate Monday Evenings | 








in oS WADC ae me ees ines Sen Antonio... .. KENS 
Mie oe WPTR whe 2 ae Sen Slee. ss KFMB 
Schenectady. . . . . WwGY ase ‘tn eo ee Son Francisco KCBS 
Allentown. ... . WKAP Ser ee ea BON. os sae KING 
los Angeles . . ... KMPC WFLA 
Bethlehem. ... . WGPA WED TOE ge + ce fe 
Lovisville ..... WHAS : 
MNOOES 6 ih ae wsB Washington . . . . WTOP 
Memphis .... .- WREC ee KFH 
Baltimore... .. WBAL its Wichita. . . . . +s 
; eee aa ae eae WwW GBS y a WKBN 
Birmingham .... . war Milwaukee . . . . WTMJ — : 
ee w.Bz Minneapolis . . . . WCCO New York Area 
a oe WGR nits Pikes Norweclk, Conn... . . . WICH 
ee WBBM epee WTAR Stamford, Conn. . . WSTC 
Ce ae ee WGN Philadelphia. . . . WRCV Nework, N.J. . . . WAAT 
Cincinnati. . . . . WCKY Philadelphia. . . . . WFIL Poterson,N. J... . WPAT 
Clevelond. . ... . KYW ical So ok Oe s KPHO Freeport, N.Y... . WGBB 
Columbus . .... WBNS Pittsburgh. . . . . KDKA Hempstead, N.Y... . WHU 
a es oe es KRLD Portland, Ore. . . . . KEX Huntington, N.Y. . . WGSM 
Dayton. . . . .. WHIO Providence .-.'. . WPRO Patchoque, N.Y. . . WPAC 
ee ow hee Se KOA Rochester ..... WHAM Riverhead, N.Y. . . . WRIV 
ON 3. a ce oe Se ww wi feel. 2 4a KMOX White Plains, N.Y. . WPAS 


Free Display for your store im-_ It can be tailor-made to the alumi- Radio Commercials with the last 
mediately identifies you with Alcoa’s num products you sell. To get it, ten seconds available for your own 
million-dollar promotion and as _ write Aluminum Company of Amer- message. Cost is nominal. Get in- 
headquarters for Care-free alumi- ica, 1958-D Alcoa Building, Pitts- formation from station if you live 
num building products in your area. burgh 19, Pennsylvania. in or near any of the above cities. 
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ArVInN 


“CHARKY” GRILLS AND SMOKERS 


Arvin “Charky” Deluxe Grills 


Shown below is basic Model H-22, 
with 24” porcelain-on-steel bowl. 
The rotatable, removable, adjust- 
able grill permits simultaneous 2- 
level cooking of rare and medium 
steaks. No-stoop control panel has 
344" height adjuster and clock- 
timer. Over-size wheel base has 
two 8-inch rubber-tired wheels, 
swivel front wheel, and enameled 
tray. $49.95 (Chef’s table illus- 
trated is optional accessory, $14.95.) 
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the flexible line that sells easier, 
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H-2 Heed, Motor, Spit 


UL motor, chrome spit 
with 2 skewers, and 12” 
gray baked enamel steel 
hood slotted to accom- 
modate H-4 smoker 
hood also. $20.00 


ee ene anil 


H-4 Smoker Hood, 
Cutting Board 
12” smoker matches H-2 
hood; has adjustable 
damper control. Plastic- 
top cutting board fits 
any 24” grill. $10.00 


H-6 Shish Kebob Outfit 


6” aluminized wind- 
screen can also be used 
alone. Shish-Kebober 
has 2 universal mount- 
i brackets and four 
26" skewers. $6.00 


. H-7 Deluxe 

Hood, Motor, Spit 

15” aluminized steel 

hood, UL motor, 

chrome-plated spit with 

2 skewers. Spit and mo- 

tor mount at any of 3 
heights. $25.00 


H-8 Deluxe Smoker Hood 


15” aluminized steel 
smoker fits and matches 
H-7 hood. Temperature 
gauge, adjustable 

amper control. $10.00 


Above accessories fit all Arvin “‘Charky” 24-inch Grills « Individually packaged 


With only three basic models of grills, two smokers, 
and five accessory groups you can offer as many as 





Arvin “‘Charky’’ Pepular-Priced Grills 
Retailing at only $19.95, the basic 
model in this series is H-20 (above). It 
has a 24” black enameled bowl, spiral 
chrome grill, 344" height adjustment. 
Plated legs, 6” rubber-tired wheels. 
All accessories shown above are de- 
signed to fit perfectly the H-20 grill. 


15 different models at 13 different prices. 


Interchangeable accessories sim- 
plify selling, reduce inventories. 
All the Arvin “‘Charky” acces- 
sories illustrated are quickly, eas- 
ily attachable to the two basic 
24” grills—the Deluxe style (op- 
posite page) and the Popular- 
Price style (left). Thus, with a 
minimum stock of grills-and ac- 
cessories, you can demonstrate 
and sell a wide range of models 
at prices all the way from $19.95 
to $84.95. You can replenish ei- 
ther grills or accessories as you 
need them. You avoid the neces- 


sity of stocking a broad line of 
expensive models that have non- 
detachable accessories. 


it’s easy to sell your customers 
UP, too, as you show how extra 
accessories add built-in cooking 
skill to each step-up model. The 
easy-to-add accessories also in- 
duce many “come-back”’ sales. 
Customers who buy simple mod- 
els get the outdoor cooking habit. 
Soon they want the advantages 
of further equipment that can be 
attached to what they have. 


All prices are suggested retail; slightly higher far West and South 


Promotionally Priced Arvin‘‘Charky’’Grill Barrel-Type Smokers in Growing Demand 


Model H-10. “‘Starter’’ model for out- 
door cooks—whets their appetites for 
something bigger and better. 18” extra- 
deep steel firebowl with heat-resistant, 
satin-black enamel finish; plated grill 
with 3” height adjustment; plastic-tip 
legs fold under firebowl for easy storage 
and transport. Only $9.95 


Extra heavy-gauge 24” x 18” ventilated 
barrel with tight-seal swing door. Grill 
raises and lowers 344". UL motor and 
spit, thermometer, chef’s board, plated 
1” legs, two rubber-tired wheels and two 
swivel front wheels. Model H-31, $49.95 
Model H-30, same chassis without motor, 
spit and swivel front wheels, $29.95 


the 
Furniture & Housewares Division AAT'WIN INDUSTRIES, Inc., Columbus, Indiana 


Arvin also makes Leisure Furniture, All-Metal Ironing Tables, Home Radios, 
Portable Electric Heaters, Electric Fans, and Car Heaters 
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Yes, I'm a Jalware Dealer because 


“this top quality ware 
is easy to sell” 








The complete line of Jalware features 
eye appeal, streamlined designs, that 
your customers will buy and buy again. 
Every item is priced to sell, built to last 
longer. Completeness of the J&L line 
simplifies inventory, ordering and stock- 
ing. Over 260 leading jobbers across the 
country provide fast, dependable de- 
livery. Order Jalware today from your 
local jobber, or write direct to Jones & 
Laughlin Steel Corporation, 405 Lexing- 
ton Avenue, New York 17, New York. 


SPRINKLING CAN with 4- 
way rotating head. This 
unique J&L sprinkling can 
has a solid brass 4-way 
sprinkler head for controlled 
spraying. Hot dipped in pure 
molten zinc for longer life. 
Your customers appreciate 
the sparkling appearance. 
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NEW Products ...Promotion... PROFITS! 


End-o-Pest and End-o-Weed 
Lead the Fie 


NEW, Improved End-o Rak! pete eapenemneninianananebinantntettatepemnnceon re 


New Consumer Folder 






























Displays and SELLS the full line. . . 
built for high impulse sales and turn- 

over. Gives every item good visibil- 
ity, makes selection easier for your 
customers! 


with Dispenser 


| 
| 
| 
| 
Attach to End-o Rak or display _| 
= — Colorful folder shows | 
s what product will do the " 

a job and how to use it. A 
terrific ‘‘do-it-yourself’’ manual! 7 
=! 


3 New End-o Store Posters 


Featuring popular cartoon char- 
acters Dot and Danny. Many 
variations in copy to fit your 
needs. Ask your Swift represent- 
ative for them. 
















The complete line will be pushed with a 
full-page color ad in the April issue of Better . ) — 
Homes & Gardens. Plus—half-page ads in Soe EP, ONG A) — == 
Better Homes & Gardens, American Home a — wa » <= 
and Sunset will back the line during the 
peak season. 


PLUS—Big-space Local Newspaper 
Ads in Major Markets 
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Ni O W ! The most Complete and PROFITABLE Line in the Business! 











refills and 20-oz. canisters. 


End-o-Weed, 2,4-D | End-o-Weed | End-o-Weed =| = End-o-Pest Garden Dust <= 
LAWN WEED SPOT WEEDER LAWN WEED SPRAY | BR Safe and sure protection “ 
ha (and fits, too!) Hand 
KILLER (Aerosol) ia (Hose Sprayer) | , dust te pd refills 
in cans. A top- | New! Ready- | New! ease tined and 2-lb. canisters. 
ler bec it ixed 12-0z. bomb now in disposable 
ume jees | asamnca: 4 uur ear | End-o-Pest Rose Dust 
and it’s easy to plicator. Display it tach to gar den hose. | Moet effective formula ever de- 
use. Stock it and and watch it sell in Save ‘em work and veloped. Light, uniform dust- 
profit! | volume! | you make money! ing protection. 10-oz. dust guns, 





PLUS—these other popular, STOCK and DISPLAY these Vigoro Plant Foods, too! 
fast moving Swift products | Vigoro Complete Rose Food * Special Vigoro for Camellias and Azaleas 
Vigoro plus Chlordane ° Vigoro Complete Plant Food 

Instant Vigoro Complete End-o-Pest Tree Spray 

Water Soluble Plant Food End-o-Pest Ant and Golden VIGORO Complete Lawn Food 
End-o-Pest Garden Spray Lawn Insect Control See your local Vigoro Representative or write 

with Malathion (Dust or Liquid) SWIFT & COMPANY 

Vigoro, End-o-Pest and End-o- Weed are trademarks of Swift & Company Agricultural Chemical Division * Chicago, Illinois 
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Enjoy Outdoor Living! ~-_ cmconee 
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Ack for FREE Plans! 
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CHICOPEE 
} AER ‘ 
SCREENING 


~~ 


— 


DO-IT-YOURSELF 






LIVING SPACE aT 
Build @ | 
Large Screen fatio P 


: aor 7 “j. 212 oe 
a TT Th ee moby 
Oe os gms Meee 





te > 
2 ges 
SMM (ONDITIUNED 











ENJOY COOL 
EATING SLEEPING 
Build a i! biii 
Pca, MTL 


—— CHICOPEE ° 


OWENS-CORNING 


A Center Piece For "Do-It-Yourself’’ Fi BE RGLAS 


Home Improvement Headquarters TM REG. U.S. PAT. OFF. 








Colorful, attention-getting three-dimen- 
sional display shows an actual miniature 
screened patio. Convenient pocket holds 
give-away that sells Do-It-Yourself 
Screened Enclosure in detail. Handy pole 
stand is supplied for individual mounting 
as floor display anywhere in your store. 


DO-IT-YOURSELF’ 
Ral 






By the mokers of 
Reynolds Wrap 


REYNOLDS METALS CO 1953 


*TRADE-MARK 
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FAIIO ENCLOSURE 


PROMOTION 


Make Big $100 to $300 Unit Sales 





“In the spring a young homeowner’s fancy 
turns to thoughts of outdoor living!’ And 
this Spring the big Chicopee-Reynolds Patio 
Promotion will have him turning to you for 
the material and equipment to build his own 
screened porch. 

This means unit sales from $100 to $300 in 
Reynolds framing, Chicopee screening and 
related items. It’s a program packed with 
profit for you! 

The attention-getting display illustrated 


= A COMPLETE PROGRAM... 


oo". Bato 
lal os 
r= Greene 
a 6S 


“How-To-Build"” Plans 
Sheet For Screened 
Enclosure 


Easy to follow, detailed 
plans and instructions 
for your customers that 
show how to build a 
screened porch, patio 
or breezeway. 





this Spring 





here will be the focal point of home improve- 
ment activity in your area...a profit center 
for you. So make sure this is a stand-out 
sales season by getting in on this great new 
big-unit sales, big profit promotion. 

Ask your wholesaler or your Reynolds 
salesman or Chicopee salesman how you can 
participate. Get your free three-dimensional 
display, porch-patio plans for your customers, 
window streamer, envelope stuffer and other 
promotional material! 


Envelope Stuffer 

A real traffic builder. 
Offers free “How-To- 
Build” Plans Sheet and 
invites customers to your 
store for details. 





Newspaper Ad Mat 
Sells screened porch and 
Do-it-Yourself idea. 
Directs traffic to 

your store. 








Window Streamer 
Four color eye-stopper. 
Asks customers to come 
in for free building plans. 








Reynolds Helps You Build Sales and profits! 


Make full use of your Reynolds Do-It-Yourself Rack and be 
sure it's full. See that it's stocked with a complete 
assortment of free Reynolds Do-it-Yourself Aluminum 

Project Sheets. Be sure, too, that you have a full supply 
of Reynolds Lawn Edging for added Springtime sales. 





Watch Reynolds All-Family Television Program, ‘‘DISNEYLAND"’, ABC-TV. 


REYNOLDS Do-It-Yourself ALUMINUM 


2498 South Third Street, Louisville 1, Kentucky 
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EXTRA PROFITS in the 
BAG 


with 
Westinghouse 
aR a ~( | e i, 


| 


~ -BUG-A-WAY * 
ee * es 


LIGHT BULBS 


Every one of your customers knows the familiar yellow of popular West- 
inghouse Bug-A-Way bulbs. And they’ll buy them in multiple units from 
you this summer for more pleasant outdoor living. Westinghouse Bug-A- 
Way bulbs are premium profit bulbs, too. 











They'll put new life in your warm-weather light bulb business and you’ll 
make more on every bulb you sell. 











Display Bug-A-Way bulbs and you'll sell more. Westinghouse makes it 
easy with novel cut-and-display cases for popular 60 and 100 watt sizes. 








8B 
SUMMER SALES TIP... Nip 
{ N 
You can give warm-weather sales a two-way boost by selling c “O Ay 
Westinghouse Bug-A-Way and famous Beauty Tone™ Aqua T)) 3 \ 
light bulbs together. Bug-A-Way bulbs for outdoor comfort ¥V OX 
. Beauty Tone Aqua bulbs for the look of cool comfort is ~ 
indoors. 


Be sure to include Beauty Tone Aqua bulbs when you order 
your Westinghouse Bug-A-Way stocks. And, if you have 
outdoor displays, try Westinghouse Bug-A-Way bulbs your- 
self. There is a full line of yellow lamps (including fluorescent) 
that attract customers, discourage insects. Call your local 
authorized Westinghouse agent, or write . . . Westinghouse 
Lamp Division, Bloomfield, N. J. 





vou CAN BE SURE...1F ns Westi nghouse 


34 HARDWARE AGE, APRIL 24, 1958 


























Pretty to look at... Genuine 


practical for so many uses CA | - DyAN at 


tor quality 








PERSONAL HAMPER 


ITEM NO. 640 


= Opens to 1612” x 10” x 24” high. Folds to 
5 | 1612” x 26” x 4”. Packed 4 (one color) to carton. 


Shipping wt. 8 Ibs. Retail Fair Trade Price... $395 





* For personal laundry in bedroom or bath. 
® Ideal in the nursery. 

© For children, a hamper of their very own! 
¢ Holds sprinkled clothes for ironing. 

© Water-proof, stain resistant. 


® Slip-on container of taffeta finish 
padded Vinyl fabric in ‘Capri”’ 
stitchless quilted-texture pattern. 

® Wipes clean with a damp cloth. 

e 4" electrically welded tubular steel 
frame is rust-resistant with ivory 
tone baked enamel finish. 














— 
“Out-of-the-sand” beach bag 
for bathing suits, towels 








FOUR 
DELIGHTFUL 
COLORS: 


@ Sunshine Yellow 
© Snow White 

e Candy Pink 

@ Ice Blue 


FREE PROMOTION AIDS: Newspaper Mats, 
Glossy Photos, Electros to tie-in with 
Cal-Dak National Advertising. 


Manufacturers of Work-Saving Quality Housewares 





THREE FACTORIES: LITTLE ROCK, ARK. > LANCASTER, PA. - COLTON, CALIF. 


COPYRIGHT CAL-DAK 1957 LITHO IN U.S.A. 





THE BUGS ARE COMTIAIG. - And to stop ’em, shoppers are being pre-sold on 
. 


dependable Black Flag insecticides. Be prepared! 




















Studies prove shoppers buy insecticides in advance of the bug 


season. So, it’s wise to build up this high-profit section now . 
with Black Flag insecticides that do more jobs. 








tw crag Su | 
Black Flag insecticides cost you less... give greater profit than | i | 
any other brand. roach | 
. es . oti | Anp ANT | 

Every day, all through the insecticide selling season, exciting 


Black Flag advertising pre-sells your customers on top-rated 
popular daytime CBS-TV network programs, “‘Secret Storm’ and 
“Love of Life’. .. plus regional radio shows, local TV and newspapers. 


These 4 popular, fast-moving Black Flag 
Get ready for the coming Black Flag selling season. Call your 


items represent 73% of all insecticides specifi- 
cally bought and used for flies, roaches, ants 
supplier today. 


and other indoor and outdoor pests. 


KILLER | 











BLACK FLAG’ 
4a fine high-prorit 


product from 


Boyle-Midway 





LOS ANGELES, CALIF. + BROOKLYN, N.Y. * CHICAGO, ILL. * CANTON, OHIO * CHAMBLEE, GA. » CRANFORD, N. J. * SEATTLE, WASH. * DALLAS, TEXAS 
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got ae for 58! 


RIDING 
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ROTARIES e 












| —9 SS oe a Oe 


REEL POWER °e 


HAND 


Now you can look to just ONE source... RUGG... for 
your whole basic line of mowers for 1958! Whatever 
style, price and combination of features your customers 
want ... Rucc has the mowers you can sell, profitably. 
Eliminate confusion between models in different 

lines . . . simplify ordering and inventory ... 
concentrate selling effort on known quality 
and features you know. 

Make RUGG Your Basic 1958 Mower Line. 
Call your jobber today, or write 

us for full-line information. 


HERE’S THE 
RUGG LINE-UP * @¢e 


select your 
sales-winning 
combination: 


ROTARIES 
full-cut 18”, 19”, 
21”. See table below 
for all the details. 
RIDING 
Rugg-Ed Rider: 
the rotary with 
4-wheel stability, 
full 24” cut, every’ 
feature for safety 
and performance. 









ELECTRIC 
18” rotary cut 
REEL POWER MODEL 800-A, “i A 
18” and 21” cuts see table below 3 ee. 
HAND for features ee 


16” and 17” cuts 


5 i 1; Prive 
1958 
Your better tomorrows “ 7 
grow from Rugg yesterdays) 





Roto-Rugg FEATURES SPECIFICATIONS 




















el ce i yo Beg 
300-A Parallel a Manual 14 Gauge Steel |1%2"-2%2"| 18” | 1% hp. 
900-A Staggered Yes Manual Cast Aluminum |14%2"-2%2"| 19” | 1% h.p. 
200-A Parallel Yes Finger-Tip 14 Gauge Steel |1%2"-3%2"| 21” | 2% h.p. 
800-A Staggered Yes Finger-Tip Cast Aluminum |14%2"-3%2"| 21” | 2% hp. 
700 SP | Parallel Self-Prop. Manual 14 Gauge Steel 1%2"-2%2"| 21” | 2% hip. 























HARDWARE AGE, APRIL 24, 1958 37 












pe ‘vs: “Simple test helps you sell 
% more Fiberglas’ Screening.” 


* 
\ 


x 






/ 


— 


‘ 





Se Se 


This simple, easy-to-make merchandiser is a very fe, 
quick way to let your customer prove for himself i; 
how strong Cyclone Fiberglas Screening is. Just 
attach two pieces of wood, with handles, to each 
side of a small piece of Fiberglas. Then let your 
customer try to stretch it. He’li soon convince 
himself that Fiberglas is strong, sturdy, stretch- 
resistant screening—and you'll have made another 
sale of Fiberglas! 


Features of Fiberglas Screening: In addition to the new outstanding Fiberglas 


Snap-back tension — Fiberglas 
always snaps back without 
a wrinkle, always keeps its 
shape. The weave — perma- 
nently locked in place — won't 
ravel or stretch, shrink or 
shift. 


Dent-proof—Fiberglias Screen- 
ing withstands all kinds of 
wear and tear, stress and 
strain, without bulging or 
denting. 


Glareless — Fiberglas Screen- 
ing gives better visibility. It's 
easy on the eyes and adds to 
the beauty of any home. 


Exceptional strength — Al- 
though easy to cut and easy 
to use, Fiberglas Screening 
has superior strength. This is 
maintained even after pro- 
longed exposure to heat, 
weather, water and aging. 


No staining—Glass and _ its 
vinyl coating contain nothing 
to cause staining. Fiberglas 
Screening thus reduces the 
chance of discolored frames, 
sills and side walls. 


Rust-proof—Fiberglas Screen- 
ing can never rot or corrode. 
Rain, salt, air, sun, frost or in- 
dustrial fumes cannot affect it. 


Screening, Cyclone also manufactures a complete 
line of metal screenings—Aluminum, Bronze, and 
Galvanized Steel. Like Fiberglas, they, too, are 
quality products and are backed by the famous, 
widely accepted USS Cyclone Label—which adds 
greatly to their sales appeal and helps you increase 
business for your store. Additional information on 
Cyclone Insect Screening is available from your 
jobber. For specialized information on Fiberglas 
Screening, get in touch with the nearest Cyclone 
Fence office. USS, Fiberglas and Cyclone are registered trademarks 


Place your order now! 


(iss) Cyclone Red Jag” Hardware Products 


Cyclone Fence Dept., American Steel & Wire 


Cyclone Fence, Waukegan, Iilinois + 


Division of 





(iss) United States Steel 


Sales Offices Coast to Coast + Pacific Coast Headquarters, Oakland, California - 


United States Steel Export Company, New York 
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Help 
Wanted 


To make more money, of 





course. It is really so easy if 
you'll give it a try. In these 
days of strong competition, if 
you can latch on to a great 
promotion and really give it a 
whirl—it can mean all the 
difference in the world 


in sales. 
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Here’s an idea which we are sure you'll be 
able to promote to your customers ...a hot new contest 
idea—‘“‘Name That Flower.” 


The contest: easy to enter, easy to win. And the 
prizes: $10,000 worth— 








Free vacation in Holland for two via 
Holland-America line. 


Famous French ear, 
Renault ‘“‘Dauphine,”’ 
fully equipped. 





RCA Color Television 
Set with 2l-inch tube. 


Plus 100 other valu- 
able prizes! 


Prizes for the winners 





and for the dealers who 





me sell the winners. 


Who needs it? You do! Stop struggling to find more ways to sell 
more bulbs. Accept a little help ... let the “‘Name That Flower’ 
Contest be the keynote of your Fall bulb promotion. It will 
really give you the help of an extra salesman, for a good pro- 


motion tells as it sells. 


And, “‘Name That Flower’? Contest will teach and will sell. 
[t will help you move the merchandise. It is the perfect starting 
point for this season’s sales pitch on daffodil, tulip, hyacinth 


and crocus bulbs. 


You can get a complete tie-in promotion package for your own 
use in promoting Dutch Bulbs—newspaper mats, streamers, 
posters, everything you need to help you sell more imported 
Dutch Bulbs than ever before! 


Ask your Bulb Supplier about this contest promotion and all the 


sales boosters. He’ll give you all the details, or write to: 


Associated Bulb Growers of Holland, Inc. 
29 Broadway, New York 6, N. Y. 


39 





In America’s Biggest Outdoor Market 











OELT, 





And a big national picnic promotion 


For picnic fun—a Coleman Pic- 


ee eee is selling Coleman Picnic Products to your 
. F |. ° 
aun, ad, ae Gad. odnee customers. You can build more sales 
and Pak-Table, too. . ° ° ° 
and bigger profits with special Coleman store 

Coleman Snow-Lite Coolers* are years . ; ante 2 sa he 
ahead! Lighter, cleaner ...hold the cold and window displays, local tie-in advertising. 
25% longer. Three popular sizes, three 


beautiful colors—pink, charcaal, green. 








Turns Picnics into Profits for You! 


Big ads in AMERICAN WEEKLY ers will read Coleman ads in their 


Sunday Newspaper Magazine! favorite Sunday newspaper. 


, ages ee The special June 22 Annual Picnic 
It’s the nation’s biggest picnic pro- [Issue will feature an exciting, dra- 


motion — designed to help you sell matic full color ad on the Snow-Lite 
Coleman Snow-Lite Coolers and Cooler. 


Picnic Products. Plan to tie in your window displays 
On May 18, June 1 and June 22 _ and local ads—and enjoy extra sales 


43,000,000 American Weekly read- of Coleman Picnic Products. 


plud 


COLEMAN’S big national advertising campaign —the biggest in the field ~ 
multiple insertions in Outdoor and Men’s books, Sunset Magazine! 





Call Your Wholesaler Today 


or write or wire 


THE COLEMAN COMPANY, INC. ¢ Wichita 1, Kansas 
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your best market 
is the 


market 


..and you can sell it with Stevens—22's and 
shotguns specially designed for younger shooters. 


Here’s where the money is—in the fast-growing youth market— 
and Stevens offers you guns that are made to order for it. 


Check a few of these features. Stocks and barrels proportioned 
for lighter weight, easier handling. Brightly plated trim for eye 
appeal. Plus traditional Stevens accuracy, dependability 

and sensible sales price. 


Take a close look at these great new Stevens guns—you'll 
see they're made to order for the younger shooter. 





r TO CHANGE SLIGHTLY HIGHER IN CANADA 


STOCK 


DISPLAY - SELL [he fastest selling rifles and shotguns in the world — Savage, Stevens and Fox. 








Stevens 87-K “‘Scout”’ Carbine.-22 tubular automatic. 20" barrel. Desert tan 
finish stock, white line butt plate. Gold-plated trigger; chromed cocking knob, take- 
down screw, magazine tube ring and thumb piece. $39.75 Retail 


. 99 «i la ch, - " 
Stevens 15-Y — The Perfect First Gun. -22 Single shot, bolt action. 21 
barrel, short (12%") stock. Brightly plated trigger, take-down screw, cocking knob 
and bolt assembly (Regular Model 15 has full size stock and barrel). $15.95 F etail 


Stevens 94-Y Youth's Shotgun. !'dea! for young hunters. Single barrel, 
26 inches, 20 gauge Mod. or .410 Full choke. Short stock with recoil pad (12%"). 
Brightly plated trigger, top snap and hammer. $30.95 Retail 


SPORTING ARMS DI\ N, SAVAGE ARMS CORPORATION, CHICOPEE FALLS, MASS. 
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Easy to KILL MOSQUITOES with Qouoldton 








on Power Mower 


Here’s the easy, economical way to kill off 
pesky, fun-spoiling, harmful mosquitoes that 
make life miserable and ruin yard pleasures. 
Kills flies and gnats, too. Donaldson FOGGER 
attaches to power mower and sprays an entire 
vard with highly effective insecticide. FOGG™®R 
SPRAY contains powerful D D T and Chloro- 
dane. You’ve had it, bugs! FOGGER is safe for 
humans, animals, flowers, trees, shrubsand grass. 


SURVEY PROVES OWNERS LIKE IT 
AND DEALERS PROFIT! 


Homeowners like FOGGER for outdoor living, 
lawn parties, garden puttering or plain loafing. 
Donaldson FOGGER keeps the premises bug-free 
the easy way ... the effective way. 

Dealers like their substantial share of the 
$6.95 retail price. They like, too, the repeat, 
repeat, repeat sales of the insecticide sold in 
pints and gallons. 


be prepared for the most promisin 
mosquito eradication program of 1958 

























@ fF OGGER fits any 4-cycle reel or rotary 
mower up to 2% H.P., Briggs-Stratton, 
Clinton and other single cylinder engines. 





Screws on in seconds. Exclusive regulator 
pressurizes can. 

@ Donaldson FOGGER (KIT) Contains one each: 
© pint of insecticide; mixing valve; ear- 
pleasing automotive-type muffler. 








National Advertising . . . Catalog 
Pages ... Dealer Ad Mats... 
Salesman's Sales Stimulators... 
Clever “| hate mosquitoes’ Cus- COU oe ps Aa oe ae Pe Oe Ce Ee ee 
tomer Work Order Tag... Multi- oe er Sone me Re eee / TE oe. 
Color Window Banners for sell- Bs oe. e se ae oe es 
on-sight merchandising .. . 


NEW FOGGER DISPLAY 


BIG PROFIT! SMALL SPACE! 


= . 
Sells from less than | sq. ft. of for Spring eee get ready for weeds! 


counter space. Sets up in seconds, 
“wa NEW KILLER KANE 
waive TODAY! | PROMOTIONAL AIDS for ’58_ (zgK= 


Order your displays of KILLER KANE 
... the one accepted, safe, sure, se- 
lective way to kill dandelions, plantain 

\SN ¥and other broad-leaved weeds. 


COMPANY, INC. 


2520 WEST LARPENTEUR, ST. PAUL 8, MINNESOTA 
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Over 1000 leading manufacturers of hardwore t ° i 
and allied products and lawa and garden equip- CG j 0 rh qd 
ment invite you to see their newest products, packag- 
ing and merchandising plans to be shown to the trade 


for the first time at the 1958 National Hardware Show. “ Ae r fa W g ' e 
Fill out and return the coupon today. Your 


badge, which will admit you without 


further registration, will be 
NATIONAL HARDWARE SHOW 


Suite 1103, 331 Madison Ave., New York 17, N.Y. 
Please check below if you wish us to make hotel reservations for you. 
(Please Print) 


NAME TITLE 
FIRM 
STREET 


I 
| 
i 
| 
I 
EXECUTIVE OFFICES: CITY STATE 
I 
| 
/ 
| 
| 
L. 










mailed to you. 


SA nn an 














331 Madison Ave., New York 17, N.Y. TYPE OF BUSINESS 


; a Please check below the classification of your business. 

Murray Hill 2-4802 [] Wholesaler [] Retailer ['] Dept. & Chain Store Buyer 
[_] importer-Exporter [[] Mfgrs’ Agent [] Manufacturer [] Other 
[-] Please send us your hotel reservation blank. 

Minors under 18 yrs. of age will not be admitted under any circumstances. 





please fill out coupon and mail | >> 
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youll do better GAS 





with the one glass label everyone knows 








MILLIONS SEE IT IN MAGAZINES, and 
recall it when they need window glass. 
Because the L‘O°F label is seen over 100 
million times a year in national magazines, 
every year, 











MILLIONS SEE IT ON TV, and recognize | MAKE SURE THEY KNOW YOU SELL IT. L-o-F 
it when they come to your store. Every _ provides a host of display and merchandising aids 
other Saturday evening, the Perry Mason _ to help identify your store with the best glass sold. 
TV show focuses attention of 20 million They mean business when you use them! Ask your 
people on the powerful L*O°F trademark. L’O’F Distributor to order some for you. 


“EASIEST GLASS TO CUT,” SAY DEALERS. 28 out of 30 deal- 
ers who took a blindfold test, picked L°O’F as the easiest 
glass to cut . . . with fewer crooked breaks, less waste, more 
profit! That’s because longer annealing makes it less brittle. 


specify L?;O°F WINDOW GLASS every time you order! 


LIBBEY-OWENS:-FORD a Gueat Name in Glass 


TOLEDO 3, OHIO 
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Make it RB«W 
for fasteners 













RELIABLE SUPPLY is assured by acres of warehoused stocks. STRONGER PACKAGES of rigid kraft-board (larger sizes are 
This picture proves too that people everywhere recognize the corrugated) cut spillage, breakage. Upside-down box (another 
quality in RB&W fasteners, because only good fasteners with RB&W first) is fumble-proof, eases handling. Oversized labels 
good reputation can sell in such volume. Cash in on this speed product identification. New packaging is part of RB&W’s 
acceptance—stock and sell the best-known brand. continuing effort to help you increase sales. 
















oe itt ee 


USTRY'S BROADEST LINE of high-quality fasteners insures HANDY NEW WALL CHART is typical of RB&W sales aids for 





customer satisfaction. With RB&W carriage bolts, machine bolts, the trade. It has 12 sturdy tabs containing tables of RB&W’s 
lag bolts and stove bolts, you can fill all orders promptly. And, list prices for each type and size of fastener—and space for you 
uniformly accurate threading plus uniform strength make for to write in your selling price per unit of sale for quick, accurate 
easy application, tight holding power. reference. 


DISTRIBUTORS 
FROM COAST TO COAST 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 
Rock Falls, Ill.; Los Angeles, Calif. 


113th year 
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Around the Cash Register 


Order from 


your 
CORBIN 


Distributor 
today! 
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Cash in on the 


5 big advantages 


4 MINIMUM INVESTMENT . 


On End Fixture 


of this GRR 


CARDED HARDWARE 
DISPLAY C-200 


DESIGNED FOR PROFIT . . . C-200 Merchandiser features 
16 hottest selling items, blister-packaged with pins or screws. .. 
market tested for fast turnover. Cost to you only $33.12 for 92 


solid brass products . . . handsome yellow metal display rack 
free. Resale value $49.78. 


SELF-CONTAINED .. . the C-200 Merchandiser provides ade- 


quate stock for most needs. 


AUTOMATIC INVENTORY CHECK-UP .. . no losses from 


stock mix-ups, broken packages, empty cartons. Replacing stock 
takes seconds. 


. . carefully selected assortment 


of products based on consumer demand keeps investment small. 


DESIGNED TO DISPLAY, ANYWHERE... cach panel 9” x 


2142” ... see four suggested locations below. 
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On Island On Ledge 
” Corbin Cabinet Lock Division 


The American Hardware Corporation, 
New Britain, Connecticut 
































hardware of Du Pont 
ZYTEL nylon resins 


INew materials were developed for this research 

| home, erected by the National Association of Home 

3 oo Builders’ Research Institute, to help builders pro- 

~ duce better homes. Here, advanced hardware de- 

>» signs are displayed in actual use. Hardware items 

SHOWERHEAD a for the home made with Du Pont ZyrTet nylon 
ft resins have a great deal to offer: 

They are often selected to make products where 
the accent is on beauty. For example, the entrance 
to the NAHB home is embellished by handsome 
door hardware made with jet black and chocolate 
brown ZYTEL resins. Rugged working components 
are likewise made possible by these materials. They 
Form Mechanical Parts: gears, bearings, dials, knobs, 
containers, fastenings—even hammer faces and 
miniature turbines .. . or Electrical Parts: sockets, 
plugs, switches, caps, fittings, insulators . . . or 
Plumbing Items: washers, tubing, valves, shower- 
heads, hose couplings, pump rollers. 


This range of uses shows you how versatile 
ZYTEL nylon resins are. They are tremendously 
: strong and light in weight; can be mass-produced 
“Perma-Jet” showerhead case and working : to accurate dimensions at low cost; provide a low- 


parts are durable and heat-resistant. —_ friction surface; are resistant to wear, blows, chemi- 
» oan -+rhead gives uniorm ] h 
fa ZYTEL resin, showerhead ¢ cals anc eat. 

si will not lime or corrode. (Made by 


Lb Taduatries, Bay Village, Onio.) | More than ever, the hardware market is a market 
aie sre nruneni ites 10s for things for the home. ZyTeEL nylon resins are 
“aor a. making an ever-growing place for themselves in 
B . this field. For the sake of your customers, you'll 
ALLCOCK VALVE \ want to have the answers about their advantages 

right at your finger tips. 
Send for the facts on the properties and uses of 
Du Pont ZYTEL nylon resins. Use coupon below. 


UPON 


BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 




















E. I. du Pont de Nemours & Co. (Inc.), Polychemicals Dept. 
Room 204, Du Pont Building, Wilmington 98, Delaware 


Please send me more information on Du Pont ZyTet nylon resins. 


I am interested in evaluating this material for 








Name 








a er by d , , : M *+. are . q Company Position 
y ydo Valve Corporation re — 
> 4 : . eXas. 








Street 





City State 
Type of Business 
in Canada; Du Pont Company of Canada (1956) Limited, P. 0. Box 660, Montreal, Quebec. 
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REEVES STEEL AND MANUFACTURING CO., 
EMPIRE, UNIVERSAL-CYCLOPS MERGE 


TO EXPAND FACILITIES AND BROADEN CUSTOMER BENEFITS! 


3 ‘ . ss 















Bie SR 


Set 
sO 


Personalized Customer Service Will Continue. . . 


7% § Our merger with Empire Steel to form the Empire-Reeves Steel 
re agee ea Corporation (which is a subsidiary of Universal-Cyclops Steel Cor- 
Sri poration) provides us and our customers with new potential for a 
i - — _._ od ‘ greater future. We have combined our facilities, skills, and research 
r ) j T iF | | | activities to better serve our customers’ necds. Reeves customers 
@tet. | | are now sure of having an adequate, steady supply of galvanized 
ae  eeceien tine sheets and products because Reeves now has, within its own cor- 

— — poration, an unlimited supply of steel sheets from which Reeves 
products are made. Integrated operations, planned future expansion 
and an extended product line are only a few of the benefits that you 
will enjoy as a result of this merger. 

Reeves policies, personnel and extra-special personalized customer 
service will continue as before. When you need Quality galvanized 
steel and steel products, investigate Reeves in Dover. Now, more 
than ever before, Reeves can serve you well. 










Formed Roofing, Siding and Accessories 


REEVES STEEL and MANUFACTURING COMPANY 


DOVER, OHIO 


DIVISION OF EMPIRE-REEVES STEEL CORPORATION 
Zuality GALVANIZED SHEET STEEL AND GALVANIZED STEEL PRODUCTS 
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WOOD SCREWS 


STOVE BOLTS 


IN FASTENERS 
SOUTHERN 
IS 


TAPPING SCREWS 








Dealers and customers alike appreciate value in 
today's quality-conscious market . . . In fasteners, the 
line to stock is the line that sells fastest—and that's 
Southern Screws and Bolts. 


MACHINE SCREWS Your customers know from Southern's national ads 

& NUTS ‘ that all Southern fasteners are USA-made to highest 
| standards of quality. This means that where fast- 
eners are concerned, your customers are pre-sold on 
Southern. 





Stock the quality line that creates quality traffic in 
your store. Stock Southern—the line with the copy- 
DRIVE SCREWS righted EZ to C© time-saving, fool-proof labels! 


Write for our new Package Stock Guide. 
Address: Southern Screw Company 
P. O. Box 1360, Statesville, North Carolina 





Wood Screws * Stove Bolts ¢ Machine Screws & Nuts * 
A, B, C & F Tapping Screws © Wood Drive Screws * 


CARRIAGE BOLTS Carriage Bolts 


Warehouses: New York, Chicago, Dallas, Los Angeles 





Sold Through Leading Wholesale Distributors 


SCREW COMPANY 


STATESVILLE NORTH CAROLINA 
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ERFECTION 
ONSOLAIRE! 


The appearance of a Perfection Consolaire Home 
Heater goes a long way toward making easy sales. 
Once installed, the years of economical heating 
keep it sold. 


And when the beauty and efficiency of a Perfection 
Consolaire are backed by L.S.P.—you are headed 
for greater sales and greater PROFITS. 


The Perfection line also in- 
cludes complete central 
heating and air condition- 
ing units, window air con- 
ditioners, dehumidifiers, 
and the revolutionary 
NEW HEAT PUMP. See 
them at your Perfection 
Distributors. 








L. S. P.—LOCAL SALES PUNCH—Perfection’s selling help for Per- 
fection Dealers—Full color advertising in your Sunday newspaper 
supplement (where available) tells your prospective customers 
about the advantages of Perfection Consolaire and other home 
heaters. This is backed by full color national advertising, too. 

See your Perfection Distributor for full particulars—the com- 
plete line of home heaters—to heat one to seven rooms—electric, 
oil or gas (natural or L.P.) fired—the famous Perfection Portable 
Heater—gas and electric water heaters—and how L.S.P. will 
really help you sell all of them. 


IT PAYS TO SELL 


Guaranteed Comfort Since 1888 


PERFECTION INDUSTRIES e CLEVELAND 10, OHIO 
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feeling) 


LET WASTE CEILING-SPACE 


PAY YEAR-ROUND PROFITS! 





Sales on decorative lighting fixtures are going up- 
up-UP... really booming! And the boom is NOT 
dependent on just new home building . . . remodel- 
ing and redecorating volume alone runs to MIL- 
LIONS of dollars a year. YOU can cash in right 
now... without using even one foot of valuable 
floor space for display! 

Put waste ceiling space to work for you . . . coin- 
ing profits from famous popular-priced STAR 
LIGHT lighting fixtures. This proved “silent sales- 
man” merchandising display can put you “in the 
bucks” every month of the year. Contact your 
STAR LIGHT distributor for money-making de- 
tails TODAY. 


THOMAS INDUSTRIES INC. 


LIGHTING FIXTURE DIVISION 
Executive Offices: 410 S. Third St., Louisville 2, Ky. 
Leaders in Creative Lighting 
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Lift-out panels permit instant change 
of fixtures — easy as A-B-C! 








DRESS UP YOUR STORE... “PERK UP” YOUR SALES! 


Delighted dealers acclaim the beauty, the sa/les-power 
of this display. Makes waste space pay big profits! 
Regularly $59.95 without fixtures. Now yours for 
only $49.95 with order for fixtures OF YOUR OWN 
CHOICE. Get full facts from your STAR LIGHT 
distributor NOW. 


QUICK! MAIL THIS TODAY! 


pec Niche 





THOMAS INDUSTRIES Inc. ee 
410 S. Third St., Louisville 2, Ky., Dept. HA-4 - : 
1 Send me complete information on STAR LIGHT displays. ~ 
C) Send me FREE copy of new Star Lightcatalog showing com- 

plete line in full colors. 


Name 





Company %: 
City Zone State a 
My distributor is 




















See 
























CYLINDER LOCKING SET No. 3425L 
(without cylinder No. 3426) 





PUSH PULL SET No. 9414B 


immediate delivery 
ILCO SPRINGTIME LEADERS 






HEAVY DUTY CLOSER 


ILCO 3002 ‘““‘DELUXE’’ 


INDEPENDENT LOCK CO. 


Fitchburg, Mass. 
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Serve Yourself BOLTS 


prin PROFITS 
FLEXIBILITY 
TURNOVER 






















with the FIRST 
FLEXIBLE BOLT DISPLAY 


Now Available 
Through Your Lamson Distributor 
These new Lamson & Sessions SERVE YOURSELF 


Bolt Trays bring “Back Room” bolts “Up Front” for 
increased sales. 





These new NRHA approved metal bolt trays are so 
flexible they fit perfectly on standard islands, gondolas, 
and wall counters. A SPECIAL ALL METAL TRAY 
STAND with a durable baked enamel finish, as illus- 
trated below, is also available for floor display. 


ADDITIONAL FEATURES OF THE LAMSON & 
SESSIONS “SERVE YOURSELF” 
BOLT TRAYS 


@ All Metal Tray with Adjustable 
Metal Dividers and Price Ticket 
Holders (size 14” long x 23” wide 
x 9” high). 

@ Price Tickets for Current Sug: 
gested Selling Prices. 

@ Measuring Device for Checking 
Length and Diameter. 


SELL YOUR “BACK ROOM?” 

_ BOLT STOCK WITH A SERVE 

© YOURSELF BOLT TRAY 
“UP FRONT”! SPECIAL 

NRHA APPROVED TRAY STAND 
— MAIL THIS COUPON TODAY: 


CON ee: 
TILE 


Mee. 
pen 





bs ‘ 
*@t ays?” 











THE LAMSON & SESSIONS CO. 


5000 Tiedeman Road 
Cleveland 9, Ohio 


Please send me details on the new Lamson & Sessions Flexible 
Bolt Display. 


SERVE YOURSELF 
BOLT TRAY 


Trays can be purchased separately or with custom 
“Ready-Stocked” Assortments, Carriage Bolts, Small 
Machine Bolts, Large Machine Bolts, Cap Screws 
and Nuts and Stove Bolts. 


All bolts and nuts are Brite-Plated with nuts 
attached and you can choose the sizes and types 
that your customers ask for most often. 


Refills are Special Small Quantities— No Over- 
stock Storage. 


Company Name 





Address 





City State 








Your Name 
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es and now it’s.... 


WWRSEl! WASHERS 


@ Whether dispensing or using washers... ee | = 
there’s great personal satisfaction in han- he. I * = 
dling clean washers that don’t mess up your “i cua — 
hands nor soil the “work”’. 

Yes, washed washers are the latest prac- 
tical innovation introduced by Wrought 
Washer Mfg. Company, applying to all 
popular sizes of U. S. Standard and SAE 
Washers, including also Rivet Burrs and 
Machinery Bushings. All grease, graphite, 
oil and other foreign matter is removed by 
our special washing process. This is a new 
plus value over and above the consistent 
high quality which is an inherent part of 
all Milwaukee Wrot Washers... at no in- 
crease in price! 

No matter what your washer requirements 
may be... every type, size, material and 
finish . .. look to Wrot Washer as your No. 
1 source. Write for Catalog No. 40. 


r ' 
P 4 é 
Men inn ; i si tal 
alien -oceeneaeeaell Sa * tom eae 
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oe 
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packaging 






















In keeping with a policy of 
*‘dressing up’’ the washers them- 
selves, by our special washing 
process, they are now put up in 
attractive 1-lb.and 5-lb. packages 
with a tough, transparent Mylar 
window which makes visible the 
actual washers .. . clean to 
handle, better to use. 



























DEALERS: Order from your regular jobber 
... I-lb. and 5-lb. packages, put up in 
200 Ib. shipping cartons. 











A7-9090-1P 


WROUGHT WASHER MFG. CO. 


THE WORLD’S LARGEST PRODUCER OF WASHERS 
2218 SOUTH BAY STREET MILWAUKEE 7, WISCONSIN 
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why it’s so easy to 


1. Solid Advertising Support. Siegler gives you 
a generous dealer advertising plan that sells Siegler 
heaters and your store! Nationally, Siegler backs you 
with the biggest advertising campaign in the business. 


2. Special Promotions. Make big profits running 
tested promotions that fit your business to aT.” Siegler 
supplies a complete package of material for each 
promotion, and we help you run it! 


3. Selective Distribution. When you merchan- 
dise Siegler, you're the dealer who cashes in on national 
and local advertising. Get all the facts on Siegler 
Selective Dealership plan. 


Plan now 
for 


elas 
Heater 
Profits! 











The Siegler Corporation, Dept. HA-4 
Centralia, Iilinois 


PATENTED AUTOMATIC 







AND DOUBLE UP YOUR TOTAL PROFITS 


ON HOME HEATERS 


A home heater prospect is wide open for good sell- 
ing. He wants warm floors, economy, and most of 
all he wants his ‘‘money’s worth’’! 

He will insist on a Siegler when you show and 
demonstrate performance and features no other 
heater has. 

Siegler’s patented inner heat tubes capture the heat 
others waste. The patented built-in blower system 
“travels” heat over the floors to every room. No 
heat wasted on ceilings or up the chimney means a 
more comfortable home AND LOW FUEL BILLS. 

We give your customers this amazing guarantee: 
Siegler puts more heat over the floor, or money back! 

So “sell ’em up”’ to Siegler! It’s the biggest profit- 
maker in the industry, and we'll be glad to prove it. 


4. Your profit stays in your pocket ...no 
loss for call-backs and complaints. Siegler quality 
sees to that and makes every customer an enthusiastic 
salesman for you. 


5. A Complete Line. There's a Siegler with 
“traveling” floor heat that’s just right for every home 
from 2 to 7 rooms. You can solve any home heating 
problem with Siegler. 


6. Your Own Merchandising Man. Your Siegler 
Representative is a full time, trained specialist in the 
home heater field. He will show your salesman how 
to “sell ‘em up” to Siegler, and help you plan your 
advertising, promotions and demonstrations. 


Oil and Gas Home Heaters 


Gentlemen: If a Siegler Selective Dealership is open in this area, please 
send me the details on your complete selling program. 


















WRITE FOR THE SIEGLER "SELL UP” STORY 
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NEW — AUTHORITATIVE — COMPLETE 


HARDWARE AGE 


BUILDERS HARDWARE 
HANDBOOK 


by Adon H. Brownell, A. H. C. 








All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 


Detailed descriptions of functions — applications — specifica- 


tions and estimating. 


A time saving, profit making reference for 


234 pages 
385 illustrations 
81/2” x 11” clothbound 


Architects * Hardwaremen * Teachers 
* Students *° Contractors 


Skillfully organized and easy to understand, this exclusive hand- 
book provides the information necessary to operate a basic 
builders’ hardware business at a profit. Not since the publi- 
cation of "Taking the Mystery Out of Builders’ Hardware" by 
Mr. Brownell, in 1940, has there been made available in one 
source so much practical, down-to-earth information about the 
builders’ hardware business. 


Recommended by 


National Builders’ Hardware Association 
and the American Society of 
Architectural Hardware Consultants 


Mail This Coupon Today 


HOUGHUNTH JGCUMGaETH .S 








Hardware Age, Dept. Al Please send me ...... copies of HARDWARE AGE 
56th & Chestnut Sts 
Philadelphia 39, Pa. 


BUILDERS’ HARDWARE HANDBOOK by Adon H. 
Brownell, A.H.C. | will send payment upon receipt 
of the invoice in the amount of $8.00 per copy, plus 
45 cents handling and postage. 


Name 
Te See Oa OAS eR EE Co 
EE Nia TRE: State 


Check here if sending payment with order, saving you the 45 cents 
handling and postage charge. 





Check this table 
of Contents 


for 9 helpful sections 


Section |—How to use this Handbook 


Suggestions to Students 
Ten Basic Rules of Conduct 


Important Matters Affecting 
Builders’ Hardware 


Section I|—Metals and Finishes 
Section III—The Hinge Side of the Door 
Section |V—The Lock Side of the Door 


Section V—Other Door Hardware 


Door Closers, Silencers, Stops, 
Holders. Cabinet, Sliding Door 
and Lavatory Hardware. 


Section VI—Window Hardware 


Double Hung, Casement, Transom, 
Shutter and Screen. 


Section Vil—Hardware for Specific Types of 
Buildings and Other Hardware 
Matters of Interest. 
Specialty Items that Build Plus 
Sales. 


Lock Security and Keying 
Proprietary Key Systems 


Section Vill—Specifications— 
Sales and Service—Biue Prints. 


Quoting, Selling, Servicing, 
Scheduling. 


Section |1X—Management 


(Sales Potential, Gross Profit, 
Turnover, Costs, Compensation for 
Salesmen, Personnel) 





HARDWARE AGE, APRIL 24, 1958 








cme 











Sell the Remington ‘Mighty-Mite”.. 
and you can expect continuing profits! 


Remington ‘‘ Mighty-Mite” Stud Driver is a low- driving force needed to do the job. No pre-drilling, 

cost, highly efficient fastening tool that can save time, no outside connections required! 

money for your customers— mean extra profit for you. You profit with every fastening, through sale of Studs 
Just one light hammer tap on firing pin anchors’ and Power Loads! Sell the‘‘ Mighty-Mite”’ for $39.95 

wood or metal sections to concrete or steel with or rent the tool and you’ll cash in on these continuing 

\4’’ diameter alloy steel Remington Studs. Scientifi- profits. See your Remington salesman soon or write 

cally graded 22 caliber Power Loads furnish exact us today for full details! 








Here’s How Remington Is Helping You Sell... 


Hard-hitting adver- Sa Colorful store dis- 
tisements will appear memes v0 ences plays are available from 
throughout the year in 
leading consumer and 
trade magazines... will 
create a demand for the 
““Mighty-Mite.”’ 





Remington. They are 






{ POPULAR 
| Mea \ 
~~ he 


designed to attract your 






customer’s attention, 
identify you as a dis- 
tributor of the Reming- 
ton Stud Driver line. 


Remington I srobawven 


“seus =r or 





Remington Arms Company, iInc., Bridgeport 2, Connecticut 
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for New Ideas Coming Soon in 
... Product 
... Packaging 
... Pricing 


> la lhe biggest news 
me. in fasteners comes trom 


\__ 1838 





“AMERICAN SCREW CO. + WILLIMANTIC. CONN. 
CHICAGO, ILL. DETROIT, MICHIGAN 
ia 
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MACKLANBURG.DUNCAN CO 


See the difference! 


M-D PUSH GRILLE. NO 15 








A graceful addition to any combination door—wood or metal. 


16” high for either 32”, 36” or 42” doors. 


{ Oo) : ’ 2) eee 
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M-D PUSH GRILLE NO. 4 


A very inexpensive and 
graceful push grille. 4” high 
for 32” or 36 doors. 








C) ~ 
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M-D PUSH GRILLE NO. 12 


Made especially for storm 
doors. Available for 32 or 
36” doors. 
































FITS-ALL NO. 5 


Fully adjustable for 
nearly all standard 
size screen or metal 
combination doors. 


BUILDERS 


Sold by all Hardware, Lum- 
ber and Building Supply 
Dealers. 


FITS-ALL NO. 9 


Designed to fit all 
standard doors and 
adjustable to many 
others. 


Pr. O. BOX 


M-D PUSH GRILLE NO. 6 


A handsome grille for alumi- 
num or wood doors. 6” high 
for 21", 23”, and 27” insert 
panels and for regular 32” 
or 36” doors. 


Lay Toy 


(a) | = 
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M-D PUSH GRILLE NO. 16 


Made especially for combi- 
nation metal doors, 15° high 
for 21”, 23” and 27” insert 
panels and for regular 32” 
or 36” doors. 





Achenediilieess 
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M-D PUSH GRILLE NO. 11 


Made especially for storm 
doors. Available for 32” or 
36” doors. 











a 











M-D PUSH GRILLE NO. 23 


Made especially for 32” or 
36” combination doors— 
wood or metal. Approx. 23” 
high. 














DEALERS 


ORDER TODAY—your order 
will receive prompt ship- 
ment! 


1197 


FITS-ALL NO, 8 


Features M-D's pat- 
ented “flower-pot” 
style holder. 


7K, 
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between stiles. 




































FITS-ALL NO. FS 
Can be adjusted to 
fit all doors from 22” 
" wide, and 
from 75” to 55” high 






































FITS-ALL NO. $6 
Graceful in design 
and fully adjustable 


on standard size 
screen doors. 





AVAILABLE IN 3 EVERLASTING FINISHES 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 


an 01.4 @ 










Sell the difference! 


‘ pOOR GRILLES | 
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FITS-ALL NO. 1 
Accordion-like action 


permits expansion to 
fit all doors. 






Qvaczri 


SINCE 1920 


Two good names are always 
better than one 


When you sell a portable electric drill show All leading manufacturers of portable elec- 
the JACOBS on the chuck. It is your customers tric tools equip their drills with Jacobs Chucks. 
extra assurance of top tool performance. Show the JACOBS on the chuck when you sell. 


An electric drill is no better than its chuck *”° good names are always better than one. 


... the point where the drill’s power is put to 
work. Many heavy duty operations are per- 
formed with attachments which are held in 
the chuck, so a tight, accurate grip—a Jacobs 
grip—means better work done easier. CHUCKS 


The Jacobs Manufacturing Company West Hartford, Connecticut 
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THE NEW 


wingline 01 





HIGH COMPRESSION STAPLE GUN 


Already a proved sales success. 
Don’t delay. Swingline offers you 
immediate delivery for immediate 
profits. The new Swingline 101 
Staple Gun is compact, powerful and 
capable! It delivers as much driving 
power as machines twice its size and 
weight. Takes two staple sizes 
(4/16” and 5/16”) ... performs 
hundreds of tacking jobs including 


Profit with 
all 

these 
SWINGLINE 
leaders: 





7 we ® 
Ss INC. LONG ISLAND CITY 1, 


Swingline No. 200 
Compression Tacker. 
Takes 3 staple sizes , 
up to 5/16”. 

Retail price $10.50 


insulating, carpentry and upholster- 
ing ... even has lock to hold it se- 
curely closed. Gun positively will not 
jam ...Swingline patented open- 
channel allows split-second loading. 
Here’s the hardware item all your 
customers want at this sensational- 
ly, low price. ORDER NOW! IM- 
MEDIATE DELIVERY ON ALL 
QUANTITIES, 3 COLORS. 








Swingline No. 900 
Super Drive Stapling 
Gun. Takes 6 staple 
sizes up to 9/16”. 
Retail price $12.50 









Start Selling with this 4-Unit Display Kit 
See how easy the SWINGLINE 101 sells. 
Order this 4-unit case today, including an 
easy-to-set-up display for counters, walls 
or windows. 





4 guns, | doz. $ .59 Boxes of Staples 


Retail Price 
Dealer Cost 
Dealer Profit . 





PROFIT NOW 
with the biggest 
selling staple 
gun in the worid. 


NEW YORK 


World’s Largest Manufacturer of Staplers for Home and Office 
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“A” SERIES 


biel -Malehilelateimi-telel ta 
Teme) obaeigelel-Mulelur 
mer sales. 


$525 


No. Alé 


"400" SERIES 


Puts real sales 
punch in the middle 
of your line. 


Tele 


No. 116 





- KGNYG HIP ° 


“300” SERIES 


Best value in low- 
elala-toMielgel-tohilelue 


mers. All new! 
$469 


No. 316 


The outstanding 
quality buy—ter- 
rific price appeal. 


$425 


No. B16 


The hammer stock for alert dealers: 


TRUE TEMPER.S (BASIC FIVE 


Five basic grades are all you need in nail hammers. 

The facts prove it. Actual sales statistics and 
continuing trends in the hammer business show 
that these five grades will cover practically the 
entire market. You can cut your inventory, speed 
up turnover, boost your profits! 

Look at the line-up: ROCKET and JET ROCKET 
for the top of the market, FaLts Ciry, BRIAR 
Epce and Jm Danpy for the balance of the 


"200" SERIES 


All-new utility ham- 
mer with lots of 


eye appedal. 
$959 


No. 216 


market. Each basic grade is made in nail and ripper 
patterns, and in a variety of weights. 

This complete line of the right hammers at the 
right prices gives you more sales, more profits, 
less investment. You can’t miss! That’s why alert 
dealers and wholesalers are switching to it fast. 

Be sure that you cash in on True Temper’s 
basic five. Check your stock now, and fill in on 
all five. Call your True Temper wholesaler today. 


You can look to i for leadership 


TRUE [EMPER 
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1623 Euclid Avenue «+ Cleveland 15, Ohio 
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a New HUSKY PEG PANELS! 


Here’s the quick, more profitable way to SELL HUSKY Tools—Peg Panels that 
attach to your own peg boards—or to the new, rotating “Parade-of-Tools” 
HUSKY Display. Take advantage of the trend to “do-it-yourself” selling with 
these neat, colorful, sales-active Peg Panels that keep famous HUSKY Tools 
right out in front of your customers. Tool identification and Part numbers 
are printed on each Peg Panel and replaceable price strips are supplied. 


HUSKY Peg Panels reduce low turnover, high inventories because you have 
a wide selection of 22 different Panels to choose from ... you stock and sell 
only the fastest moving Tools your customers prefer. Using the HUSKY 
“Parade-of-Tools Display” you can also select and show the individual Tools 
and Tool Sets you pick to feature in your store. 


Save time, space, and selling expense with HUSKY Peg Panel Displays .. 


they’re designed for MULTIPLE use to multiply SALES — with EXTRA 
PROFIT for you! 
























































INDIVIDUAL PEG PANELS 
MOUNTED ON 
THE NEW HUSKY 
PARADE-OF-TOOLS 
DISPLAY 


HUSKY TOOL DIVISION 
THE NEW BRITAIN MACHINE CO., NEW BRITAIN, CONN. 


FAST SELLING, LOW-COST HUSKY CARBON STEEL TOOLS 












OPEN STOCK 
FLAT WRENCHES 
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ADS 
is the gun 
to reach 


VB AES OR LCASIROH ACES LOY) ORL 


ARROW’s 1-50 STAPLE GUN 


No more sagging sales! Blast your way PRP SCHHSOSOSESSLSASOESOES ee eee PERERA SV OC COS ERSES 


into the big profit picture with the famous : : 
T-50 staple gun and a whole barrage of : “yee woe ip ce roe f Se NEW! 1-32! New in- ; 
new ARROW products! Look to the right Mme § Retails for $4.95': 
at just some of the reasons why Arrow : fee @8=s Every housewife can: 
remains No. 1 in the trade! ; afford one! : 


~ punch unmatched ina ° 
4 staple gun of this size! 


That’s only the beginning! Send for : : 

Arrow’s new catalog. You'll see an arsenal S23” NEW! HT-SOM! Ham. > EEE2Se NEW! Display Pak! 
of new products...a profit margin that . ‘ mer tacker...new + epee Packs 3 1-50 tackers 
remains secure .. . Arrow’s protect-you ° ! inside and out...per- - peewee, ina display that 
policy of selling only thru the trade... - oe fectly balanced so you > [= ee) =6STOPS 'EM! TELLS 
and all backed by the biggest ad cam- : oe staple without strain! Sec, §=6 EM! SELLS ‘EM! 
paign in Arrow’s history! : 





MRROW FASTENER [[o. .[NC. 
1 Junius St., Brooklyn 12, N. Y.. 
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ak-tarena cere) 














stock UTICA for this man! 


He may be a white collar worker, a skilled mechanic, an 
engineer. Whatever his occupation, he knows how to fix a power 
mower, mend a toy—takes great pride in doing things right. 

He is your best customer. He knows hand tools and he wants 
the best. Utica quality! All Utica pliers, wrenches and other hand 
tools are drop-forged from fine steel for maximum strength. 
Induction hardened for great durability. All are backed by 
famous full guarantee. Talk to your distributor and stock 

Utica. There’s profit in quality. 


SELL GTACRM.. the tools the experts usel 


Hallmark of Quality since 1895 <yx<ax<ca? UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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Remington’s APRIL 
DEALER PROMOTION 


3/g-INCH DRILL AT 
LOWER PRICE FOR 
FASTER TURNOVER. 
FEATURED IN NATIONAL 
HARDWARE WEEK. 
















; MODEL 389, %-inch stand- 

“s S ard drill, with free speed 650 
DEALER PRICE LIST “<8 rpm, load speed 400 rpm— 
ideal for precision work in 
plastic, wood or steel. Geared 
key chuck; powerful 2.6 amp, 
115-volt motor. 





April 











See your os about = ae 
Remington Model 389 drill—now at a new low price! 


HERE’S A GREAT OPPORTUNITY FOR YOU .. . a chance to sell more precision- 
built Remington Model 389 34-inch drills 2 at the most attractive price ever. 
And what sales points—powerful motor, heavy pitch gears, fine working bal- 
ance, self-lubricating bearings and many more! It’s a great value for you and 
your customers—but you'll have to act fast. This sale is for a limited time only 
—March 15 to April 30—and in limited quantities, too. See your Remington 





FREE COUNTER DISPLAYS 
WITH YOUR TOOL ORDER! 


wholesaler today! 
; Te 
Heavyweight cardboard — 2-color -litho- Cri On @ 
: 1p 0 RR RNR RRA RAB A I 
graphed—price area blank. 14 high, 10 
wide shipped flat—easy to erect. Act today 
for your tools and displays! MALL TOOL COMPANY, Division of Remington Arms Company, Inc., Bridgeport 2, Connecticut. 
*Specifications and recommended retail price subject to change without notice. 
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A report of the 


Southern Hardware Convention 


the 67th annual convention of the 





Southern Wholesale Hardware Assn. 


and the 114th semi-annual convention of the 


American Hardware Manufacturers Assn. 
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A Special Report 
By Hardware Age 








Better management for 


... Wholesalers start Operation Bootstrap at Southern Hardware Convention, 


seeking more sales and profits through better salesmanship and improvements 


in efficiency and economies in operation of warehouses and offices... 


The Southern wholesale hard- 
ware trade took a good long look at 
itself last week and came to a num- 
ber of interesting conclusions. 
Some of these conclusions are: 


® Business is off and selling is 
getting tougher. But the problems 
facing the wholesale trade are not 
very much different than those con- 
fronting practically every business 
these days. 


® There are some wholesalers to- 
day who are making a profit and 
will continue to conduct a profit- 
able operation. However, the pes- 
Simists seem to always overlook 
these firms when they appraise the 
industry. 


® There is great deal of real, 
constructive thinking being done 
today in the wholesale trade and 
this is going to be reflected in im- 
proved profit picture in the future. 


® Wholesaling is still the most 
economical means of distributing 
goods to the retail hardware trade. 
However, to do it profitably is go- 
ing to require a general tightening 
of overhead costs and selling meth- 
ods and more effective use of mod- 
ern office and warehouse methods. 


©The trade will see further 
changes in ownership of wholesale 
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houses through purchases and 
mergers. However, this is normal 
in times of economic pressures and 
the hardware trade is no different 
in this respect than any other field. 

These conclusions were reflected 
in the conversations of wholesalers 
and manufacturers who attended 
the annual Southern Hardware 
Convention at New Orleans April 
13 through 17. This was the 67th 
annual convention of the Southern 
Wholesale Hardware Assn. and the 
114th semi-annual convention of 
the American Hardware Manufac- 
turers Assn. 

The Southern convention this 
year was notable also for: 

The Old Guard celebration of its 
50th Anniversary. 

The retirement of T. W. Mc- 
Allister after serving the whole- 
salers’ association as managing di- 
rector for 25 years, and the elec- 
tion of Ralph E. Kirby as the new 
managing director. 

The election of W. W. French, 
Jr., president of Moore-Handley 
Hardware Co., Birmingham, Ala., 
as president. 

Some of the opinions reflecting 
the current situation were ex- 
pressed in formal sessions of the 
convention where subjects con- 
cerned with more efficient and 





profitable operations were discussed 
in detail. Other opinions were ex- 
pressed in the usual lobby contacts. 

The formal meetings are reported 
in detail on the following pages of 
this issue. 

Probably the chief subject of 
after-hour conversation was the 
many rumors of mergers and ac- 
quisitions that hung about the con- 
vention like a gray fog. It was 
apparent that gossip on this sub- 
ject has become something of a 
sport for many in the industry. 
Unfortunately, the views of these 
gossipers have little if any, basis 
in fact or knowledge. 

The number of actual mergers 
being considered today is nowhere 
near the number mentioned in 
many lobby conversations. 

The formal sessions of the whole- 
salers’ association quickly set up 
the convention theme as Operation 
Bootstrap. Speakers clearly pointed 
up the fact that Southern whole- 
salers are not relying on manufac- 
turers or dealers to aid them in 
meeting their problems. Instead, 
wholesalers are looking to better 
salesmanship to improve sales and 
to better warehouse and office meth- 
ods to trim operating expenses. 

S. D. May, association president, 
quickly moved into the situation in 
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Southern Wholesale Hardware Convention 


better profits 


his President’s Address that opened 
the wholesalers’ program. 

Mr. May pointed out that dealers 
need the wholesalers’ help to im- 
prove their businesses. 

“Let’s give them every help they 
need,” Mr. May told the conven- 
tion. “‘We may need them more in 
1959 than they need us now.” 

Turning to the wholesale side of 
the industry, Mr. May pointed out 
that wholesalers will have to im- 
prove their own business opera- 
tions to reduce expenses and im- 
prove profits. 

“As for the future,” Mr. May 
said, “we will survive this year just 
as we have survived bad years in 
the past. Our future is just what 
we choose to make it.” 

In the address closing the con- 
vention, R. C. Neeley, Jr., Amarillo 
(Texas) Hardware Co., said: 

“Present conditions offer a real 
challenge for each of us. 

“Those that accept the challenge 
and do something about it in a 
constructive and methodical man- 
ner will be rewarded with an ever 
increasing sales volume and an 
even more satisfactory net profit.” 

The convention opened Sunday, 
April 13, with a reception. Officials 
of both associations and their wives 
were in the receiving line. The Old 
Guard held its annual dinner at 
Arnaud’s. 

Monday there was a contact 
session during the morning. That 
evening a joint session was opened 
by Mr. May, SWHA president, 
with the response by John C. 
Cairns, AHMA president. Dr. 
George D. Heaton, Charlotte, N. C., 
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Part of reception line that welcomed guests to 1958 Southern Conven- 
tion. On left, Mr. and Mrs. John C. Cairns. On right, S. D. May. 


was the speaker. 

Tuesday the wholesalers held an 
open session with the President’s 
Address followed by the special 
ceremony honoring the Old Guard 
on its 50th Anniversary with pres- 
entation of Roll of Honor Pins. 

Wednesday there was another 
joint session with addresses by 
Harrison Salisbury, New York 
Times foreign correspondent on the 
Situation in eastern Europe, and 
by Dr. Arthur A. Smith, vice-presi- 
dent and economist, First National 
Bank in Dallas, on the economic 
scene. 

The convention closed Thursday 
with the wholesalers’ meeting. 

Eighty players entered the an- 


nual Southern Hardware Conven- 
tion Golf Tournament, April 15. 
Winners were: 

Low gross: Tom Robertson, first; 
H. R. Swenson, second; Charles 
Sutlive, third. 

Low net: F. A. Caskey, first; 
Wally Nall, second; Dudley Buck, 
third; Jim Young, fourth; V. P. 
Lowe, Jr., fifth. 

Blind hole: M. Junker, first; Rod 
McAlpin, second. 

Least number of putts, R. O. 
Demlow. 

Nearest 17th hole, Dan Mayes. 

Members of the tournament com- 
mittee were: George F. Sins and 
D. H. Comtois, co-chairman; and 
T. M. Hogan and C. H. Babington. 
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President's Address 










*“.. let’s give dealers every help. We 
may need them more in ’59 than they 


need us now ... this is the time for 








by S. D. May 

president 

Bluetield Hardware Co. 
Bluefield, W. Va. 

and president 

Southern Wholesale Hardware 
Assn. 


We find our volume dropping rapidly. Try as we 
may, we can not keep our profits up when our sales 
drop and our expenses stay at their former level. 

If you are so lucky as to be maintaining your sales 
in 1958 at the same level us 1957, count your blessings 
and work hard. 

If your 1958 sales are below 1957 you may not have 
as many blessings to count so you will have time to 
work harder. 

Our dealers are hit harder than we. They want our 
financial and sales help more than they have in many, 
many vears. 

Their accounts receivable, like ours, are too high. 
Their accounts payable, like ours, are too great. Their 
inventory like ours, is too large. Their sales, like ours, 
are too low. Their morale, like ours, is not too good. 

Let’s give them every help they need. We may need 
them more in 1959 than they need us now. 

What about the price structure? Well, it is in the 
same category as the weather: every one talks about it 
but no one can do anything about it. 

If you have an infallable recipe for its improvement 
you have something which can be readily sold in 
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manufacturers and wholesalers to 


state sales policies .. .” 


large volume without fear of present or future com- 
petition. 

This is our time to come to life as hardware whole- 
salers. Today, more than at any time in the last 5 to 
10 years, our dealers are depending upon us for mer- 
chandise: not merchandise to be ordered for delivery 
in 80, 60 or 90 days, but merchandise to be delivered 
in one, two, or three days. 

This is our day to render service. Neither your 
company, nor our company, nor any other company 
justifies its existence without rendering service. 

What is service? 

Service to our dealers means these things: quality 
hardware, competitively priced, accurately shipped, 
and quickly delivered. 

Give us those four ingredients and we will produce 
loyal dealers and insure for ourselves, the wholesalers, 
a group of thoroughly satisfied customers. 

It is an utter impossibility for any manufacturer to 
match this service for dealers. Dealers cannot possibly 
equal this service except from another wholesaler. 

This is a service that only we, the wholesalers, can 
give consistently and we must sell it to both our dealers 
and our suppliers every day. That is the purpose for 
which we exist. It is our greatest asset. 

To efficiently and properly render this type of service 
we, the wholesalers, have consistently invested more 
and more in modern warehouses and modern equip- 
ment. We have streamlined our office procedures and 
equipment, initiated and supported employee training 
programs, installed efficiency methods. 

As a result of these changes and improvements we 
have more invested in our industry than ever before. 
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We must make it work more efficiently to justify our 
investment. 

To keep our dealers competitive with the various 
sources of supply now catering to the consumer we 
must offer considerably more than quick shipment and 
courteous treatment. 

Our dealers are now asking and receiving coopera- 
tive advertising from us and finding that with an 
advertising plan, supported financially by manufac- 
turer, wholesaler and dealer that the cost is not too 
great. In many instances the results are excellent. 

These advertising plans should list only the dealers’ 
names. It is our belief that to list our name as the 
distributor on dealer advertising will lead only to 


future trouble whether the media be newspaper, radio, 
or TY. 


Salesmen know their products 


Sales meetings for dealer salesmen are being held 
by many wholesalers with the active cooperation and 
participation of manufacturers. These meetings have 
been instructive and have added greatly to the product 
knowledge of both wholesaler and dealer salesmen. 

No salesman or service man representing a whole- 
saler or a manufacturer can participate in a sales or 
service meeting with dealer salesmen without possess- 
ing product knowledge or becoming acutely and sadly 
aware of his ignorance. 

During the past year our own salesmen have con- 
ducted sales meetings for our dealers. We have found 
this particularly effective on ammunition, guns and 
rifles, and on lines of appliances on which we have 
controlled and exclusive territories. 

The independent hardware retailers do not have a 
monopoly on competition but they surely have their 
share. Some of this competition is tough but ethical, 
and some is just simply tough. 

Department stores, chain stores, super markets, 
drug stores, grocery stores, discount houses, whole- 
saler owned retail stores, dealer owned wholesalers, 
and in fact all other stores are competition not so much 


from the standpoint of service as from the standpoint 
of price. 


Competition influences prices 


Some types of hardware retail competition may not 
be ethical, from our point of view, but so long as they 
are not held illegal they must be tolerated and fought. 

It has been perhaps accepted too generally by manu- 
facturers, wholesalers, and retailers, and perhaps even 
by our astute friends the bankers, that we were living 
in an era when price stabilization was assured, that 
even if there might be a price change that due to 
union contracts the only change must be up. 

Don’t kid yourselves. There are very few lines 
indeed that can maintain firm prices based on high 
union wages when the going gets tough, and when 
there are 20 or 30 competing manufacturers who are 
sold on the idea of keeping their organizations intact 
in the hope of good future business. 

It would seem that this might be an excellent time 
for the manufacturers and wholesalers to state their 
future sales policies in positive terms. 
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Special award for 25 years of service, silver gift 
of Southern wholesalers to T. W. McAllister, right, 
retiring managing director. Presentation was made 
by R. M. Miller, past president of association, at 
close of 67th annual convention. 


The manufacturers’ sales policy should not be for 
pleasant reading by the wholesalers and our dealers, 
but should state in no uncertain terms whether he is 
distributing through the wholesaler exclusively, or 
whether he is distributing through both the wholesaler, 
department stores, chain stores, discount houses and 
any other outlets that may seem expedient. 

If the manufacturer also has an industrial division 
he might also state his sales policy with thai division. 
In our connection with manufacturers having indus- 
trial division, we think the name should be changed 
from industrial division to bootlegging division since 
it is the possession of this division which, apparently 
to their own minds, makes it ethical to sell anyone. 

We, the wholesalers, are certainly not without our 
sins. If there are five different well known brands of 
an item our salesmen want us to carry at least three 
brands so they can take an order for—not sell—most 
any brand our dealer may mention. Why don’t we carry 
and sell with knowledge one brand and quit scattering 
our little business all over the lot? Thus we can make 
it possible for one manufacturer to value our account. 

If we, like the manufacturers, have an industrial 
division, and all of us do, let’s police it. Let’s quit 
bootlegging and give our dealers a break. Suppose we 
do what we want our suppliers to do: formulate a sales 
policy protecting our dealers and make an example of 
the first employee of high or low degree who violates it. 

As for the future of our industry we will survive this 
year just as we have survived bad years in the past. 
Our future will be what our past has been, just what 
we choose to make it. 
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.. . for those who do something 


about it in a constructive and me- 


thodical manner, rewards will be 


more volume and even more satisfac- 


tory profit...” 


Total sales in 1957 to 1956 of 
16 Southern Association members 
averaged 98 percent or 2 percent 
less. One member reported an 1] 
percent increase in sales in 1957. 
This seemed to be the best. The 
greatest loss was a 7 percent de- 
crease. 

Inventory in 1957 was 95 per- 
cent, or 5 percent less than 1956. 
The best job in holding inventory 
down represented 21 percent less 
inventory, and the high 
sented a 6 percent increase. 

In Number of Days business on 
the books, 1957 as well as in 1956, 
both showed 45 days. In 1957, one 
company reported only 22 days of 
business on the books. One com- 
pany reported 66 days on the 
books. 

Net profit in 1957 comparing 
with 1956 averaged 19 percent 
less. The range was from a plus 
9 percent to a minus 70 percent. 
Only one company showed profit 
was better in 1957 than in 1956, 
the company with a 9 percent in- 
crease. The balance were all from 
a zero to a minus 70 percent. 

Sales for the first two months of 
1958 were 89 percent or 11 per- 
cent less, with a range from 3 
percent increase to a loss of 48 
percent compared to 1957. 

In inventory, the first two 


repre- 
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months in 1958 showed 94 percent, 
or 6 percent less than in 1957, and 
a range from 18 percent decline to 
an increase of 5 percent. 

In 1958 there were 50 days on 
the books compared to 48 days in 
1957 as an average. 

For several years and during 
some generally prosperous years 
there has been much dissatisfac- 
tion in the wholesale hardware 
trade over the downward trend ot 
profit. Along with this, there is 
considerable uncertainty as_ to 
what the future may hold. This 
feeling of uncertainty has been 
accentuated by the current reces- 
sion. 

The time seems opportune to 
attempt a critical analysis of our 
operations to determine whether 
there are some basic weaknesses 
which can be corrected, and an 
appraisal made of the probable 
future of hardware distribution 
through the full-function whole- 
salers. 

Here’s the situation as I see it. 

There were about 10 years of 
very satisfactory profits during 
and immediately following World 
War II, roughly 1941-1951. Pro- 
duction of most durable goods was 
at such a low ebb that supply was 
far below demand, and supply was 
still trying to catch up with de- 








by R. C. Neely, Jr. 
Amarillo Hardware Co. 
Amarillo, Texas 


mand. Sales were made 


easily. 
The rate of inventory turnover 


was high. Competition was not 
troublesome. Price cutting was 
little in evidence. 

This generally prosperous pe- 
riod was followed by a few years 
when the pipelines of supply again 
were filled. Once again it has 
taken real sales and promotion ef- 
fort to move merchandise. Compe- 
tition has been keen. Price cutting 
has again been in evidence. The 
rate of stock turn has been slip- 
ping back to the long-time aver- 
age or below. Sales volume has 
remained stationary or has de- 
clined. Net profits have dwindled. 

An important factor has been 
that we have not had the advan- 
tage of steady appreciation in the 
value of our inventory, as was the 
case during the preceding period. 

One other thing which should 
not be forgotten is that most all 
of us are now delivering our mer- 
chandise to dealers. This has 
added something to our operating 
expense. 

The perfectly natural result of 
keener competition, higher selling 
and promotional expense, loss of 
appreciation in value of inventory 
and the additional expense of free 
deliveries has meant declining 
profit figures in recent years. 
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If this situation were peculiar 
to the wholesale hardware trade, 
there might be good reason to be 
very seriously disturbed about 
what is in prospect for us in the 
years immediately ahead. 

However, we note that much the 
same situation is found in the dis- 
tribution of other durable goods 
lines. In the booming automobile 
market of last year, for instance, 
the average net profit of the auto- 
mobile dealers declined to less 
than 1 percent. 

We seem to feel the certainty 
of continued keen competition 
during the years ahead. We have 
such new factors in our competi- 
tive situation as discount houses, 
super markets, dealer-owned 
wholesale houses, and wholesaler 
owned or controlled retail stores. 
It seems necessary to try to de- 
termine where and how we might 
improve our operations, reduce 
our operating costs, and attain 
the maximum rate of operating 
efficiency. 

So, “Where do 
here?” 

Many companies are trying to 
increase the efficiency of opera- 
tion by the improvement of ware- 


we go from 





AMHA president, John C. Cairns. 


housing practices and offices and 
accounting procedure to speed up 
the movement of merchandise, in- 
crease operating efficiency, and 
decrease operating costs. 
There are other possible future 
developments along this line. 
There is, for instance, analysis 
of costs, to determine what it 
costs to sell individual items and 
lines instead of applying a flat 
percentage on all lines alike. 
There is job analysis, or setting 
time standards for various jobs. 
There is consideration given to 





incentive plans of payment or 
some other means of enlisting the 
active interest and whole-hearted 
support of the employees. 

There is for many of us an ap- 
parent bright prospect for the 
hardware industry in general, and 
for the wholesale hardware trade 
in particular, where every effort 
is made by each of us to keep 
fully abreast of the times in the 
application of time-saving and 
labor-saving warehouse and office 
equipment, in the application of 
modern business methods, and in 
ways and means of building up a 
loyal and hard-hitting organiza- 
tion. 

I sincerely feel the present con- 
ditions offer a real challenge for 
each of us. Those that accept 
the challenge and get out to do 
something about it in a construc- 
tive and methodical manner will 
be rewarded with an ever increas- 
ing sales volume and an even 
more satisfactory net profit. 

We can all exercise wisdom in 
our pursuits and I am reminded 
of the adage that “Wisdom is the 
difference between pulling your 
weight and just throwing it 
around.” 





Leadership: Key To 1958 Profits 





*..- less volume and more profits is 
a worthy goal for us this year, with 
a general tightening of all expenses 


to combat declining profits .. .” 


by Joe W. Pitts 
president 


Brown-Roberts Hardware & Supply Co. 


Alexandria, La. 


Less volume and more profit is 
a worthy goal for us this year. 

Margin rates have been, and 
still are, inadequate, in view of 
rising payrolls, freight rates, post- 
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age, and taxes, none of which can 
be passed on‘ by the distributor in 


increased prices. 


Distributors must meet these, 
costs, by 


and other increased 





greater efficiency and more care- 
ful sales effort. 

The fact that many firms con- 
tinue progressing and expanding 
in the face of the cost and profit 
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squeeze is a tribute to the manage- 
ment of full-functioning hardware 
distributors. 


Inventory reductions, new and 
revised methods and procedures, 
and a general tightening of all ex- 
penditures must be the program 
to combat declining profits. 


Never has there been a time 
when trade associations have a 
better opportunity to prove their 
real worth. Trade associations 
can’t do the whole job. We mem- 
bers must take advantage of what 
they offer us, else their many 
hours of thought and planning will 
have been in vain. 


Whether or not we continue to 
operate with a large volume of 
dollar sales, or units, and a stead- 
ily diminishing profit depends 
upon one thing .. . leadership. 

One way that leadership can 
make itself felt, is for manufac- 
turers who sell through wholesal- 
ers to subscribe to the basic prin- 
ciple that wholesalers should be 
provided with a firm primary mar- 


ket on their stock purchases, at 
prices as low, if not lower, than 
those which manufacturers might 
be willing to quote under any 
other condition. 


If wholesalers are willing to in- 
vest their capital in the products 
of this industry and to efficiently 
perform the function of wholesal- 
ing, manufacturers selling 
through wholesalers have an ob- 
ligation to protect that investment 
to the limit of their ability. 


If I were to make one observa- 
tion as to what is wrong with our 
industry today, I would say that 
the greedy desire to maintain or 
exceed the volume of lush years, 
without regard to known facts, 
has placed us where we find our- 
selves today. 

So long as we take business 
from our competitors at a figure 
below our cost, or close to it, 
merely to maintain volume, our 
reward will continue to be the 
same—profitless prosperity. 

Until we learn to display enough 
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intestinal fortitude to say “no” at 
the right time, instead of “yes” at 
the wrong time, the business 
graph of our operation will reflect 
an ever-mounting volume increase 
that will be more than offset by a 
rapidly plunging profit decrease— 
a most alarming and disastrous 
situation, in any man’s language. 

A word now, about the 2 per- 
cent cash discount problem? I 
well realize the limitations under 
which a speaker operates at a 
meeting. 

Suffice to say that it is a crying 
shame that a wholesaler must give 
a cash discount which he does not 
receive on his own purchases. 


Branch warehouse problem 


Our net profit figure has de- 
clined 49 percent during the last 
seven years. A substantial portion 
ef this decline has been brought 
about by having to absorb items 
of this nature which we are pow- 
erless to pass on to our customers. 

I’d like to mention the branch 
warehouse problem. Such ware- 
houses continue to be more plenti- 
ful, and are gouging more and 
more into wholesalers’ profits. 

It is our feeling that these ware- 
houses are primarily supported by 
weak wholesalers, but to a degree 
we are all guilty of lending them 
some support. 

I know what your answer is, 
that you’ve had to put in these 
warehouses in self-defense, but 
this won’t hold water. 

You manufacturers must have 
the guts to say “no” to such re- 
quests, just as we wholesalers 
must learn to say “no” to an un- 
profitable order. 


Prompt shipment a “must” 


We know it costs you money to 
operate a branch warehouse. Since 
one of our main functions is to 
carry an adequate inventory, we 
wholesalers expect te pay a pre- 
mium when we find ourselves 
caught short and are obliged to 
pick up items locally. 

Continue your branch ware- 
houses, if you must, but be sure 
they stand on their own feet when 
it comes to paying their costs of 
operation. 

It may seem a minor thing to 
you, but to us on the firing line, 
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the way you handle our orders af- 
ter we give them to you is most 
important, not only to us, but even 
more so, to our own customers. 
If you can’t make prompt ship- 
ment, tell us so, and let us know 
about when you will be able to, 
and then either live up to that 
promise, or let us know that you 
can’t, without our having to con- 
tinually hound you with follow-up 
requests. Keep us up to date with 
current price lists and catalogs, 
and send us salesmen that you 
would like to have calling on you, 
well-versed on your line and able 
to get their story across to our 
buyers, without an undue waste 
of both their time and ours. 
Have a policy that you can be 
proud of and stick by it, regard- 
less of whether or not you may not 
be getting sufficient volume out of 
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a particular locality, and don’t be 
afraid to put it in writing when 
requested. 

All too often some manufactur- 
ers use the hardware trade to 
create national recognition and 
acceptance of a line and to estab- 
lish a retail price level for it. Then 
they permit others to walk in and 
capitalize on the pioneering and 
missionary work that has been 
performed at such high cost by 
the hardware wholesaler and re- 
tailer. 

Possibly a statement of policy, 
spelled out in black and white, 
would do much to clarify this sort 
of situation. 

A manufacturer having good 
representation in a_ territory 
should not attempt to get every 
wholesaler as his outlet. It not 
only causes his wholesalers to 


lose interest, but it also tempts 
competing manufacturers to set 
up competing wholesalers, who 
sometimes are not actually whole- 
salers. 

Give us a lift, if you will, when 
due either to our own faulty buy- 
ing or to conditions beyond our 
control, we find ourselves with an 
excess quantity of your merchan- 
dise on hand and ask that you help 
us move it, either to another dis- 
tributor or to you, in which case 
we naturally expect to pay trans- 
portation and a reasonable han- 
dling charge. 

Maybe this would help to do 
away with the vicious practice of 
the occasional dumping of mer- 
chandise by distributors, one of 
the causes of demoralization o 
prices. 


amit) 
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Southern Hardware Convention 





Are Salesmen Necessary ? 





The manufacturers’ viewpoint 





by R. Lee Waterman 


vice-president and manager of 
consumer products division 


Corning Glass Works 
Corning, N. Y. 


The two major things which af- 
fect the thinking of all of us on 
distribution are: 

First, that retailing has changed, 
and is continuing to change. We 
are finding more and more that, 
even within lines, different items 
are selling at very different rates 
in different types of outlets. 

Second, that the rate of new 
product development has_ been 
vastly accelerated. 

Against this background, put 
yourself in the position of a man- 
ufacturer of a product line which 
has competitive merit, and assume 
you have warehouse representa- 
tion. What do you need? 

(1) You need some way to in- 
telligently present to the retail 
dealers the facts about the values 
and usefulness of each product. 

(2) You need some way to offer 


advice and counsel to each retailer 
as to which items should be car- 
ried for profitable operation in his 
particular store, and what items 
he should not stock. 

(3) You need some way to 
quickly and effectively keep each 
store up to date on consumer ad- 
vertising, seasonal trends which 
affect buying, and new products 
offered. 

(4) You need some way to offer 
advice and counsel as to how your 
products can be most effectively 
displayed and sold. 

(5) You need to offer the dealer 
help on some basis in his ever- 
lasting job of keeping the basic 
fast-selling items in stock. 

Now, how do we get these needs 
filled? The historic components 
have been men and paper. 

Recently there has been a trend 
toward paper, away from men, pri- 
marily because the cost of men 
has gone up faster than the cost 
of paper, and because what is said 
on paper can be controlled more 
certainly and more exactly than 
what a man says. 

This trend has been encouraged 
by a group of so-called salesmen 
with a somewhat near-sighted 
view of their function and whose 
contribution has basically been 
limited to taking information from 
a want book and writing it on an 
order form. Against them, paper 
makes a very good showing. 

I would not question the effec- 
tiveness of check lists, catalogs, 
pre-printed orders, bulletins, la- 
bels, fact sheets and the whole 
paraphernalia when they are used 
as a part of a well integrated pro- 
gram and when they are kept 
within the capacity of people to 
read, digest, and use. 


All the evidence of history indi- 
cates that such things are only ef- 
fective when they are made the 
working tools of men—competent, 
informed men who can interpret 
them in terms of the specific prob- 
lem at hand, and use them as a 
foundation for an intelligent plan 
of action. Such people can be 
ealled a variety of things—mer- 
chandisers or salesmen, it makes 
no difference. It is still the same 
job. 

Can a wholesaler afford all this 
fine sounding service? He has to 
provide it some way or other, or 
lose his position in the competitive 
race. 

I am convinced the step in the 
distribution chain from the ware- 
house to the retail store is the 
most important one in the entire 
process because it sets up the only 
sale that is a sale—to Mrs. Con- 
sumer. 


The wholesalers’ viewpoint 





by A. J. Carson 


vice-president sales 
Stratton-Terstegge Co. 
Louisville, Ky. 


The wholesale salesman serves 
numerous functions. 

For the manufacturer,’ the 
wholesale salesman serves as a 
sales agent at a very small cost, 
giving regular and _ systematic 
coverage of the retail trade in 
cities, towns, and cross roads alike 
over his entire sales territory. 

Duplication of this service by 
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manufacturer’s 
be exorbitant. 

The wholesaler’s costs are di- 
vided over a great many lines and 
no one particular item has to stand 
the majority of the sales cost. 

The wholesaler salesman serves 
manufacturers in credit and col- 
lection. The manufacturer has no 
credit or collections when he dis- 
tributes his product through 
wholesaler salesmen. This prob- 
lem is taken over by the whole- 
saler and eventually it sifts down 
to the wholesaler salesman to get 
the job done. 

The wholesaler introduces new 
lines. This is very important to 
the manufacturer because here is 
the item or line being introduced 
at a nominal cost. This is handled 
very efficiently and can result in 
complete coverage of any section 
of the country or the entire coun- 
try on a given date. 

There has been some criticism 
by manufacturers of the wholesale 
salesman in that he does not spend 
sufficient time to introduce new 
products properly or thoroughly. 
I firmly believe that the whole- 
saler salesman, on the average, 
gives excellent service along this 
line. 

Another service performed by 
the wholesale salesman is the 
handling of adjustments and 
claims for the manufacturer. This 
is done with very little fan-fair 
and is accepted as a standard pro- 
cedure for and by all wholesale 
salesmen. 

The services that are performed 
for the retailer are: Purchasing 
agent, consultant and merchandis- 
ing manager, and credit manager. 

As a purchasing agent, the 
wholesale salesman offers the re- 
tailer the opportunity of purchas- 
ing at one time, in one shipment, 
and on one invoice, merchandise 
that will constitute 75 percent of 
the items he carries. 

This service is offered by a man 
who is usually from the retailer’s 
own community. He is familiar 
with the likes and dislikes of that 
particular consuming public. He 
can assist the retailer in selecting 
sizes, colors, and quantities of 
merchandise to keep his inventory 
in balance with his sales. 

The wholesale salesman is a 
constant consultant to the dealer. 


salesmen would 
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Having experience of selling 
throughout his territory, he is of- 
ten used as a sounding board by 
the retailer about lines that are 
not even carried by that individ- 
ual salesman. He can often quote 
experiences of other dealers in 
other towns that greatly assist in 
laying plans for promotions on all 
the lines that he carries. 

It is through this consultant 
service that both the retailer and 
salesman are able to get the best 
merchandising ideas formulated 
into hard-hitting plans of retail 
selling. 

In some cases the wholesale 
salesman assists the dealer with 
demonstrations. He offers to hold 
sales training school with the 
sales personnel after hours or dur- 
ing the day. 

It is my belief that a salesman 
sells 24 hours a day, as there is 
no lost motion in selling. When he 
is not talking with a buyer, he is 
seeking methods to asist the deal- 
er in moving merchandise. 

Credit is the most dangerous of 
all the services that the salesman 
performs. 

I am sure you know of dealers 
who started in business without 
adequate financing, and today are 
financially strong. This has been 
brought about through a whole- 
sale salesman’s assistance coupled 
with the assistance from the 
wholesaler. 

At the same time we have recol- 
lections of dealers who were given 
credit that allowed them to over- 
extend themselves and wound up 





Ralph E. Kirby 


New Managing Director and Treas- 
urer of Southern Wholesale Hard- 
ware Assn. 


in bankruptcy or financial diffi- 
culty that resulted in the sale of 
the store. But it is still a service 
and should be pointed up as such. 

In time of disaster, the whole- 
sale salesman is on hand to assist 
the dealer with credit service. 


The dealers’ viewpoint 





by W. C. Dieruf, Jr. 


owner 
Dierut Hardware Co. 


Jeffersontown, Ky. 


It is not the rules of salesman- 
ship, but the lack of application 
that is our trouble today. 

All of us have tried to prove 
that we could dispose of our wares 
without the need of good selling. 
We all talk in hollow terms, but 
most of us do not know or under- 
stand the true principles of sell- 
ing. 

The wholesale salesman must 
serve the retailer. This is no easy 
task, for he must show the dealer 
how to sell the goods he is about 
to buy. 

Some will say, that this sales- 
man does not have the time for 
such discussion; his calls are too 
many, his catalogue too thick. 
There is not a retailer in this great 
land that needs an order taker to 
call on him. 

The problem is not the difficulty 
in buying, but the problem of sell- 
ing. The salesman who can give 
concrete suggestions that will de- 
velop and aid the dealer to actu- 
ally inerease his sagging sales, 
will be well rewarded by increased 
orders. 

The wholesale salesman and the 
dealer must sit at the bargaining 
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table with open hands, in a spirit 
of trust and confidence. The sales- 
man must contribute more to the 
transaction than just merchan- 
dise. He must earn the business 
and give a pound of knowledge for 
each pound of sales he receives. 

Many salesmen want their pound 
of sales but are unwilling or un- 
able to give the pound of knowl- 
edge. If the salesman does give 


his pound of knowledge to the 
dealer for successful business, he 
can in turn demand his pound of 
sales. 

The wholesale salesmen could 
do himself proud, by taking the 
lead in this revitalization of small 
hardware dealers, in his sales dis- 
trict. Through his study of the 
needs of the dealers, and adapting 
them to the merchandise he sells, 





he would be a very welcome indi- 
vidual, as he made his rounds. 
Dealers would seek him out and 
give him orders to obtain more of 
his ideas. 

The whole world waits to see if 
the American salesman, of all lev- 
els, can revive the injured econ- 
omy. It is now his turn at bat and 
the eyes of everyone are upon him. 


Warehousing Streamlined 





Stock locations 





by Joseph Orgill, Jr. 
president 


Orgill Bros. & Co. 
Memphis, Tenn. 


Most of us started our businesses 
with the simplest stock locator sys- 
tem there is. The people who got 
in our merchandise from the fac- 
tories put it in stock and remem- 
bered, or tried to remember, what 
and where it was. 

Common practice was to keep 
factory lines together. 

When new order-fillers were 
hired, they had to be taught what 
and where everything was. For 
us, this worked all right, until, 


first, the number of our items in- 
creased many thousands, and sec- 
ond, labor costs sky-rocketed. 
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We may divide stock locator sys- 
tems into two classes—those that 
direct order-filler to a general lo- 
eality, such as a building, a floor 
or department of a building, or a 
certain bay in a building, and 
those that direct the order-filler to 
a certain definite spot. 


In our own operation, we chose 
the latter system.* 


We laid out our building just as 
a new real estate sub-division is 
laid out, with our working aisles 
corresponding to streets, and with 
each different item of merchandise 
corresponding to a house, and each 
such item getting a stock number 
just as each house has a street 
number. 


You can see how beautifully this 
works for floor stock items. It 
works just as well for shelf mer- 
chandise. The only difference being 
instead of using a lineal foot along 
our aisles as the numbering unit, 
we used a smaller unit which en- 
abled us to give each bin in every 
section of shelving its own individ- 
ual number, and with these num- 
bers following each other in proper 
numerical sequence. 

The advantages of such a system 
are obvious. Without ever having 
been in our building, you can go 
directly to any one of 46,000 items 
if you know its number. That 
means that no time is required to 
train order-fillers. 


The need for knowledge is trans- 
ferred from the order-filler to the 


*See Hardware Age, April 15, 1954, p. 104, 
for complete description of Orgill warehouse. 








stock man. The man who puts the 
merchandise in stock must know 
where it should go, but since we 
need only one stock man for every 
nine order-fillers, we have elimi- 
nated 90 percent of our need for 
brains, 

Another advantage is that our 
buyers cannot take on new lines of 
merchandise without arranging 
with the warehouse for proper 
warehousing space, and without 
securing location numbers for each 
new item. 

This makes it almost impossible 
for us to buy items without get- 
ting them illustrated and priced 
in the catalogue since all new num- 
bers are cleared through and 
checked by the catalogue depart- 
ment. Such checking includes our 
cost, the selling price, and the 
margin of profit, and the latter 
must come up to a standard or an 
explanation must be given. 

A third advantage is that we 
have a place for everything, and 
everything is either in its proper 
place or we don’t have it. 

If there is none in the bin or in 
the proper place on the floor, we 
are out. Nobody needs to stop and 
ask anybody else if we have any, 
and if we do, where is it? 

A fourth advantage is that with 
each item, having its own location 
number, it is no longer necessary 
to keep factory lines together. 

Instead, we can put merchandise 
away according to its physical 
characteristics—its size, shape and 
weight. 

That obviously leads to savings 
in warehouse space, as well as to 
Savings in the development of 
mechanical aids to handling. 


For example, all palletized mer- 
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chandise can be stored in a section, 
all heavy goods put together, all 
bulky merchandise, ete. 

A fifth, and possibly the greatest 
advantage of all, is that once you 
have given each item its own in- 
dividual number, you have simpli- 
fied whatever form of inventory 
control you use. 

No longer does a clerk need to 
know what an item is. To keep a 
record of it, he simply uses its 
number and no longer does he need 
to worry with and confuse black 
or galvanized, flat or round head, 
brass or steel, red or white, or size. 

The only change we have made 
has been to reappraise our areas 
of supervision. We no longer have 
men supervising sO many square 
feet of warehouse space. We now 
have them supervising a certain 
number of employees. 

The system has worked and is 
working wonderfully for us. 


Shipping errors 





by W. D. Stuart, Jr. 
president 

Richmond Hdwe. Co. 
Richmond, Va. 


Shipping errors have to be tied 
in with the order department. The 
errors could just as easily come 
from the broken package depart- 
ment as from the full package end 
of the shipment. 

Ours is a one floor operation. 
Our warehouse is divided into three 
parts: 

(1) Broken package. 

(2) Full package, lightweight 
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Arthur L. Faubel 
AHMA Secretary-Treasurer 


merchandise, such as housewares of 
all kinds, electric housewares, steel 
coods, garden hose, etc. 

(3) Full package, heavy goods. 

The full package, lightweight 
merchandise is between the broken 
package end and the shipping de- 
partment. 

The heavy, full package goods are 
in the other part of the building. 

Order clerks pick the orders. The 
merchandise is brought into the 
packing room and laid out on 
tables, called back, and laid in a 
bin for packing. 

The head of our order depart- 
ment usually calls back for laying 
the order. We endeavor to have a 
different order picker lay the order 
from the one who picked it. This 
gives us the only check we have on 
packed merchandise. 


In case of a claimed shortage on 
packed merchandise, we check with 
the packing room to see if it has 
been left there. If not found, we 
check with the one who called the 
order back and the one who laid the 
order. This is usually a case of 
plain memory. 

If we find no error on our part 
we ask the dealer to recheck with 
his employee who checked the mer- 
chandise in and sometimes find the 
error made at the customer’s end, 
particularly in the case of small 
items that can be thrown out with 
the packing material. 


If he still claims shortage, there 
is not much left to do but issue 
credit to cover the claimed short- 
age. 

The other place where shipping 
errors can occur is in full package 
merchandise. 
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A different crew work this end 
than that which works the broken 
package. 

We work all broken package mer- 
chandise first. The packed box or 
boxes are placed on a flat truck 
and the full light package order 
clerks wind themselves through 
that portion of the warehouse, 
winding up at the shipping depart- 
ment with the order assembled on 
this truck. 

The heavy package merchandise 
is then worked by the shipping de- 
partment assigned to this phase of 
the order. This heavy merchan- 
dise is carried direct from the 
warehouse to the loading dock by 
fork lift trucks or other convey- 
ances suitable to the type of mer- 
chandise being moved. 

The orders are assembled on the 
loading dock according to truck 
lines. Ninety-eight per cent of our 
outgoing freight moves by truck. 

These orders are checked into the 
truck by an employee who has haa 
nothing to do with working any 
part of the order. We try to have 
a man on this job who has had ex- 
perience in all parts of the ware- 
house, is thoroughly familiar with 
all types of merchandise, and knows 
how the merchandise is packed as 
to quantities. This man catches a 
lot of errors on the part of full 
package order clerks. 

If a customer reports an error on 
full package merchandise we start 
checking at the shipping depart- 
ment first to see if the merchan- 
dise was left off the truck and is 
still somewhere around the ware- 
house. 


Next, we check the number of 
packages there should be with the 
number on the bill of lading. If 
these agree there is generally a 
shortage by the delivering carrier. 

If the error is on the carrier, 
claim is made. 


If it is on the part of the cus- 
tomer’s employee, you usually wind 
up by issuing a credit to cover. 

The only way to reduce shipping 
errors is to have the most com- 
petent help you can get in your 
order and shipping departments. 
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The Old Guard... 


Southern Hardware Convention 





honored for 50 years of service 


Southern Convention in New Orleans 
has a special ceremony to pay tribute 
to the Old Guard who proudly wore 
golden badges that commemorated 
20) years of service and friendships 


for the hardware trade. 


The men wearing golden badges 
at the Southern Convention were 
something special. 

These men were members of the 
Old Guard, an organization of 
salesmen who have contributed 
much to the industry and the 
wholesalers they call on. 

The golden badges they were 
wearing celebrated the organiza- 
tion’s 50th Anniversary. 

The Old Guard actually was 
started informally some years be- 
fore the first formal meeting was 
held during the Southern Conven- 
tion of June 10, 1908 in Hot 
Springs, Ark. The same name and 
emblem have been used for these 
fifty years. 

Meetings of the Old Guard dur- 
ing the Southern Convention each 
spring have followed a pattern. On 
the social side, there is a dinner 
meeting. On the business side, 
there is a session to hear commit- 
tee reports, elect officers, pay re- 
spects to the departed, and vote 
in new members when there is a 
vacancy. 

In honor of the 50th Anniver- 
sary this year something extra 
was added. There was a special | | 
ceremony during the Southern Response on behalf of the Old 
Wholesale Hardware Assn. open Guard, M. G. Lipscomb speaking. 


half of the SWHA, A. C. Rankin 
speaking. 
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Tribute to the Old Guard on be- 


session Tuesday morning, April 
15, in the grand ballroom of the 
Roosevelt Hotel in New Orleans. 

Members of the Old Guard were 
seated in a reserved section, right 
up front, to the left of the plat- 
form. 

S. D. May, president of the as- 
sociation, opened the session with 
the President’s Address, then an- 
nounced the beginning of the spe- 
cial ceremony. 

Mr. May introduced A. C. Ran- 
kin, Teague Hardware Co., Mont- 
gomery, Ala., as a representative 
of the association to speak on 
“What the Old Guard Means to 
Us.” 

Mr. Rankin said: 

“Mine is a rare privilege today. 

“It seems unbelievable to most 
of us that 50 years have flashed 
by since the Old Guard was or- 
ganized at Hot Springs, during a 
convention of what was then the 
Southern Hardware Jobbers Assn. 
Yet, June 10, 1908, the date of its 
founding, is now half a century 
ago. 

“Actually, the history of the Old 
Guard dates back even further 
than that. For in the very early 
years of our hardware jobbers’ 
conventions (our association was 
established in 1890) groups of fac- 
tory representatives began dis- 
cussing the need of an organiza- 
tion of their own to promote 
friendly relations among the man- 
ufacturers’ representatives and 
factory salesmen who were con- 
tacting hardware wholesalers over 
the South. 

“The principal proponent of the 
salesmen’s organization at that 
time was Fred M. Huggins who is 
generally acknowledged to be the 
founder of the Old Guard. 

“It was he who first visualized 
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the need for such a group, and he 
who, for years, discussed his 
brainchild with every fellow hard- 
ware traveler who'd listen to him. 

“Indeed, long before the Guard 
was formally mustered, Mr. Hug- 
gins went so far as to christen 
his proposed elite order, ‘The Old 
Guard, Southern Harware Sales- 
men’s Association.’ And, in prep- 
aration for choosing its members, 
he designed and ordered 50 Old 
Guard emblems—the familiar pins 
which still appear on the lapels of 
this select order today. 


The meaning of Old Guard 


“So there was a sizable active 
membership already going strong 
at the time of the formal organi- 
zational meeting in 1908. That 
year, 46 charter members officially 
became Old Guardsmen. 

“It’s plain to see, then, that the 
history of the Old Guard closely 
parallels that of the 68-year-old 
Southern Wholesale Hardware 
Assn. 

“For even back in 1890 many 
outstanding men who later were 
to become charter members of the 
Old Guard were already closely 
associated with Southern jobbers. 
They had been traveling the South 
for years and had attended some 
of the earliest conventions of our 
wholesale association. 

““Let’s take a closer look at the 
meaning of the term Old Guard. 
A few of us here today have been 
around long enough to know that 
the word old means, in any dic- 
tionary—ancient. We’ll forget 
that for the moment. I prefer here 
to use some of the other defini- 
tions of old. 

“Old can also mean not new— 
something that has existed for a 
long time—that is of long stand- 
ing—something that has been long 
familiar and, in this case, has been 
established as tried and true. 

“The word Guard, according to 
Webster, means ‘that which pro- 
tects from danger ...defends... 
shields.’ 

“In a very real sense, that is 
precisely what the Old Guard has 
done for us wholesalers through 
the years. To us, each new mem- 
bership in the Old Guard has 
meant another welcome and famil- 
iar face, another friend. But it 
has meant much more. It has 
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Roll of Honor Pins were awarded these three immediate past presidents 
of the Old Guard, Robert M. Barnes, left, W. S. Gardner, center, and 


Sam K. Eaves, right. 


been our certain assurance that 
these friends were men of un- 
questionable honor, integrity, and 
loyalty—of character beyond re- 
proach. 

“This is the fiftieth, the Golden, 
Anniversary, of an entire organi- 
zation of such men, of an order 
which admits no other kind, of pio- 
neers in the hardware trade. 


We honor our old friends 


“The Old Guard, as you will re- 
call, was the name of the choice 
corps, the prime of experienced 
and trusted veterans in Napoleon’s 
army. It is said that at Waterloo, 
when the rest of the little Em- 
peror’s army had been broken and 
was falling back before Welling- 
ton’s forces, the Commander of 
the Old Guard—still standing its 
ground—shouted: “The Old Guard 
dies but never surrenders!” 

“The Old Guard that we honor 
today is—and has always been— 
such a crack corps. It has never 
surrendered the principles for 
which it stands. 

“Arrival at one’s fiftieth birth- 
day is a noteworthy milestone in 
any life. It is an occasion for 
sentiment and recollection. 

“It has been said that ‘Friends 
are the thermometers by which we 
may judge the temperature of our 
fortunes.’ We recall again the 
rich years, the many decades of 
association with Old Guardsmen 
—the experienced service they 
have rendered us—and again we 
appreciate how fortunate we have 


been in having these friends. 

“We see again the faces of those 
Old Guard members whom we 
have ‘loved long since and lost a 
while.’ 

“We are thrilled again with the 
recollection of your successes—in 
your persona! lives as well as your 
enterprises. The name Old Guard 
implies A Guardian of Goodwill. 
You have proven yourselves sales- 
men of this commodity as we!l as 
of hardware. 

“Through the years your mem- 
bers have been outstanding lead- 
ers—men with fighting spirits and 
singular ability. The standard you 
have held high has led us all on 
to greater heights. You have been 
an inspiration to our members. 
You have proven the best friends 
that the jobber has ever had. 

“It is men of your caliber that 
have helped make the hardware 
business what it is, and the Amer- 
ican Way of Life what it is. 


Distinguished award pins 


“This is why, soon after the Old 
Guard was organized, the South- 
ern Hardware Jobbers Assn. con- 
ceived the idea of bestowing an 
additional honor upon distin- 
guished Old Guard past presi- 
dents, who, because of their out- 
standing ability and character, 
have been elevated to this high 
position in an elite order. 

“In 1940 — at Palm Beach 18 
years ago—lI had the happy privi- 
lege of presenting additional em- 
blems to such past presidents, as 
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President 


Harry A. Hoffner 
Jacksonville, Fla. 


First vice-president 
C. A. Goldstrohm 


Houston, Texas 


Second vice-president 


Luster B. Farmer 
Nashville, Tenn. 


Secretary-treasurer 


Charles A. Pitts 
Jacksonville, Fla. 


Chairman, executive committee 


Franklyn H. Horton 
Atlanta, Ga. 





Old Guard officers elected for 1958-1959 


Assistant secretary-treasurer 


Members. executive committee 


Robert Hicks 
Jacksonville, Fla. 


Jack Sutter 
Atlanta, Ga. 


E. F. Hoge 


Chattanooga, Tenn. 


Dietz Lusk 
Kansas City, Mo. 


E. L. Hornibrook 
Avondale Estates, Ga. 


Charles A. Pitts 


Jacksonville, Fla. 








well as to other members of the 
Old Guard. 

“The outer circle of the em- 
blem bears the legend, ‘Presented 
by Southern Hardware Jobbers 
Association.’ Within the central 
circle of the emblem, a scroll dis- 
plays the words: ‘Roll of Honor.’ 

“Nothing more can be added to 
the meaning of this symbol of 
salutary service. In honoring you, 
the Southern Wholesale Hardware 
Assn. honors itself. 

“We have inscribed your names 
on the Roll of Honor with the cer- 
tain knowledge that neither time 
nor its changes will diminish the 
appreciation we have of you. 

“Thomas Jefferson once said: “I 
find as I grow older, I love those 
best whom I loved first.’ 

“We admire you, we congratu- 
late you, we respect you, and we 
love you.” 

The response for the Old Guard 
was given by M. G. Lipscomb, of 
Cavert & Lipscomb, Nashville, 
Tenn. 

Mr. Lipscomb said: 

“The Old Guard wishes to sin- 
cerely thank Mr. Rankin for those 
most gracious remarks. 

“Our hope is that his estimate 
of us is shared by many in the 
hardware industry in all sections 
of the country. 

“It is said that of all human 
emotions, those required by man 
for a contented existence are love, 
affection, and companionship. 
Companionship the Old Guard 
cherishes and extends bountifully 
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to its members. This splendid re- 
lationship often encompasses our 
association and contact with you 
wholesalers and you manufactur- 
ers. 

“Now we pause to pay tribute 
to our founders who gave birth to 
this organization and to pay hom- 
age to the memory of one known 
to all of you, the last of our active 
charter members to pass on, 
George Harper. Mr. Harper was 
a man of boundless enthusiasm 
for friends and for the hardware 
fraternity. In latter years of his 
life his great love and devotion 
were to his church, the X-Club. 
and the Old Guard.” 

Today, we on our 50th Anniver- 
sary salute his memory. 

“Mr. President, we thank you 
for the recognition given us to- 
day, for the splendid cooperation 
of the secretaries of the two asso- 
ciations (Southern wholesalers, 
and American Hardware Manu- 
facturers Assn.). 

“As the next half century for 
us begins, we will again go for- 
ward, joining with your associa- 
tion in heart and hand for the bet- 
terment of hardware in Dixieland, 
and for its influence for good 
around the nation.” 

Introductions were made by 
Harry A. Hoffner, Jacksonville, 
Fla., the new president of the Old 
Guard. These were the new offi- 
cers, elected at the business ses- 
sion the previous day. 

Also, past presidents Tillman 
Cavert, Stanley Woodward, Frank 


30xwell, M. G. Lipscomb, Charles 
Eaves, Pete Peterson, George Bar- 
ton, Harry Tayler, Julian Scruggs, 
Sam Eaves, W. 8S. Gardner, and 
tobert M. Barnes. 

Mr. Hoffner also read the list of 
honorary members, the past presi- 
dents of the Southern Wholesale 
Hardware Assn.: Mark Lyons, Sr., 
Col. Robert H. Baker, Allen C. 
Rankin, Henry J. Allison, W. A. 
Parker, R. R. Witt, Ed. Orgill, W. 
H. Terstegge, F. C. Barksdale, C. 
E. Nash, Raymond Miller, and 8S. 
D. May. 

“We are indeed deeply touched 
by what has transpired here,” Mr. 
Hoffner said. “We can only say, 
with the greatest of sincerity, that 
we pledge to you, the wholesaler 
and the manufacturer: faith, fi- 
delity, friendship.” 

First officers were Harry H. 
Beers, president; Charles F. For- 
syth, first vice-president; Mr. 
Mead, second vice-president; Mr. 
Huggins, secretary-treasurer. 


Start of annual dinner 


Another meeting was held in 
1908, at Memphis on Nov. 20, to 
approve the constitution and by- 
laws. 

Presentation of Roll of Honor 
Pins was started at the 1912 meet- 
ing in Nashville. It was the way 
the wholesalers’ association hon- 
ored Old Guard past presidents in 
a public testimonial of the high 
regard the wholesalers had for the 
organization. Further presenta- 
tions were made in later years, 
the latest previous one in 1951. 

The annual dinner was started 
in 1926 at Atlanta. 

The Old Guard held its 25th An- 
niversary banquet on April 24, 
1934, during the Southern Conven- 
tion, also in Hot Springs. 

HARDWARE AGE for May 10, 1934, 
reported that James S. Hutchinson 
was elected president. 

Guest of honor at the 25th An- 
niversary dinner was Mr. Hug- 
gins, founder and a past president. 

Members are salesmen and trav- 
eling sales managers making regu- 
lar trips selling hardware and re- 
lated lines to the hardware whole- 
sale trade in the Southern states. 
Applicants must be under 50 vears 
of age, and traveled the territory 
for 15 years or longer. 
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FOUR NEW Kemington DEVELOPMENTS 
TO HELP RAISE YOUR SALES IN ‘58! 













re! mom $134.95" 








SPECIFICATIONS: 


CALIBER: 30-06, 280 Remington, 270 Win. 

ACTION: Bolt—bright-finished body, blued handle. Re- 
ceiver matte-finished. Match-type adjustable trigger. 
MAGAZINE: Fixed box with hinged floor plate. 

4-shot capacity plus one in chamber. 

STOCK:American Walnut—forearm and pistol grip finely 
checkered. Black grip cap, black checkered butt plate. 
SAFETY :Oversized thumb lever. Silent 3-position control. 
BARREL: 22-inch round tapered. 

WEIGHT: 7 Ibs. 

LENGTH: 42% inches over all. 


NEW REMINGTON MODEL 725 ADL 
HIGH-POWER RIFLE OFFERS 
DISTINGUISHED CUSTOM FEATURES 


The full list of custom features presented in the new Model 
725 give this distinguished new bolt-action big-game rifle 
overwhelming sales appeal. It’s the rifle for any shooter who 
has ever wanted more—much more—than “just another 
gun.” For top attractiveness to buyers, this quality firearm is 
drilled and tapped for 5 possible sight mountings covering 
every high-power rifle use. From its all-purpose Monte 











Carlo stock to its removable-hood front sight, it’s a seller. 





























7 cacceyog: | NEW REMINGTON “FIELDMASTER” 
‘i 7 omer $62: MODEL 572 SLIDE-ACTION IS 
ecmnabeneabanan WORLD'S LIGHTEST, MOST COLORFUL 22 


WEIGHT: 4 Ibs. Retaining all the fine operating features of the standard- 
ae ae ee eee ee grade Model 572, the new “Fieldmaster” 22 achieves the 

lightest weight—only 4 pounds—of any 22 in the world. 
and, in addition, barrel and receiver are finished in either 
of two distinctive colors selected especially for sporting arms 
—Buckskin Tan or Crow-Wing Black. These distinctive 
rifles are receiving enthusiastic response from wholesalers 
and dealers everywhere. To insure your having these for the 
buying seasons ahead, get your order in now. 





STOCK: New “Sun-Grain” walnut, checkered . . . anodized 
aluminum butt plate. 

CAPACITY: 20 short, 17 long or 15 long rifle cartridges. 
SIGHTS: Step-adjustable rear, custom-finished . . . gold- 
finished bead front. 

EXTRA FEATURES: Single loading through ejection port 
: . receiver grooved for ‘“*Tip-Off’ ‘scope mounts... 
cross-bolt safety. 











New 222 Remington Magnum 
cartridge packs bonus -— 
reach and wallop 


Here’s a new Remington cartridge with all the 
outstanding characteristics of the fast-selling 







tidtom $112.45" 


POWERFUL, NEW 280 REMINGTON CAL. 
NOW IN REMINGTON MODEL 760 
SLIDE-ACTION BIG-GAME RIFLE 


The success of the new long-range 280 Remington caliber 
cartridge, on everything from varmints to big game has 
spurred its introduction in the Remington Model 760 
“Gamemaster” slide-action — the world’s fastest hand- 
operated big-game rifle. Matching this exciting new car- 
tridge (now in 3 bullet weights) with an outstanding rifle 
adds up to sales. 


*Prices subject to change without notice. 


222—accuracy, speed and flat trajectory— 
plus magnum power to go further, hit harder. 
Perfect for varmints. Now in the fine Reming- 
ton Model 722 high-power rifle. 


Remington 


**Fieldmaster,’’ ‘‘Gamemaster’’ are Reg. U.S. Pat. Off. 
by Remington Arms Company, Inc., Bridgeport 2, Connecticut. 








IN THE PAST DECADE, REMINGTON HAS DEVELOPED MORE GUNS OF NEW, ADVANCED DESIGN THAN ANY OTHER GUNMAKER. 
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Y RANGER® HOW YOU CAN ROPE MORE 
BO, BARREIAAVIRE BARBED WIRE PROFITS! 


by Slim Jim, the Ranger Man 


WITH RANGER BARBED WIRE YOU CAN OFFER: 


LOW PRICE. Ranger Barbed Wire is ideal for today’s cost-con- 
scious farmers. It costs less than conventional barbed wire. 


QUALITY. Although farmers are cost-conscious, they still demand 
quality. Properly galvanized, 1314-gauge Ranger Barbed Wire is 
as strong as regular 1214-gauge barbed wire. 


CONVENIENCE. Ranger Barbed Wire is easy to string and stays 
taut. It comes in both 2- and 4-point barbs, 14-gauge. 2-point barbs 
are spaced 4” apart; 4-point barbs 5”, 


Ranger Barbed Wire offers you a bigger sales 
potential because ... Ranger Barbed Wire offers 
the farmer a better buy. 


Sell other American Brand Products for bigger sales 


1. American Baler Wire. It’s made right, to fit right, to 
work better. This means fewer breakdowns, fewer broken bales, 
and less work. 


2. American Steel Fence Posts. You can offer three durable 
styles. Farmers know that American Posts give them long serv- 
ice and save fence building time. 


3. American Nails. There’s a type for every job. You can offer 
a complete variety of head styles, point styles, coatings and 
finishes, plus packaging to meet your customers’ demands. 


| 4. American Hex-Cel Poultry Netting is always popular. 
Se 2 It has the famous lock-joint feature. You can offer 1” and 2” 
mesh in widths 12” to 72.” 


Me 


” 





American Steel & Wire is impressing the farmer with 
the advantages of American Fence. Intensive adver- 
tising to the farmer also urges him to look for the 


i ' USS, Ranger and Hexz-Cel are trademarks 

This sign is your best salesman 
AM F fs : ( A N retailer who displays the American Fence sign. Be sure 
you do; send today for free merchandising materials. 


ef 

al 

& American Steel & Wire, Cleveland, Ohio. 
of NCE 7 There’s more American Fence 


Manes more ix use than any otter tana a i US than any other brand! 








American Steel & Wire 
Division of United States Steel 


Columbia-Geneva Steel, San Francisco « Tennessee Coal & Iron, Fairfield, Ala. « United States Steel Export Company, Distributors Abroad 
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Open displays on sidewalk and in window are features of this branch hard- 


ware store. 


ervice sells paint 


How West coast store combines service offer and 


free use of equipment to please customers 


a“ e 


eR 2 
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Helpful advice in selecting the right type and colors of paint give store 
reputation for customer service. 
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Service is the key to hardware 
store sales to do-it-yourself fans. 

That’s the opinion of the owners 
and manager of the Shorrock’s 
Hardware branch store at 4303 
Arden Way in a small suburban 
shopping center in Sacramento. 

Jay Brown, who manages the 
store, says that the average sale 
per customer showed a slight de- 
cline last year over the previous 
year yet the number of customers 
increased. 

Where a larger shopping center 
has stores that attract foot traffic, 
there is no traffic-building retailer 
in a small center. Accordingly, Mr. 
Brown considers the store’s own 
sales policies primarily responsible 
for increased traffic. 


Services cost nothing 


Most important, he believes, are 
services which the store extends, 
chiefly to the do-it-yourself cus- 
tomer. The district in which the 
store is located has a large propor- 
tion of such customers because it 
is in a rapidly developing district 
of new suburban homes. 

“There are quite a few services 
that the hardware dealer can give 
that do not actually cost him money 
or the cost is negligible,” says Mr. 
Brown. 

“The main purpose of our ser- 
vices is to make the customer feel 
completely at home in our store. 
This goes farther toward building 
friendly relations than almost any- 

(Continued on page 98) 
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How to add a big showroom 


for less than $1000 


An ordinary problem, too much merchandise and not enough room, 


led this Southern dealer into an experiment that showed... . 


Is display space for new lines a problem for 
you? 

It is for most dealers. 

Home & Field Hardware, Lebanon, Tenn., 
wanted to put on a big boat and engine promo- 
tion in the spring of 1957. 

Where to find the extra display space? That 
was the $64,000 question. 

There was plenty of room out of doors, for 
the store is in the spacious new Cedars of 
Lebanon Shopping Center. But boats, engines, 
and accessories have to be weather-protected 
like any other hardware. 

Then J. D. Goodner, part owner and manager 
of the store, got an idea for an experiment that 
might solve his problem. 

He leased a 50x100 ft space in the Center’s 
parking lot near his store. He put up the 5000 
sq ft tent you see on the opposite page. The 
rental tag was $40 a week. 

Home & Field’s two-week boat promotion was 
a smashing success. It got Mr. Goodner to 


thinking, “Why can’t we keep the tent up 
indefinitely ?” 


The tent had many values: 


(1) It had proved to be a traffic builder. Cus- 
tomers wandered through the big, open tent to 
look over boats though many of them would 
never have come into the store to do so. 


(2) The tent’s traffic increased instead of de- 
clined in bad weather. Customers ducked into 
the tent to get out of the rain or wind. The 
tent’s drop-sides are quickly convertible to 
match the weather. 


(3) Being a tent, it carries the atmosphere of 
a circus that seems to stimulate traffic on even 
dullest days. 


(4) The tent can be quickly, easily, and cheaply 
moved if the idea ever fizzles out. 
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(5) Being spacious, column-free, and wide open, Repairs? A vital part of sales in boating. 
the tent is fine for moving displays within, and 


in and out of the showroom. VW” “*>S. 
Then there was that $40 weekly rental fee to 


consider. A big investment in something you 
don’t own, or won't own. 


June, or August... any one of them fully paid 
for my investment in the tent,” said Mr. 
Goodner. 


stores. Its 5000 sq ft houses 18 small boats in 
the plain to semi-luxury class, plus engines and 
accessories. 


$980 and 5000 sq. ft. of parking space gave a shopping center dealer this permanent showroom for small boats and 


engines. 
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Mr. Goodner figured it would be cheaper to 
buy the tent outright, and plan on its being a 
permanent set-up. He felt the risk was small 
and worth taking. .The two-week promotion had 
erased doubt on this score. 

Manager Goodner bought the tent for $980. 

The following months of 1957, “April, May, 


The tent alone is as big as many hardware | a 


The tent is haloed in light by a continuous 
string of 60-watt bug lights. 

A night watchman in the center guards the 
tent when the stores are closed. 

Home & Field’s main store is 6000 sq ft. It 
contains a shop for service and repairs of out- 
board engines. Mr. Goodner thinks that selling 
boats and engines is not enough. For ‘“you’ve 
got to service and repair what you sell, if you 
want to measure up to your potential.” 
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McGILL on f4| (G 


"Snap up" unit sales with the "Can't Miss”, 
attractive, self-service 2-PAC. This con- 
venient, eye-appealing, buy-appealing, pre- 
priced two for fifteen cents, transparent 
package is a proven traffic stopper. Easy 
and dependable, four-way trigger action 
builds customer satisfaction. 


McGILL ALSTEEL 2-PAC 


rears These attractive, nickel- 
plated, Alsteel 2-PACS 
Es sell themselves. Easy 
- and safe to set, sanitary 
ejection plus fast, de- 
pendable action fea- 
tures trap more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 
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A manufacturer speaks his mind on... 


How dealers can meet 


their competition 


by Richard P. Moffatt 


vice-president, sales 


Sharon Bolt & Screw Co., Inc. 


Editor's Note: The author was prompted to write this article after reading an 
editorial in HArpwaAre AGE pointing out that every type of business has its 
strong and weak points. The author points out the real strength of the hard- 
ware dealer, and urges the dealer to rely on that strength to meet competition. 


In recent years retail hardware 
dealers have taken steps to meet 
the increasing competition from 
mail order houses, large chains, de- 
partment stores and super mar- 
kets. 

It seems to me that retail hard- 
ware dealers should stop fighting 
their competition on his own 
ground. It is a good rule to know 
your own strength, exploit your 
natural assets and to fight on your 
home grounds whenever possible. 

The mistakes some hardware 
men make in fighting competition 
is that they forget who and what 
they are. Let’s get this point 
straight: We are writing of hard- 
ware men. 

A hardware man is something 
special. Here are his four specific 
strong points: 


(1) A hardware man has vast 
technical knowledge and _ experi- 
ence. He has served his appren- 
ticeship, and has practiced his call- 
ing sufficiently to earn recognition 
for achievement. 


(2) A hardware man is a neigh- 
bor. There is nothing impersonal 


about him. He knows his custom- 
ers and their needs. He calls them 
by their first names. Usually he 
lives in the community, attends 
town meetings, and pays his share 
of the taxes that build new schools. 
A hardware man is on the job when 
customers have complaints, want 
adjustments, or the merchandise 
they purchased in his store needs 
servicing. 


(3) A hardware man offers a 
special kind of service. Where else 
can customers go to get a light of 
glass cut to measure, rent a lawn 
roller, or buy two screws “so long 
and so fat?” 


(4) A hardware man has in his 
store a stock of items, of a range 
of variety and sizes such as no type 
of competing business even at- 
tempts to stock. 

Every dime store sells 14%, x 8 
flat head wood screws. Where, 
other than the hardware store, can 
customers get a socket head set 
screw ? 

Drug stores sell 10¢ screw- 
drivers. Where, other than the 
hardware store, can customers get 
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Article 597 


Put your confidence in 
the QUALITY LINE... 


Viny! Weather Stripping Starter Rope 


Wood Glue Jump Rope 

Braided Nyion Line Mop Heads 

Seine Twines Wrapping Twines 
Seine Cords Kitchen Lines 

Trot Lines Express Twines 
Staging Chalk Lines 

Venetian Blind Cord Parcel Post Twines 
Sash Cords Polished india Twines 
Clothes Lines Piastic Ciothes Lines 
Mason Lines Jute Twine 

Fishing Lines Nyion Casting Lines 


IT FLOATS! 


BRIGHT YELLOW twisted polyethylene rope, %4” 
in diameter, 75 ft. hank; labeled and wrapped in 
pliofilm bag. Tested breaking strength is 1,000 Ibs. 


MIKE UTILITY ROPE is water, stretch, acid and 
rot resistant ...and it floats! 
Ideal for such uses as: 


* Water Ski Rope 

* Safety Lines 

* Anchor Lines 

* Tent Guy Lines, etc. 









Orders of $75.00 or more, freight 
prepaid. Orders of less than $30.00 

f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dallas, Texas, 
or Waynetown, Ind. Orders of $30.00 to 
$75.00 freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 


estastisne 1o73 WIBUEIAN THES GOMPARY wore, wv. . 


14346 Bessemer St., Van Nuys, Cal. *Marietta, Minn. 
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*3104 Gaston Ave., Dallas 26, Texas *“Waynetown, Ind. 
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PS TANLEY J 
household aroware 


TURN COROS OVER FOR COMPLETE PRODUE! mrodmasT On 
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‘““‘Easy-does-it’’ program 


sells household hardware 


The products are right, and so are the eye-catching, yellow-and-black 
Visual Packs! And Stanley has put them together in a complete mer- 
chandising program that every dealer can use! 

Now you can display always-popular household hardware on your 
wall or counter — wherever you have a pegboard — or on the mer- 
chandiser furnished by Stanley free with introductory assortments. 

Layout guides make it easy to group related items, stimulating 
impulse sales. You’re also given a set-up instruction folder, sold-out 
cards, return cards and re-order forms free with your first order. 








Merchandiser stands horizontally 
(as in top photo) or vertically, dis- 
plays hardware on both sides. Or 
you can group items on any con- 
venient pegboard, as shown 
at right. 





For complete details, write Stanley 
Hardware, Division of The Stanley 
Works, 384 Lake Street, New 
Britain, Connecticut. 

















AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + builders, industrial and drapery hardware « door controls « aluminum windows"’+ stampings « springs 
* coatings « strip steel - steel strapping —made in 24 plants in the United States, Canada, England and Germany. 





















| 





How dealers can meet 
their competition 


(Continued ) 


a professional quality carpenter’s 
saw? 

Supermarkets sell 25¢ padlocks. 
Where, other than the hardware 
store, can custcmers ¢2t a length 
of chain, a secticn of smoke pip» 
and a damper to fit? By the way, 
where other than the hardwar: 
store would customers get that 
damper put into the smoke pipe? 

Much has been written and 
spoken about the first three of 
these hardware dealers’ assets. | 
am particularly interested in the 
fourth point. 

Maintenance of an inventory of 
the necessarily large variety of 
items in a retail hardware store 
raises some serious problems. Such 
problems are space, investment, bal- 
anced stock, prevention of an ac- 
cumulation of dogs and shelf warm- 
ers. 


Why display everything? 


Solution of these problems re- 
quires considerable thought and 
planning. 

At the risk of arousing disagree- 
ment, perhaps even the ire of some 
display designers and others, I sug- 
gest that we discard the idea that 
everything must be displayed. This, 
despite the truth that anything well 
displayed will sell better 

My thought, here, is that most 
hardware stores simply do _ not 
have, and cannot afford to pay rent 
for, enough space for total display. 
Therefore, display by all means but 
be choosy about which items will 
have the available display space 
allotted to them. 

Seasonal display, of course, is a 
must. 

Having taken care of seasonal 
displays use the rest of the avail- 
able space for merchandise not par- 
ticularly seasonable that best lend 
itself to impulse sale. 

Assume you have done that and 
there is still some display space 
left. Do you take other items off 
stock shelves and put them in 
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prominent position just for the sake | 
of using the space? | 

Think twice before doing that. 
It could be—and often is—more 
advisable to spread out some of 
the items already on display. 

How much do you pay for rent? 

How many square feet in your 
store? 

Divide the rental by the area of 
your store and you will have your 
average cost per square foot. 

This is only an average. Re- 
member that center-of-store area is 
more valuable than back room or 
stock shelf area. | 





Buying in correct amounts 

Now let’s get back to the ques- 
tion of display. 

Consider those items that are | 
practically never sold on impulse, | 
screws and nails, for example. | 

Suppose you gave such items the | 
most prominent display possible in | 
your store. 





By how much, if any, would you 
increase your sales? 
Would the gross value of the 


sales of these items pay the rent Men like D. K. MacBride demand the best; 


for the space occupied? 


My answer is: There are some S ‘ ’ 0 bi i Sander — ly $49 95 
items that you can’t afford to dis- tan ey 5 r ita on ° 





play. 

Use available display area for 
those items that are likely to show Like any boat OWES worth his salt, Commodore Daniel K. Mac- 
ke quanieaik dates: teeta ten sal Bride of Akron, Ohio, takes a lot of pride in how his boat looks. 
ne oh bend t-te eee That’s why he uses Stanley’s new H36 Orbital Sander. 
tion. If you have room enough er The H36 is designed for fast cutting, fine finishing, flush sanding. 
display nails and such, you: are Boat owners, builders and craftsmen everywhere know the H36 


gives them “workhorse performance.” Yet it costs them less than 
any comparable heavy-duty sander on the market. What they like 
most, though, is the way it handles. Light, solid... and perfectly 


vasting rent money. You would 
show a greater net profit in a 


smaller store. balanced. 
The problem of investment has a : , 
In short, it’s the kind of tool craftsmen come looking for. And 
been adequately covered by other 


Stanley’s national advertising is helping to increase this enthusiasm 
more and more. Now’s the time for you to capitalize on it by 
member that the king size deal is stocking the most advanced, wanted sander available. For details, 
not always economical and that | phone your distributor or write: Stanley Electric Tools, Div. of The 
there are times when it pays to buy | Stanley Works, 384 Myrtle St., New Britain, Connecticut. 


smaller quantity even at a some- H31 BELT SANDER—$84.95 | 4 — 


what higher price. . 
5 sll am = Big, powerful and rugged. Runs cool, cuts 
Balanced inventory and avoid- | fast on wood, plastic—even metal! Full 
ance of dogs are closely connected. | power delivered to the belt. Belts change 
fast, easy. Takes std. 3” x 24” belt or 3” 
: x 23%” belt. First choice of builders, 
Rely — suppliers carpenters, metal workers—everywhere. YJ 


writers. We might do well to re- 





A dog or shelf warmer is, after 
all, a useful item that is not quite 
as much in demand in one locality 


| Prices slightly higher in Canada 
| AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
as in some other. 


Here is where your wholesaler | STAN LEY 


friend is of valuable assistance. | 
Allowing for the fact that whole- 
salers will not break packages of 
some commodities—and indeed you 





This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools - drapery, industrial and builders hardware + door controls « aluminum windows « stampings + springs 
+ coatings + strip steel - steel strapping — made in 24 plants in the United States, Canada, England and Germany. 
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OPAL’S flat-wire, multi-strand 
edge is marked, measured and 
copyrighted for your protection 


With Opal aluminum, galvanized, and 
bronze insect wire screening you defi- 
nitely have more than a selling edge, 
resulting from Opal’s many superior 
quality and sales advantages. You 
have Opal’s patented and/or copy- 
righted, multi-strand, flat-wire sel- 
vage which adds extra stability and 
strength. Opal screening is marked 
and measured every foot for fast, ac- 
curate dispensing and easy inventory. 


° aa 
ene pS OE OO POOLE PO 


One of Opal's revolu- 
tionary new automatic 
looms which provide 
greater overall insect 
wire screening strength 
and uniformity. 


_. . Registered trade mark : 
of the New York Wire Cloth Company, York, prenatal 
for more than 50 years exclusive manufacturers © 


insect wire screening. 





How dealers can meet 

















their competition 
(Continued ) 


don’t ask them to in such cases— 
they are as happy to sell you one 
third dozen of most items as one 
dozen. Wholesalers know that this 
allows you to keep a balanced stock, 
makes your business a more profit- 
able one and therefore reacts to 
their own advantage in the long 
run. 

Manufacturers help, too, 
often than you realize. 

They are continually designing 
and marketing deals and assort- 
ments that make it possible for you 
to stock a wide range of sizes, 
types, colors, etc., at a low invest- 
ment. 

Often, too, these assortments are 
refillable. That, of course, is a 
most important consideration. Not 
every deal is necessarily just right 
for your store. 


more 


Choose well, but by all means 
take advantage of every oppor- 
tunity to widen the variety and se- 
lection in your stock while cutting 
overall investment that such deals 
offer. 

The thing to remember is “Know 
your strength” and exploit your ad- 
vantage in every way. © End 





Floor opposite register 
is best display space 

Best display space at Wharton & 
McGrath, Pass Christian, Miss., is 
the aisle floor opposite the cash 
register. 

Slow movers from any part of 
the store start to sell when stacked 
on the floor there. This is even true 
of merchandise from the large gon- 
dola across the aisle. Pieces moved 
just 18 in. from the lower gondola 
shelves to the aisle floor will often 
double sales. 

The partners lay this to the fact 
that stock on the floor is isolated 
from distracting displays. Also, be- 
cause customers have to pick their 
way around it when the aisle is 
crowded, they are forced to look at 
the merchandise. 
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NOW, YOU NEED 


ONLY TWO 
PAINT REMOVERS 











The introduction of Savogran’s new Strypeeze Strypeeze "Simplified Selling Plan” 
Special ends your need for a complicated assortment of 
paint removers. Now, you need only two! Here’s why! offers you: 
New Strypeeze Special is the finest water-rinsable re- ¢ Complete coverage with only 2 products 
mover ever marketed. It’s the perfect profit-companion Nationally accepted brand name 
to long-famous Regular Strypeeze. Both have the Good Good Housekeeping Seal 
Housekeeping Seal! Simplified one-source ordering 
These two Strypeeze products can handle any Lower inventory investment 
paint removing problem . .. and they’re priced to sell Fast, frequent turnover 
to any value-minded customer. So why not turn turmoil No duds or “lazy” sellers 
into profitable turnover? Order from just one source Good mark-up — competitive prices 
. stock just two removers ... yet never miss a sale! Evye-appealing new packages 








ADVERTISED IN: 


Savogran also provides — at no cost to you 
—a supply of handsome booklets to tell 
your customers “How to Remove and Re- 
store Finishes”... plus a “Guide to uses” 
chart and colorful point of sale. 











ORDER STRYPEEZE FROM YOUR JOBBER TODAY 
MADE BY SAVOGRAN CO., 25 HUNTINGTON AVE., BOSTON 
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Fast turnover is your key to multi- 
plying profits. A recent survey pub- 
lished by the National Retail 
Hardware Association shows that 
the top one-third profit-making 
stores in the country have a stock 
turnover rate of 2.35 as compared to 
a rate of 1.9 for the remaining stores. 





Your Amerock wholesaler is 
equipped to give you prompt and 
dependable service that keeps your 
shelves well stocked with fast-mov- 
ing hardware and helps to cut down 
your storage and warehousing space. 

It’s just good sales sense to sell 
merchandise that keeps your money 
working for you at a fast turnover 
rate. 





You don’t really profit on slow-mov- 
ing items—regardless of price. En- 
joy fast turnover and greater profits 
with popularly accepted brands 
such as Amerock cabinet hardware. 


Ask your Amerock wholesaler! 


Amerock CORPORATION 


Dept. HA 84, Rockford, Ill. © Meaford, Ont. 
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Sales tipS} Books 
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for a dealer's library 





25 Analyses of Current Merchan- 
dising Opportunities represents the 
best of recent writings of E. B. 
Weiss, merchandising and advertis- 
ing specialist and writer for the 
business magazine Advertising Age. 
Dealers and wholesalers will find 
Mr. Weiss’ fresh and provocative 
point of view stimulating on ‘nany 
subjects concerning retailing. Sub- 
jects such as: “Competing With 
Yourself,” “Make Hot Items Hot- 
ter,” “Basic Stock Plans,’ “Check- 
Out Gates a Roadblock?” 
down-to-earth and 
reading for dealers. Articles, 
Pages, 92. Available free from 
Doyle Dane Bernbach, Inc., 20 W. 
43rd St., New York 36. 


Vv 


Materials Handling Applications 
is a book that wholesalers and deal- 
ers with large stores will find in- 
valuable in speeding up the flow of 
merchandise, and making better 
use of storage and moving facilities. 
Book is simple and non-technical in 
its coverage of equipment, evaluat- 
ing work and storage areas, han- 
dling containers, and 
methods of surveying present con- 
ditions and needs. Book is heavily 
illustrated. Pages, 381. Price, 
$12.50. Available from Book Divi- 
sion, Chilton Co., Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


Vv 


1958 Blue Book of Air Condition- 
ing will interest dealers who sell 
air conditioners to determine values 
on trade-in models; to learn what 
brands are no longer manufactured, 
and therefore have lower value and 
more repair difficulties; to train 
store salesmen on how to size an air 
conditioner and how to know the 
functions and capacities of various 
types. This 3rd edition is available 
at special prices in quantity. Single 
copy price, $5. National Appliance 
Trade-In Guide Co., 2105 Sherman 
Ave., Madison, Wis. 
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there are 
BETTER profits 
in MAGNESIUM 


products 
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Here's rcal safety ... in 
a light-weight extension 
ladder. Strong, rigid 
and durable, these lad- 
ders are unbelievably 
handy. Fluted, non-skid 
rungs are punched thru 
and rest right on the 
1-Beam side rails, secured 
by continuous outside 
welds. Sections interlock 
for maximum sliding 
ease. Equipped with 
rope, pulley and spe- 
cially-designed locks. 


URE 
Won 


World’s most complete 
metal ladder line 


MAGNESIUM 
LADDERS 


Outlast outperform other ladders. 


* So light a 40-ft. ladder can be easily 
handled by one man 

¢ Stronger than any other metal ladder, 
pound for pound 

¢ Precision engineered 

¢ Fireproof, rustproof, corrosion and shock 








resistant 

* Non-magnetic, non-smudging, non- 
sparking 

Write for full information, catalog and 


prices on the world's most complete metal 
ladder line . . . other household products. 


ava’ HITE METAL ROLLING 
s STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, N. Y. 
Plants: Warsaw, Ind., & Brooklyn, N. Y. 


World’s Largest Producers 
of Magnesium Products 
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why dealers prefer PLAS-TEX...No. 2 ina Series 





it’s the“GLEAN LINE’ that does the turning! 


Turnover spells profit! Poor movers take up counter 
space, gather dust and hold back the sale of good 
products. PLAs-TeEx drops slow movers and con- 
stantly improves the value of staples. PLas-TEx dis- 
plays best and turns best when featured as a line. 
It takes *: of PLas-TEXx products to produce 80% of 
PLas-TEex sales. 
Clean up with the clean line! 
Write for our free merchandising brochure which shows with full color 


illustrations how to build profits with PLAS-TEX. 
mint > o 
uaranteed by » 


gemma \ {00d Housekeeping) THE PLAS-TEX CORPORATION - 2525 Military Avenue - Los Angeles 64, California 


Or ew 
(a3 a 
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the preferred 
and profitable 


STOCK: SHOW: SE 








BRAND 


Build profits and customer satisfaction with easy-to-sell 
Cortland Brand products. Farm, home and industrial uses 
keep these quality products in constant demand. 


INSECT WIRE SCREENING 


for every budget and job requirement 


BRONZE 


Special rust-resistant copper 


alloy screening. 


GRAY - WICK 


Durable all-purpose zinc 


coated screening. 


ALUMINUM 


Finest long-lasting stainproof 


Clad aluminum screening. 











WIRE NETTING 


Strong, durable, uniformly 
woven hexagon poultry netting 
in 4”, 1”, 2” mesh; 20 gauge 
wire, Standard widths; 150 lin- 
ear ft. rolls; galvanized before 
or after weaving. Heavy gauge 
Animal Pen Netting is also 
available. 


HARDWARE CLOTH 


Standard and heavy grades, unr. 
formly woven and heavily gal- 
vanized. Standard widths: 24” 
to 48”; Mesh: 2, 3, 4 and 8. AIll- 
welded wire cloth available in 
Ya", 4”, 4”, and I” mesh, 
100 linear ft. rolls. 


WELDED 
WIRE FABRIC 


Newest member of the quality 
brand. Exceptionally strong all- 
welded of galvanized wire. For 
fence, pen, and general utility 
use. Available in I”x I”, 
2”x 1” and 4”%x2” standard 
widths. Meshes are uniform. 








WICKWIRE BROTHERS, INC., Cortland, N. Y. 


NAILS & BRADS - WIRE NETTING - WIRE SCREENING - HARDWARE CLOTH 

























Service sells paint 
(Continued) 


thing else we could do. Friendly 
personal relations bring customers 
back to our store whenever they 
want hardware.”’ 

Customers who buy pipe from 
the branch store are allowed to 
use its power threading machine. 
The machine is easy for a novice 
to use and it is virtually impossible 
for him to damage it, says Mr. 
Brown. While the store does lose 
the small service charge, an em- 
ployee does not have to take time 
to cut pipe for the customer, so 
there is no real loss to the store 
but a positive gain for the cus- 
tomer. 


Good Morning Mr. Jones 


It is also a matter of store policy 
for employees to learn customers’ 
names if possible and greet them 
by name when customers come into 
the store. 

Paint is a natural department 
for special services for do-it-your- 
self customers. A service that sells 
many gallons of paint is the loan- 
ing of a brush and roller, without 
charge, on a large order for in- 
terior paints. 

“We have offered this service in 
newspaper ads, and we talk about 
it to our paint department custom- 
ers,’ says Mr. Brown. 

“Customers have not abused the 
privilege. They return brushes and 
rollers in good condition. In a few 
cases when they returned brushes 
and rollers in poor condition, they 
paid for them.” 

Paint sales are high at Shor- 
rock’s Hardware also because em- 
ployees have been instructed how 
to apply paint. Mr. Brown was a 
paint specialist when he worked 
for the company’s downtown store, 
and has taught employees in the 
branch store on how to sell paint. 

“If a customer suspects that you 
don’t know what you are doing, he 
will go to some other store,” Mr. 
Brown says. 

“The main thing is not to be 
afraid to learn what you have to 
know in order to sell paint. Only 
then can you compete on an equal 
footing with the paint store spe- 
cialist.” eH nd 
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A high quality, white compound. Easy to use, sets A popular priced, top quality caulk for inside or 
outside use. Beautiful white color and new “‘short- 
stop”, dripless plunger at no price penalty. Pack- 


aged in 1/10 gallon vapor seal foil cartridges. 


tough and elastic. Stays “alive” and tight for years. 
Won’t harden on your shelf. 















New PLASTI- 
GLAZE “‘zip- 
open”’ carton 
(24 one-pound 
cans) makes 
two, neat, 12- 
can trays. 


STAZON is pack- 
ed, ten 1/10 gal- 
lon cartridges in 

an attractive, Zip- 
open display car- 
ton. Also avail- 

able in quart and 
gallon containers. 





PLASTIC PRODUCTS COMPANY 
General Offices and Laboratory 6479 GEORGIA AVE. e DETROIT 11, MICH. 





Seven Conveniently Located Factories 
DETROIT e CHICAGO e JERSEY CITY *« OAKLAND e NEW ORLEANS 
KANSAS CITY e« TORONTO 
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Packaging 
that 
+} Stays Fresh 
“on oe ttiuas o 
* Guaranteed by * | 
Good Housekeeping 
<0 
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Full flow, full diameter 


MERCURY 
100% Durable Viny! Plastic Hose 


Here’s top-quality hose that does away 
with irritating returns, hodge-podge ship- 
ments and skimpy construction. Yes, it’s 
the one hose that really stays sold! 


EXCLUSIVE SUPER MIRROR FINISH « NATION- 
ALLY ADVERTISED ¢ FREE SALES AIDS 







3-TUBE 
SPRINKLER HOSE 
with exclusive 
WHITE STRIPE 


Stir sales excitement with SPRAY GUIDE 


3-TUBE 
SPRINKLER HOSE 
anno SOAKER HOSE 


100% Virgin Vinyl Plastic 


Carry the garden line that ups sales fast! 
Same quality, service and dependability is 
yours with America’s No.1 3-Tube Super 
Mirror Finish sprinkler hose and soaker- 
sprinklers. Really profitable! 

IMPULSE-SPURRING PACKAGING « STREAMERS 


AND OTHER SALES AIDS «+ NATIONALLY 
ADVERTISED 











LAWN SOAKER 

& SPRINKLER 

soaks and sprinkles 
simultaneously 
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Real sales booster 


PLASTIC TRELLIS 


Smartly Styled * Easily Assembled 





ring 








COLORFUL 


GARDEN TRELLIS 
knocked down . 
compact package 


GERING 


Hose Division 





























Gering Products, Inc., Kenilworth, N. J. 
Garden Hose«Sprinkler Hose* Soaker Hose *Garden TrelliseTidy-Mat Line « Super Mat 
po ow ow en en AND MAIL NOW!- =—————- 
Gering Products, Inc., Kenilworth, N. J. H-4 
Please send me information on: (.) 3-Tube Sprinkler 
[] Soaker-Sprinkler [] Garden Hose [] Garden Trellis 


Name 


















































Address 











City Zone State 




















My jobber is 
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Dramatized displays 





build floor. 
wall tile profits 





| ude 


Employee, left, shows customer wall tile samples 
mounted on a pane! on the outer wall of the firm's 
office. 


Would you like to sell more tile and other types 
of flooring? 

Are you wondering where to display samples 
effectively ? 

Then perhaps you can do it the way Lathrop 
Hardware, Inc., 20th & Lathrop, Racine, Wis., 
does it. 

Since the firm has used these dramatized dis- 
plays it has upped sales 20 percent. 

Harvey Londre, hardware division manager, 
has an open top, raised office space just back from 
the center of the first floor. On the exterior 
walls of this office booth—space wasted in many 
stores—Mr. Londre and staff have sample tile 
and other flooring jobs. 

Some of the flooring sample displays have 
borders, too. Thus the do-it-yourself customer 
can see exactly how various tiles look when laid 
in a pattern on an actual job. 

The sample floor coverings are large enough 
so the customer can visualize a larger area, such 
as his bathroom or kitchen, laid with the same 
pattern. 

Also, when an employee sells flooring materials 
he can describe the laying of the job, materials 
necessary and steps to be taken. 

Mr. Londre says that this method of selling 
is more effective than when trying to sell tile 
from open containers. 

“By showing these sectional tile jobs, it is 
easier for us to sell tile to customers. They 
seem to get confidence in their ability to do the 
job when the employee thoroughly explains how 
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it is done. This is one display that handy men 
look over carefully when their wives are shop- 
ping in housewares,’ Mr. Londre said. 

The store staff does not lay floors, 
ployees 


but em- 
are willing to spend much time with 
customers telling them how to do the job. 
Many customers come back and look at the 
same displays while doing their own floors just 
to check to see if they are doing as good a job 
as the store staff did. © End 


Old landmark 


draws steady traffic 


“Let’s go see the horsie,” is the cry echoed in homes 
for miles around Bryn Mawr Hardware, Bryn Mawr, 
Pa. 

Children in this area have a real affection for the 
seven-foot-high paper-mache horse that guards the 
entranceway to this store. It’s an old horse, for it has 
been a landmark for more than 50 years. 

It has drawn steady traffic to the store during all 
of that time. When people think of hardware in this 
suburban Philadelphia community, they think of the 
big white horse. 

Bryn Mawr’s owners take good care of the stallion. 
It is kept freshly and realistically painted. And it is 
always clothed according to the season, for neighbor- 
hood children would be disturbed to think that their 
horse might be too cold in the winter or overheated in 
the summer. 

There’s lots of transient traffic moving past the 
store on busy Lancaster Pike. The horse causes much 
of this traffic to slow down or stop completely. Often 
these transients stop to buy something. 

Not too many customers refer to the store as Bryn 
Mawr Hardware. To them, this is the store “with the 
big white horse out front.” 
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GO SALES _ 










"Guaranteed by ™ 
— Houssheoping 
2 a5 










P PRE-PACKAGED IN POLYETHYLENE 
Big 6’ x 30” rolls 


Fast-moving, All Purpose 


HOUSEHOLD MAT 


Now in 5 new decorator colors as well as popular transparent! 


Terrific seller for floor runners, carpet protectors, closet 
floors, door mats, other uses. Miracle polyethylene trims 
with scissors. Cleans with damp cloth. 


CHOICE OF TAKE-HOME PKG. OR ROLL GOODS 
NATIONALLY ADVERTISED ¢ FREE SALES AIDS 





PRE-PACKAGED, PRE- PRICED 
Big 9’ x 1134” rolls 


~“ Sales-popular Miracle Polyethylene 


SHELF LINER 


in 5 most-wanted household colors! 
Peps up sales! Comes in turquoise, pink, yellow, white 
and red. Handy 11%” width for shelves, cabinets, closets. 
It’s odorless too! 


CHOICE OF TAKE-HOME PKG. OR ROLL GOODS 
WASHABLE. WON’T FADE OR STAIN « NATIONALLY ADVERTISED 


GERING 


Tidy-Mat 


Gering Products, Inc., Kenilworth, N. J. 
Garden Hosee Sprinkler Hose « Soaker Hose « Garden Trellis « Tidy-Mat Line «Super Mat 


Pm — — —-CLIP AND MAIL NOW! = = = a om ming 




















| Gering Products, Inc., Kenilworth, N. J. H-4 " 
\ Please send me complete information and samples: | 
, [] Tidy-Mat Household Mat [) Tidy-Mat Shelf Liner , 
| Name | 
| Address l 
| City Zone State | 
! My jobber is l 





LIAR LLL TNE DLL LTO ALLIS LAA RONG 
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So you get easier 
faster sales with 






Heavy-Duty Pipe Cutters 


The instant your customers start feeding in 
this new cutter on a pipe, they feel the 
remarkable difference, the new cushioning 
effect that makes cutting much easier 
and faster. And the bigger handle 
and extra long shank (protecting 
threads on screw handle when they 
use a power drive) helps, too. 
Order your stock of RIGID 
Heavy-Duty Pipe Cutters 
from your Wholesaler today! 
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Service and full-line 
selling put power in 


appliance section 


How hardware dealer uses contracts on 
appliances to attract 200 to 300 extra 


customers into his store each month. 


Hardware dealers handle big-ticket appliances to 
build traffic for the rest of their stores. They find that 
customers attracted by appliances buy merchandise 
in other departments as well. 

“Hardware creates foot traffic for appliances,” 
says Ted Paulus, owner of Paulus’ Valley Hardware, 
Grant’s Pass, Oregon. 

“What many hardware dealers don’t realize is that 
appliances can be handled to create foot traffic for 
hardware. We have been selling appliances in volume 
since 1945, and consider appliances one of our most 
sales-productive departments. 

“We sell almost entirely on contract, of course, 
and average roughly three contracts a day. 

“We write our contracts in most cases to extend 
24 months. Since at least half of those customers 
come into the store to make their payments, I figure 
we have at least 200 to 300 appliance customers com- 
ing into our store every month to make payments. 
That’s a lot of foot traffic and benefits every other 
department.” 


Narrow store no handicap 


Mr. Paulus operates a successful appliance de- 
partment under conditions that are far from ideal. 

The store is narrow and has limited space for ap- 
pliance displays. Front-of-the-store space is only 
wide enough for wall displays on each side and one 
row of islands. 

Big-ticket displays begin just inside the front win- 
dow. Electric housewares are shown on an island 
near the front. Additional display space is used to- 
ward the rear of the store for appliances. 

Mr. Paulus believes that a dealer can do a more 
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Appliances and electric housewares get front of store 
display space. 
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effective job by handling only one major line of 
appliances. He carries the full line. 

Appliance sales are high because of the top quality 
service the firm offers. 

The service man makes calls only on the one make 
the firm sells. 

“There are so many changes in the different ap- 
pliances each year that our man would not be able 
to keep up with all of them if he wanted to,” says 
Mr. Paulus. 

“In our line, we have him go to the manufacturer’s 
school held three or four times a year in nearby 
Medford. In this way, he is able to learn virtually 
all there is to be known to service the product, and 
to be able to do a really top job.” 


TV builds store traffic 


The one-line appliance policy makes it easier to 
maintain the necessary full inventory of parts. Mr. 
Paulus estimates that he carries $2000 worth of 
parts, which gives him a complete assortment. 

Mr. Paulus does not carry his own paper, but he 
insists that the bank to whom he sells his paper, 
permit him to specify in the contract that payments 
be made to the store. He estimates that about 50 
per cent of those payments are made by the pur- 
chaser in person, the rest by mail. With those who 
pay in person, that means that the store has 24 
other chances to sell another appliance or other 
store merchandise. 

Mr. Paulus recently assumed local sponsorship of 
a nationally televised program. Television gives 
him the best direct returns of any advertising 
medium, he finds. He is enthusiastic about its re- 
sults. His advertising now runs about $400 a month. 

Paulus Valley Hardware is a Marshall-Wells as- 
sociate dealer and participates in that company’s 
promotions. When an appliance is featured in that 
program this dealer will carry that item for the pro- 
motion period only, but will not give service on it. 

© End 
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AWAD 


Yoke or Chain Vises 
,"’ to 6” capacities 
Bench, Stand, Post or Kit 


Utility makes 











Pipe Vises big sellers 


RiGeib LonGrip jaws take a firmer grip on 
pipe—and without chewing it up. Most of 
these vises have handy work-tray bases, pipe 
rests and pipe benders, doing more than merely 
holding pipe. Order a stock of these fast mov- 
ing RIfA0D vises from your Wholesaler today! 
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The Tool EVERYONE Wants! & 





yea rene nce Mmnen fF 
E Noa ait pepsi N .¥ ome y 


yoni ail chanics veal ‘ag apbyis® / | 


They all WANT and NEED 
the NEW No. 1902 


BOLT CUTTER | 
& CRIMPING TOOL 








Individually Boxed in 
Special Hang-Up Display 


Dealers’ Net, each, $2.63 





No. 1902 
Crimping Tool 
and | 
Bolt Cutter | 
in 2-color carton = 


Shears 5 sizes of machine screws 
or bolts © Cuts and strips wire 
® Crimps solderless terminals! 





Cash in = the demand for this aw Everything you need. . . beautifully 
bolt-cutting crimping tool with packaged, perfectly displayed and 
VACO’S exclusive merchandising pro- pre-priced . . . to help you profit 


. from the ever-growing solderless 
gram for the retail hardware dealer. terminal market. 








V LINE SELF-SERVICE TERMINAL DIS- 
PLAY—Steps Up Companion Sales for 
Solderless Terminals! Contains fifty 69¢ 
Paks of the 10 most popular terminal 
numbers plus 3 No. 1902 tools. Only 
$30.90 complete. No charge for display. 


JOBBER INQUIRIES INVITED! 
Write NOW for complete details to: 





VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11, Ill, | 
In Canada: Vaco Lynn Products Ltd., Montreal 1, Que. | 


104 


Stop sign sells bulbs 











Small window next to doorway re- 
minds main entrance users to bu 
lamp bulbs 


y 


A replica of a traffic police Stop 
sign attracts customers to the lamp 
bulbs displayed in a small window 
at Schiedermayer Hardware in 
Appleton, Wis. 

The display was seen by people 
going into or coming out of the 
store’s main entrance. 

The sign’s full message was, 
“Stop bulb snatching. Take home 
a bagful of G. E. bulbs today.” 


Gift-wrap instruction 
builds store traffic 

Gift wrapping service helps 
many hardware stores sell more 
giftwares to customers who want 
to give simple gifts packaged in 
attractive wrappings. 

Some dealers will go a step fur- 
ther and gift-wrap merchandise 
bought in other stores. 

A southwestern firm conducts 
gift-wrap schools in its store sev- 
eral weeks in advance of Christ- 
mus in a community center. At 
other times of the year it shows 
individual customers how to wrap 
gifts when they purchase materi- 
als at the store. 

When the owners of the store 
find new gift-wrap materials at 
gift shows they learn how to use 
them and then show their em- 
ployees how. 
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HERE’S A HOT 

PROMOTIONAL 

ITEM — New 100 
Watt Featherlight 
“Quick-Hot” Elec- 
tronic Soldering Gun 
At $5.95 suggested re- 
tail, it's the lowest priced 
soldering gun on the 
market. And from stand- 
point of compact design 
and efficient operation 
it's one of the best. 


Quick-Aol ELECTRONIC SOLDERING GUNS-STANDARD & SPECIAL PURPOSE TIPS 





#199 K 


aa ; 


xit $9.95 


lanah] | 


AND STILL CHAMPION 
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ELECTRIC POWER SAW 


OVER 200,000 ALREADY IN USE 


In the 214 years since WEN pioneered this handy power saw, a lot of new saws 
have appeared on the market. Some look a lot like it, but there’s still nothing like 
it for performance, durability and continued customer satisfaction, at or anywhere 
near the price. So Dealers are selling them by the thousands—and each sale tends 
to make new sales—both of the saws and of other tools in the WEN line. Known 
far and wide as the “Little Red Miracle Saw’’, it cuts 2x4’s in seconds—cuts 14” 
steel. Actually, it’s 8 saws in 1—cuts practically any material any shape—straight 
lines, curves, intricate designs. It’s handy, well balanced, light—only 34 Ibs, 
Contains every feature essential and practical for a saw of this type. UL approved. 
Fully guaranteed. Operates on 115 Volt, AC/DC, 


Comes with 3 blades—coarse,medium and fine. AND ONLY 29O9s LIST 


ELECTRIC SANDERS~ POLISHERS 
#288 #250 ; #202 #303 


C— a 5 


$12.95 $13.95 xit $16.95 


























xir $19.95 
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Seusational 


2-SPEED— %"" 
POWER DRILL AND 
ACCESSORIES — A 
WHOLE WORKSHOP 


1000—3000 RPM on 
110-120 V., AC/DC. 
Speed change quick, 
positive. Provides just the 
right speeds for differ- 
ent jobs and Kit provides 
right accessories for most 
drilling, buffing, grind- 
ing, polishing, etc. 


$29.95 xit*9.95 





HARDWARE AGE, APRIL 24, 


PRODUCTS, INC. 


(Export sales, Scheel International, Inc., Chicago) 


1958 


5808 NORTHWEST HIGHWAY 
CHICAGO 31, ILLINOIS 



























One of the greatest advances in 
emmy = Modern Packaging 


CREWS BOLTS BUTS 








Be sure to display... 


stock. shop 


BRILLIANT y 
NEW BOX! 


You HAVE to sell screws — so 
why not use this high-profit, 
low-selling-cost method? Self- 
service merchandiser makes it 
easy for the customers to buy. 
Generous quantities in one-price 
clear-plastic boxes give the 
buyer more for HIS money, too. 
Everybody wins! 
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ELCO ‘n> SCREW CORP. 


1800 BROADWAY, ROCKFORD, ILE. 










































Four cutlery trays show 
wide variety at doorway 








Four panels feature pocket and table 
cutlery next to a heavy-trattic door- 
way. 


Small cutlery display cases on a 
narrow wall near a door to an ad- 
jacent office building, help Urich 
Hardware, Milwaukee, get more 
sales on this merchandise. 

The four cases, 2 ft wide, 14 in. 
high, are attached to the wall with 
screws. 

The lower cases have glass 
covers, that can be lifted from 
the bottom. 

The two top cases are open 
faced. 

Pilferage loses are slight, for 
two hands must be used to open 
the lower cases and the manned 
check out counter is five feet 
distant. 


HARDWARE HUMOR 


\( 











“Well yes, they are called bombs; 
but you don't drop them on the 
insect . 
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from a Master Mariner’s 
determination to Stop Rust! 





Rust-Oleum was developed by a Master Mariner under the actual rust- 
producing conditions of the sea! It’s not an oil, not a grease, not a paint 
—but a colorful protective coating that STOPS RUST and beautifies as 
it protects ! 

Here is a new merchandising concept that’s sweeping the country— 
city-after-city! We've literally lifted rust prevention “by the bootstraps” 
and created a BIG, PROFITABLE RUST-STOPPING BUSINESS FOR 
YOU! Dramatic television advertising, powerful newspaper promotion, 
billboards, and radio combine to bring Rust-Oleum buying customers into 
your store! They demand the only 
ett one of its kind—Rust-Oleum, with 
: the specially-processed fish oil 
vehicle! 

We're in many cities now, includ- 
ing New York, Chicago, Cleveland, 
Los Angeles, and many others— 





however, if we're not in your area, 
check with your favorite distribu- 
tor! Rust-Oleum will be in all cities 


“See 






Apply Rust-Oleum Damp-Proof Red 


Primer directly over sound rusted —VERY SOON! For complete This “Silent Salesman” moves 
metal. Follow up with desired information on a profitable R | ; , 
Rust-Oleum finish colors, on metal d , ust-Oleum at a high volume! 
furniture, fixtures, pipes, railings, im- Rust -Oleum ealership, attach the Colorful, compacl, all-metal 


plements, toys, tanks, machinery, ete. © coupon to your letterhead! display. 












~~ ATTACH COUPON TO YOUR LETTERHEAD- ——~—, 


Rust-Oleum Corporation 
2727 Oakton St., Evanston, Iil. 7 
Gentlemen: Please send me complete details 
on a profitable Rust-Oleum dealership. My 
distributor's name is 













Nationally ad- 
vertised in Sat- 
urday Evening 
Post, Time, and 
Newsweek | 
















Distinctive as 
your own finger- 
print. Accept no 
substitute, 





erent eet eee 
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Do it with Lowe Brothers! Colorful “picture” packages give Lowe paints a new kind of sales 


appeal wherever stocked or displayed. Point-of-sale materials to give you strong local tie-in to 


Lowe national advertising. More dealer benefits than we can list here. Give your Lowe distrib- 
utor a call to get the full story, or write THE 


LOwE BrotTHErs ComMPANY, Dayton 2, Ohio Lo WE BROTHER 


aa NATIONAL = em. ieee =MERCHANDISING 
ootevert ) ADVERTISING FF. o ee AIDS 


oe He 
DISPLAY 
MATERIALS 
STORE 
IDENTIFICATION 
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(Continued from page 10) 


You may be in a metropolitan 
area by government standards 


Do you consider your store to be 
located in a metropolitan area? 

Even though you may not, the 
government may. Here’s why: 

Under revised definitions, the 
government considers these as met- 
ropolitan areas: 

Any county or counties with at 
least one city having a population 
of 50,000 or more. 

Any county or counties having 
two adjacent cities with a combined 
population of 50,000 or more al- 
though neither city alone has a 
population of 50,000. 

Counties where three-fourths of 
the labor force is engaged in non- 
agricultural work. 


FHA actions expected to spur 
home repairs and remodeling 

Recent actions by the govern- 
ment should help you sell more 
goods for the home remodeling and 
repair market. 

The Federal Housing Adminis- 
tration has reduced its insurance 
premium charge to lenders on home 
repair and modernization loans. 
This is the premium the lender 
pays for insurance on such loans. 

FHA also extended the period on 
which it will pay interest on loans 
in default. 

These two moves are expected to 
make more money available to 
homeowners for their fix-up and 
modernization work. 


500,000 Ib of Chinese bristle 
to be released by government 


Another 500,000 lb of Chinese 
hog bristle in the government 
stockpile is being made available 
for civilian use. 

The General Services Adminis- 
{ration will auction off the bristle 
in New York on April 28. This will 
be the sixth offering of the bristle 
since it was declared surplus in 
1955. 

(Resume reading on page 11) 
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Scud - Maes now mounted 
on “tell and sell’’ cards 


Stanley Screw-Mates, the popular 4-in-1 tools that make perfect 
screw driving easy, are now individually mounted on “tell and sell” 
cards. Six of a size are packed in the handy counter merchandiser 
shown above. 


S TANLE 7 


Screws -Wlate 
COUNTERB ORE 






DRULS RIGHT SIZE HOLE 
PREVENTS WOOD SPLITTING 
SAVES TIME AND EFFORT 
HAS 1A" SHANK 





m" 


CUT CLEAN STRAIGHT 
PLUGS.. CHAM 









No.1525 1° x #6 FERED ENDS 
STANLEY TOOLS $1.50 


No. 1525 Wood Drill and Countersink in 22 sizes 

@ 75¢ each and 2 larger sizes @ $1.25 each 
No. 1524 Counterbore in 10 sizes @ $1.25 each 
No. 1523 Plug Cutter in 3 sizes @ $1.50 each 


All cards are punched to hang on peg board. Back of 1525 and 1524 
cards lists sizes of all three types Screw-Mates available. Stock and sell 
them all. Stanley Tools, Division of The Stanley Works, New Britain, 
Connecticut. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + builders, industrial and drapery hardware - door controls » aluminum windows + stampings « springs 
+ Coatings + strip steel - steel strapping —made in 24 plants in the United States, Canada, England and Germany. 
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THE DEMAND 
Grows 
For 





CARRIAGE 
CLAMPS! 





rs 


*TWO FINISHES 


Bright Nickel—1"', 2°", 22"*, 3° 
Notural—4"", 5°", 6°", 8°". 





B&C deeper-than-usual-throat-depth, 
dependability and low price is 
boosting clamp profits for B&C 
dealers. Customers find they handle 
the toughest clamping jobs better— 
safer! To build your clamp profits, 


stock and sell B&C. 
V Heat treated for extra rigidity. 


V Screws aligned for accurate 
seating. 


V Sliding vise-type handles and 
action-free swivel caps permit 
maximum pressure. 





Convention Calendar 





conventions shows conferences 








Convention Check List 





For complete details about the conventions and shows listed below, see the 
alphabetical listing starting on page 116, April 10 issue. The next 
complete listing will be in the May 8 issue. 


1958 27-30 Associated Fishing Tackle Mfrs. 
Trade Show, Chicago 
May 27-31 National Retail Hardware Assn. 
Congress, Chicago 
28-30 Our Own Hardware Co., Sum- 
mer Convention & Stockholders 
Meeting, Minneapolis 


18-19 Southwest Hardware Co. Mer- 
chandise Show, Norwalk, Calif. 

26-28 Triple Industrial Supply Conven- 
tion, New York 


June 


August 
8-10 Ace Hardware Corp. Summer 3-6 West Coast Housewares Show, 
Convention & Toy Show, Chi- : 
San Francisco 
cago 
12-14 Texas Wholesale Hardware 
Assn. & Texas Hardware Boost- September 


ers Club, Galveston 7-10 Mid-West Hardware & House- 


wares Show, Chicago 

July 8-9 Walter H. Allen Co., Inc., An- 

7-11 National Housewares Exhibit, nual Stockholders’ Meeting & 
Atlantic City Merchandise Show, Dallas 


For complete details about conventions and shows listed above, see the April 10 
issue of Hardware Age. 

















10 STYLES IN OPEN STOCK 


No. ' List* No. Cap. List* 
141 ee 28 | 145 5” 2.20 
142 z 38 146 6" 2.50 
142'/2 2'/,"" 74 148 8" 3.74 
143 3" 80 | 2414.0. I" 44 
144 2» 1.62 | 242H.D. 2°’ .60 


*SUGGESTED LIST PRICE ONLY 
H.D.—Heavy Duty. 








Write for Catalog 
See Your Jobber 





THE 


BRINK & COTTON 


MFG. CO. 
33 POLAND STREET + BRIDGEPORT, CONN. 
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(Advertisement) 













FULLER PROVES THAT 
DYNAMIC MERCHANDISING 
AND EXCEPTIONAL VALUES 
SELL MORE HAND TOOLS 


Sales of Fuller Tool Company, Remember, aggressive merchan- 
Inc., for the first three months dising is resulting in more tool 
of 1958 are 25% over the same sales. FULLER merchandising 
period in 1957. and good values will work for 
Why? Because aggressive mer- your Company. 

chandising and sensible RETAIL 
prices put hand tool users in a 
buying mood. If you are one of 
the 223 FULLER Mutual Coopera- 


























If you are interested in the 
FULLER MUTUAL COOPERATION 
FRANCHISE, drop us a line and 









tion FRANCHISE JOBBERS, your 
sales of Fuller Tools are ahead 
of 1957. If you are not a FULLER 
MUTUAL COOPERATION FRANCHISE 
JOBBER, you are missing out. 





we will have one of our factory 
men visit with you and give you 
the complete story. Fuller Tool 
Company, Inc., 3522 Webster 
Av., New York 67. 
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GET READY FOR 


REAL 


ACTION! Le 


MILLERS FALLS UNIVERSAL 
ATTACHMENTS FOR ‘4” DRILLS 


Men who own |4-inch power drills are active men. That’s why there 
are millions of active prospects for these versatile Millers Falls attach- 
ments, which fit any 14-inch drill. Each top-quality tool is packaged 
in its own display unit — easy to set up, designed to attract attention 
and create sales. The prices are right, too! So, get ready for real action 
when you stock Millers Falls complete line of fast-selling drill attach- 


ments. 





JIG SAW 


Saws wood and metal. 
Cuts its own starting 
hole in wood. Air blast 
clears sawdust and chips. 
Only 3 moving parts, 
self-lubricating bear- 
ings. Complete with 4 
blades. 


No. 2140.. List *11°5 


jiltni 
bY 
; ‘ 


___RIGHT ANGLE DRIVES 


Allow any 4” drill to 
be used in close quar- 
ters. Reversible side 
handle. Steel gears. Life- 
time lubrication. Oilite 
bearings. Models for 
short and long spindles. 
No. 2130 and 

No. 2135...LIst *5°5° 





HEDGE 
TRIMMER 


12” blade with 16 self- 
sharpening teeth. 2 to | 
gear reduction. Guaran- 
teed long life, simple 
design and oil-impreg- 
nated bronze bearings. 
Unique self-display 
package. 


No. 2150.. List *14:95 


ORBITAL 
SANDER 


Sands with or across 
grain without marking. 
Gets flush into corners. 
Two comfortable han- 
dles. Shoe pad is sponge 
rubber ... sands either 
wet or dry. Weighs only 
21% Ibs. 


No. 2160..LIst *15-%5 





poly MILLERS FALLS 


twice drill speed. Com- = — waa’ TO © is 
plete with 5” rubber = oe. ae Ss | 
pad, two 5” sanding ~~ a = ‘Lecresa(2twe ; 
discs and 5” lamb’s wool a Py . SINCE 

bonnet. 100° angle drive i es he 

keeps drill and cord Re. 1868 ® 


clear of flat work. 


$9.30 
No. 2120... LIST 9 Write today for complete catalog on “Dyno-Mite’ Power Tools. 


MILLERS FALLS COMPANY 
Dept. HA-30, Greenfield, Mass. 
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NEW! 


FLEURETTE 
DINNERWARE 


New Anchor Hocking Fleurette Dinnerware is just 
right for your operation. It’s styled and priced 

for quick turnover. And with about a 50% markup, 
you'll make a high profit with each sale! 


Your customers will like this new white dinnerware 
with its distinctive floral pattern in delicate 

red, yellow and brown tones. It has the same qualities 
as other advertised Anchorglass Dinnerware. 

It won’t crack or stain. Piping hot foods won’t affect 
it. It washes easier and cleaner than any 

other type of dinnerware and is unharmed by the 
strongest commercial detergents. 


New Fleurette Dinnerware is just one of many 
Anchorglass lines specially suited to your stores. 
Order it now from your jobber. If he does not have 
it yet, be sure to write us direct. 


Now...more than ever... 


ANCHORGLASS 


makes you money...makes you friends 


ANCHOR HOCKING GLASS CORPORATION 
LANCASTER, OHIO 
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New Anchorglass Fleurette Dinnerware is 
available in the following open stock and sets: 


APPROX. wT. 
RETAIL CTN. CTN. 





Cup W4679/58 $.15 ’ 23# 
Saucer W 4629/58 15 27# 
Dessert W 4674/58 15 22* 


Bread and 
Butter Plate W4637/58 19 


Salad Plate W 4638/58 .25 
Soup Plate W 4667/58 25 
Dinner Plate W4641/58 .29 
Vegetable Bow! W4678/58 39 
Platter W 4647/58 59 
Sugar & Cover W4653/58 .25 
Creamer W 4654/58 .20 
16 pe. Set W 4600/4 3.00 
19 pe. Set W4600/1 

35 pe. Set W 4600/2 

53 pc. Set W 4600/3 
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WHAT’S NEW 








(Continued from page 15) 


cutting asphalt tile and for putty 
removal. It has spark lighter for 
instant lighting. Total value 
$11.95, but offered to be sold at 
$8.88 as an introductory price. One 
torch will be received free by dealer 
ordering six of these sets by May 


ol. Turner Brass Works. 
For more data circle No. 14 on postcard, p. 117 


A carpenter's hatchet 


Carpenters and do-it-yourselfers 
will want this one-piece unbreak- 
able carpenter’s hatchet with viny]l- 
nylon everlasting cushion grip. It 
is made of one piece of finest tool 
and has perfect balance and grip. 
Furnished in polished steel or 
painted finish. No. 1, 3% in. edge, 





list $5.90. No. 2, 3% in. edge, list 
$6.25. Estwing Mfg. Co. 


For more data circle No. 15 on postcard, p. 117 


Hand-polished hinge line 

Here’s part of the line of hand 
polished hinges in all functions re- 
cently added to the Star line. This 
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and other items in the line are 
packaged in bulk, plastic envelope 
and skin packaged on a card. Star 
Metal Products Co. 


For more data circle No. 16 on postcard, p. 117 


15-in. drill presses 


Light industries and homework- 
shop fans will want this 15-in. drill 
press which can also be used for 
routing, shaping, planing, sanding. 
It has motor pulley, belt, 114-in. 
key-type chuck and motor mount 





to accommodate up to %4-h.p. mo- 
tor. The 8% x 9Q-in. precision 
ground table has four’ sizable 
mounting slots and special clamp- 
ing edge. Toolkraft Corp. 


For more data circle No. 17 on postcard, p. 117 


Automatic waxer, polisher 


Customers who want a combina- 
tion waxer and polisher will want 





the Quickie automatic waxer and 
polisher. It has sponge wax appli- 
cator and lamb’s wool buffer on 
universal swivel-action head. Hol- 
low aluminum handle has remov- 





able end cap for leak-proof wax 
container. Barrel holds 12 oz sup- 
ply. Wax-Miser dispenser controls 
wax flow. Quickie Mfg. Corp. 


For more data circle No. 18 on postcard, p. 117 


Power cultivator tool 


Home garden fans, commercial 
nurseries and truck gardeners will 





want the Roto-Hoe Hummin’ Bird 
with 2% hp modular power unit. 
Attachments are twin-cutter, 22- 
in., self-propelled rotary mower and 
geared-head, low-speed edger. 
Roto-Hoe & Sprayer Co. 


For more data circle No. 19 on postcard, p. 117 


Packaged hex head bolts 


A complete line of hex head bolts 
is offered with or without hex nuts, 





in standard packages or in bulk. 
They are available immediately in 
a complete range of sizes. Clark 
Bros. Bolt Co. 


For more data circle No. 20 on postcard, p. 117 


Fiberglass repair kit 


Homeowners, boatmen, automo- 
bile mechanics and shop owners will 
want the Duro Epoxe Fiberglas Kit 
for repairing rusted-out holes in 
ear bodies, gutters, and down- 
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book for 
paint 
retailers 


Here’s an exciting new 68-page 
book ...an on-the-job pocket- 
book . . . small enough to slip 
into your pocket... big enough 
to answer almost every question 
you have about paints... 
colors... FHA terms... how 
to paint various surfaces. 

Contains dozens of tables and 
estimating shortcuts to save 
your time . . . increase your 
profits. You'll find more than 
200 helpful definitions in the 
paint dictionary alone. 

Like the Positive Selling Pro- 
gram for Painting-Contractors, 
POL-MER-IK PAINT POINTERS 
was prepared with the coopera- 
tion of the Painting and Decor- 
ating Contractors of America 
and other painting experts. 








You'll like it because it is a 
practical, money making book. 


FREE TO Sol nor-ite 
LINSEED OIL DEALERS 


Paint Pointers has been pre- 
pared especially for those con- 
tractors using Pol-mer-ik Lin- 
seed Oil and for retailers selling 
it. You can have a copy by just 
mailing us a cap from any POL- 
MER-IK can or the word ‘‘Archer’’ 
from a shipping carton. Send 
with the coupon below and in 
a few days you'll receive PoL- 
MER-IK PAINT POINTERS, Amer- 
ica’s most complete pocket 
reference for paint dealers. 

If you don’t sell Pol-mer-ik, 
send 25¢ and the coupon for 
your copy of PAINT POINTERS. 








WAP TH IS TOR UNsEED of 


- — 


for this fact-packed packetbook 
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farcher- 
mM aniels- 


Miidiand 


0 Please send me a copy of PAINT 
POINTERS. I am enclosing a 
cap from the Pol-mer-ik can or 
the word Archer from a Pol-mer- 
ik carton. 


© Please send me a copy of PAINT 
POINTERS. I am enclosing 25¢. 


NAME 


700 Investors Building, 
Minneapolis, Minn. 








ADDRESS 





CITY. 
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WHAT’S NEW 








“ORD 
4 £¢ pOX-E | 





spouts. Can be used to repair wood 
and metal boats. Kit includes Duro 
Plastic Glass for making special 
putty with epoxe resin for use on 
most surfaces, two sheets Pliofilm, 
cloth, hardener and two spatulas. 
Two sizes, list $2.25 and $5.95. 
Woodhil Chemical Sales Corp. 


For more data circle No. 21 on postcard, p. 117 


Polyethylene double bucket 
Homeowners will want this Wash 
"N Rinse double bucket 9°94 x 12% 
x 12% in., offered in red, yellow 
and turquoise. 


Center partition 



















divides bucket into two 7-qt com- 
partments. List $3.98. Federal 
Tool Corp. 


For more data circle No. 22 on postcard, p. 117 


Sharp, easy-driving nails 
Chem-Clean nails are made 
cleaner, sharper and easier to drive 
by a special manufacturing proc- 
ess. The nails also have better 
holding power. Triple washing in a 


116 


chemical solution completely re- 
moves film and grease from the 
nails and gives them a sharper 
point. The full Northwestern line 
is available Chem-Cleaned at no 
extra charge. Northwestern Steel 
& Wire Co. 


For more data circle No. 23 on postcard, p. 117 


Slender Cremone bolts 


Customers who want slender, 


contemporary design Cremone bolts 
to suit narrow wood or metal stiles 
will want the Adams-Rite type 
Concealed guide elimi- 
unsightly 


444, 445. 


nates straps and pre- 





vents surface scratches. Safe Pad- 
lock & Hardware Co. 


For more data circle No. 24 on postcard, p. 117 


Large scalloping shears 

Home makers and seamstresses 
who want large scalloping shears 
will want the 9-in. long Skalloping 
Shears with scallop 5/16 in. wide 
or 25 percent larger than 7'%-in. 
shears introduced last year. S-N 9 
cuts precise scallop in felt, plastic 
place mats, crepe paper, shelving, 












chintz, suede, wool, etc. Nickel- 
plated blades, navy blue handles. 
List $8.50. J. Wiss & Sons Co. 


For more data circle No. 25 on postcard, p. 117 


Light spinning reel 
Anglers who want a spinning reel 
for light, fresh-water spin fishing 





will want this Garcia Mitchell cap 
spinning model with Planamatic 
gears for cross and level-wind. It 
has wide range smooth drag, is 
lightweight, has one-spot gear lu- 
brication and balanced spool. 
Spools of different line capacities 
can be changed in seconds. List 
$17.95. Garcia Corp. 


For more data circle No. 26 on postcard, p. 117 


Wire utility baskets 
Homemakers and _. professional 
chefs will want the Mouli folding 














wire utility basket. It can be used 
as a vegetable washer, steam 
cooker, fruit basket, refrigerator 
storer, vegetable drain, desk bas- 
ket, deep fryer or planter. This 
stain and corrosion-resistant item 
is offered in three grades listing 
at $1.49, $1.69 and $2.29. Display 
card with order for 12. Mouli Mfg. 
Corp. 

For more data circle No. 27 on postcard, p. 117 


(Continued on page 120) 
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Be sure to write name 


and address on post card. 
Please use this P. O. 


Box Address for Quick 
Check Cards Only 

















































































CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
~ get you all the information you need, quickly. 





FIRST CLASS 
PERMIT NO. 3% 


New York N. Y 








BUSINESS REPLY CARD 


No postege necessary if mailed in the United States 





POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 4/24/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 a fa 12 8613 14 «615 
eo wf FP 2 a i 2 Be ae ae: ae a. 6S 
in foe fee ee ee ee ee ee ee 
4 47 @ 4 SO SI ie ee ee ee eee ee 
61 ee Se ee ee 72 3 7 7 
ae fe oe a a2 8 8&6 S&S 6 FF 8 8 
tn BS ewe BS Tr we we we ee lCUee le CUS lh 











eeeoeeeeeeeevneeeeeoeeeeeeeeeee eee eeeeeeeeaeet tee eee eeneeeeeeeeee eee eeeees 


*weeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee ee ee eeeeeeees 


Postcord valid & weeks only. After that use own letterhead fully describing Item wanted. 


Please send me further information on the WHAT'S NEW items, code numbers 
tor which | have circled below. 


























HAART 


Here is Your Quick Check Card |/||||)| 
What it is... How it works | 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 

















@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


@ | 
| A big help for busy deal- 


ers. Use this card for free 





ca 
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FIRST CLASS 
PERMIT NO. 36 


New York, N. Y. 








BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 










































































POSTAGE WILL BE PAID 8Y 


use this P. O. 


Please 

































HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 








, Box Address for Quick 
| Check Cards Only 
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HATING 
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CABINET 
WARE 








“th 

















’ | 
Bring beauty and modern i. 
My . eee 
efficiency to the kitchen BS 
+} 
The practical homemaker thrills at the ease with which 5 
cabinet doors operate with fingertip control. Ample 
cabinet and drawer space saves time and precious steps Se | Ne 461D% 


in the daily kitchen routine. 


Semi-Concealed Hinges 


A place for everything and everything in its proper place 
is housekeeping at its best. The beauty of the lustrous 
finishes on the hardware reflects a sparkle of cleanliness. 
Installation and operation are quite simple. Your trade 
will appreciate all of these features. 













No. 712 S| 
Magnetic Catch 









SESS “Re. , Ce 
% So Meee 25 


PS — * 
Bite 





his No. 216 memieke ern Sermenee ees’ 
No. 144 Cup Pull No. 142 Cup Pull Round Knob Pull No. 141 Flush Pull 
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You 





HAVE — 










NAME... 


OF COURSE! 


And we have a good name, too! 


POLYETHYLENE 
PLASTIC PIPE 





now comes to you with a permanently 
impressed brand not only on NSF pipe, 
‘Thrift-Line’’ 


but on our Wherever 


SOUTHWESTERN POLYETHYLENE 


too! 


is used it can be quickly and positively 





identified because SOUTHWESTERN 'S 


name won't rub off. 





Tested and proven in thousands of appli- 
cations, SOUTHWESTERN '’'S POLYE- 
THYLENE PLASTIC PIPE merits your 


confidence when it is sold to your trade. 


SEND THE COUPON TODAY 
FOR ADDITIONAL INFORMATION 














STATE 








§ Wy Mail Today! | 
| f w " Gentlemen | 
S) Please send me additional information | 
| ‘ | Please have APPLICATION ENGINEER call. | 
| NAME | 
| Position | 
| ADDRESS | 
| | 
| 





“Use Southwestern. 


Southwestern 


MANUFACTURED x f; 


ad OO | OE od | od — OF OP 


P.O. Box 117 * Mineral Welis, Texas 








Phone FA 85-3344 
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WHAT'S NEW 





(Continued from page 116) 


Self-propelled rotary mower 


Customers with large lawns will 
want the Jacobsen 24-in. power 





propelled heavy-duty rotary lawn 
mower 40A with 4 hp engine with 
recoil starter. Features include au- 
tomotive type disk clutches on both 
rear wheels, convenient hand con- 
trols, large built-in muffler, re- 
cessed wheels for close trimming. 
List $375. Riding sulky extra. 
Jacobsen Mfg. Co. 


For more data circle No. 28 on postcard, p. 117 


A chemical bug killer 


Hot Shot Bug Killer will be 
wanted by homeowners, farmers 
and others to kill waterbugs, 
roaches, silverfish, carpet beetles, 


peel ice $< 
oS mene Se 


& <n ten 





flies and mosquitoes. Packed in 
quart and pint green bottles with 
spray fitment. Also packaged in 
14 oz pressurized bombs. Amsco 
Chemical Co. 


For more data circle No. 29 on postcard, p. 117 


36-in. industrial type fan 


This heavy-duty industrial type 
fan is belt driven by a % hp two- 











ee 
Socnpegpcnaanees ” r ee 
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ONE PIECE 


DIE CAST 


ez GUP HOOKS 


a 7 agirege colors, 
es sizes. 5-to-a-card or 


UTILITY HOOKS 


Handy self-screw all purpose 
hook in bright plated finishes. 
2-to-a-card or 
in boxes of 50. 





GRIES 





Nickel! and _— 








cs B 








< Gries 


3 | COAT HOOKS 


Nickel, 
lridite 


Lacquered Brass, 
Chrome or Bright 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


om WING NUTS 


Bright rustproof finish . 

4 popular sizes. . boxed 
in an attractive ‘counter 
display. Also available in 
bulk or packaged 100-to- 





a-box in a com- 
plete range of 
thread sizes. 


|= GAP NUTS 


Attractively finished and packed 
in a self-selling counter display 
assortment in 4 popular 
sizes. Also available in bulk 
or in boxes of 100 in alli 
thread sizes. 


Jobbers: Write now for prices and 
catalog sheets on GRC's full line of money-making 
hordware items, including DRAPERY RINGS, SCREEN 
& WINDOW HARDWARE, DRAIN COCK KEYS. 

Dealers: See your jobber salesman for immediate 
delivery on these and other 
GRC hardware items. 














ey World's foremost producer of small die castings 


es 161 Beechwood Ave., New Rochelle, N. Y. 
_, NEw Rechelle 3-8600 


HARDWARE AGE, APRIL 24, 1958 


























Make 10% more on this special deal: 


FANOUS DISSTON RAKES 
in fast-selling 18-Rake Lots! 


Wy 
WW 





Never before 
» has DISSTON 
“ay offered sucha 
- deal on rakes! 


Six: D-18A Spring Action Rakes. 18 tem- 
pered steel tines. Ram’s horn spring design. 
Sure-grip ferrule. Lightweight. Snagless 
sweeping. 






Six: No. 12 Lawn Pride Rakes. 18 tempered 
steel tines. Rugged, lightweight, inexpensive. 
Straight-line design gives clean sweep action. 
YOU'LL MAKE 
BIGGER PROFITS 


...if you act now on this special discount 





For two months only, 
you'll get a big 10% 
discount on orders for 
famous Disston rakes 
in 18-rake sets. Each 
rake is a fast-selling 








profit item in itself. Here’s what each set 
consists of: 


Six: D-24B Spring Action Rakes. 24 tem- 
pered steel tines. Ram’s horn steel spring 
gives energy-saving spring action. Patented 
ferrule won't wiggle or work loose. Best- 


offer. Order as many sets—in multiples of 
18—as you like. Naturally, you can always 
order individual rake models in any amount 
at the regular price. But don’t miss this op- 
portunity to increase profits. And hurry... 
all special offer discount orders must be in 


Disston’s Philadelphia office on or before 
June 30. 





seller among rakes. 
Write to H. K. Porter Company, inc. 


OROER TOOAY wiscnscrenssomeamystne 
H.K. PORTER COMPANY, INC. 


Listas CoV lnm 
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Mr. Wholesaler 


A Sure Way to Increase Profit 
on Industrial Hardware 





Not this way 


THIS WAY 


a 





Buying from 10 
sources means seeing 
10 salesmen 


Buy from 1 source 
that offers a complete 
line. See 1 salesman 


1 invoice, 
1/10 as much 





10 times as many 
invoices, typing, 


bookkeeping, typing, 

telephoning, bookkeeping, 

telegraphing, telephoning, 
trouble. 1/10 as much trouble. 


This is the 
Practical Way 


Why try it the 
Hard Way 


We would like to show you how concentrating on dependable 


WC and Anchor Brand Hardware will pay off in several ways 























NORTH & JUDD 


Manufacturing Company 
New Britain, Connecticut 
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WHAT'S NEW 








speed Dayton capacitor motor. 
Steel frame and closely woven wire 
guard on both sides protects fan 
blade. Mounted on rubber wheels 
it is finished in gray enamel and 
has dark red enamel blades. List 
$125. Dayton Electric Mfg. Co. 


For more data circle No. 30 on postcard, p. 117 


Sliding door lock line 
Homeowners and carpenters will 
want the Kwikset sliding door locks 
finished in brass, bronze, chrome, 
or aluminum to blend with any 





decor. Preassembled for simplified 
installation. Line includes passage 
lock for doors not requiring lock- 
ing, privacy lock with turn button 
on one side, emergency release on 
other models. Kwikset Locks, Inc. 


For more data circle No. 31 on postcard, p. 117 


10-ft engineer pocket tape 

The E110W, 10-ft Engineers 
pocket tape features heavy chrome 
plated case, jet-black markings, 
graduations on white background. 
One side marked in 10ths and 
100ths of a foot, the other in inches 
and eighths. Packed in individual 
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ONE SALE JOINS ANOTHER 


...-WITH ACME STEEL CORRUGATED 
FASTENERS— Capitalize on the traffic building 
sales of Acme Steel Corrugated Fasteners. In a hard- 
ware store, more than any place else, one thing leads 
to another. By placing several cartons at different points 
in your store, you can call attention to allied items all 
the year around. Place cartons near your displays of 
hammer and tools, paint and sundries, garden tools and 
supplies, builder’s hardware and fasteners, or in any 
department of your store, and watch your tie-in sales 
go up. Acme Steel Corrugated Fasteners sell themselves 
and many allied hardware items, too! 

Read the chart and order your supply now! See your 


CORRUGATED FASTENERS 


HARDWARE AGE, APRIL 24, 1958 


jobber or write to: Dept. HAC-38, Acme Steel Products 
Division, Acme Steel Company, Chicago 27, Illinois. 
In Canada, Acme Steel Company of Canada, Ltd., 743 
Warden Avenue, Toronto 13, Ontario. 


Number per box 








Fastener Depth , — ; 
Za" 100 100 ost 
7" 100 50 or 100 100 
72" 100 50 or 100 100 
7a" 100 50 or 100 100 
Za - 100 an 














(5 corrugations approximate 1”) 
Corrugated Fasteners are also packed in bulk, 500 to a carton 
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. . . there's nothing just like X-l-M FLASH 
BOND to make paint adhere fimly and longer 
to almost any type of surface. Yes... 


USING 





Yurd 


FIRST 
MAKES PAINT LAST 


@NO SANDING REQUIRED. It saves 
sanding and tacking off time between the 
primer coat and finish coat. 


@ ACTS AS A RUST INHIBITOR. When 
applied over slightly rusted surfaces or 
where loose rust has been removed it 
stops progressive action of rust. 


@iIMPARTS FLEXIBILITY TO FINISH 
COATS. Resists damage to finish due to 
weather changes. Helps to resist dulling, 
chipping, peeling, flaking. 


>. ———) 








WHAT'S NEW 








YOU CAN CONFIDENTLY RECOMMEND X-I-M FLASH BOND! 


It is not ‘just another primer’’ . it's in a class by itself, has been for 
more than 20 years. Next time any customer asks you for something that 
will make paint ‘‘stick,"’ will stop peeling, popping, blistering . . . confi- 
dently recommend X-i-M FLASH BOND. Ask about our Special Dealer 
Assortment and Sales Helps. 





5107 LAKESIDE AVE 


CLEVELAND 14, OHIO 


H. FORSBERG COMPANY 


















items, We Wr CBT 


say dealers from coast to coast 


ARE YOU GETTING YOUR FAIR SHARE 
of extra-profit sponge and chamois business? You can’t get extra 
profits if you’re carrying only part of a line. Save overhead expenses 
by making out one purchase order and paying one bill for all of your 
requirements of cellulose sponges, sponge cloth, ocean sponges, 
cleaning cloths, imported and domestic chamois. 


@ SUPER-CEL SPONGES 
Exclusive oval shape plus regular shape. Also 
Handi-Grip. Available in all sizes, all colors. 

@ AMSCO SPONGE CLOTH 
Exclusive self-rinsing cellulose sponge in cloth 
form. 4 fast selling colors. 

@ MERMAID OCEAN SPONGES 
World’s finest, most complete selection. Specially 
packed, carefully selected. All grades and sizes. 


1 CAOTESCT SELLING 
al si 


— 

+ pact | cee 
t —" F 

Bonen CLOTH 9 #8 








‘ 


| CBONct Ml 
cio 









ne 





wee Mat ads) @ AMSCO CHAMOIS 
FREE Cards, Soft, absorbent, long-wearing, individually wrapped. 


Displey 100% Oil-Tanned. Satisfaction Guaranteed! 


sree @ DUET CLEANING CLOTH 
Racks: Super-absorbent—holds 3 times its own weight. 
CAN’T unravel. Double-strong. 


When in New York visit our new AMSCO building. 


AMERICAN SPONGE & CHAMOIS CO., INC 
47-00 34th St © Long Island City 1, N Y “i 


Sales Offices in: Baltimore « Boston « Chicage « 
Detroit « Les Angeles « St. Lovis « San Francisco 


fad ESTABLISHED IN 1869 
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plastic boxes. Retail $1.98, replace- 
ment blades $1. Packed six in 
three-color counter display. Evans 
Rule Co. 


For more data circle No. 32 on postcard, p. 117 


Quick-change paint roller 


Professional painters and home 
owners will want the Jiffy Changer, 


= 
~~, 


all 
nme 
-_ 
a oo 
a eel 
a 











paint rollers which can be quickly 
changed from *%-in. pile cover used 
for flat and semi-gloss paints to 
thicker pile covers. Roller held in 
place by spring tension from 
horizontal base of rod. End lock 
quickly opened or closed. Thomas 
Products Co. 


For more data circle No. 33 on postcard, p. 117 


Marine finishing line 


Both fresh and saltwater boat- 
ing fans will want this Marine 
Finishes line which includes 14 
shades of hull, deck and topside 
paints; anti-fouling bottom paints, 
and marine spar varnish. Hull, 
deck, and topside paint is easily 
washed, resists fumes and gasoline. 
Anti-fouling paint resists fouling 
and protects against barnacles, 
etc., and is offered in three colors. 
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Packed with 
Profits ... 


od 


Fast turnover 
with the home repair 
‘e} mele lO lonamaat-aamap 4—1— 
eo} m@-tondior-tih am-tab acaliare 


Plastic 
Creel 



















Display offered with 54 quarts, 54 
pints of marine finishes. Lowe | 


Bros. Co. 


For more data circle No. 34 on postcard, p. 117 


‘| Christmas wrap papers | 

KVP gift wrapping papers will | 
appeal to customers of all ages. Six 
| gravure-printed designs are put up| 
'in single rolls or in 3-roll units of | 











COLUMBIA 


Packaged Spring 
Weatherstripping 
by NATIONAL 


Now available in both 
Aluminum and Bronze! 





For years Columbia Spring Bronze 
has been a fast-moving item. Now 
—you can also offer your customers 
this high-quality, easy-to-install 
weatherstripping in special alumi- 
num alloy. 

Furnished prepunched and with 
an ample supply of nails, Columbia 
Spring Weatherstripping can be 
quickly installed by anyone with 





assorted designs. List prices are 
98¢ and $1.39. Packed in window | 


only a hammer and scissors. It’s 
available in either 17’ packages or 
100’ rolls, with installation instruc- 
tions included. If your jobber can’t 


boxes with single roll boxes having | 
cutter edge. KVP-Harvey paper is | 
a 3-roll unit assortment of larger | 








KVP Co. | 


| rolls retailing at $1.98. 


| For more data circle No. 35 on postcard, p. 117 | 





supply you, write us. 















COMPLETE LINE OF NA- | 
: TIONAL. AND COLUMBIA | Transparent fishing bait | 


WEATHERSTRIPPING @ . , 
Anglers will want the Garcia 


> “TRIPL-TITE” ALUMINUM or 
SIDING * PORCELAIN | Lelet fishing bait which looks like | 


Quick Soles..-| ENAMEL BUILDING | | 
Nice Profits! 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 











PANELS AND SIGNS 


FREE displays and 


Write or wire for details? | | 
, sales aids: available 


NATIONAL METAL 
PRODUCTS COMPANY 





ORDER FROM YOUR 


WHOLESALER OR WRITE 


DEVCON CORPORATION 


r- 2010 —taleollorehi me tig-1-3: 
Danvers, Mass. 






Weatherstrip Division 
2 Gotewoy Center, Pittsburgh, Pa. 





PAT. PEND. 





PROTO’S 


GOLDEN KNURL HOLDS 
EXACT JAW OPENINGS 








AUTOMATICALLY! 


NO BUTTONS ... NO LEVERS... NO GADGETS 


Available in FIVE popular sizes 
704L 706L 708L 710L 712L 


4", oa 8", 10” & 1 2" 


Use it like an ordinary “adjustable”. Merely turn Golden 
Knurl, jaws click automatically into desired opening .. . 
even non-standard and foreign sizes. Jaws won’t work 
loose. Drop-forged, fine Protoloy steel. Thin head for 
tight places. Highly polished, chrome plated. Job tested 
and approved by mechanics, coast to coast. Try the 
Clik-Stop now! 


Federal Specifications: GGG-W-631A, Type 1 


weeeeeeeeeeeeeeeeeeeeeeeeeeee ee eee eeeeeeee 


ANOTHER REASON YOU'LL 





PROTOS=TOOLS 


PRUTO mean PROS 
’ 


“~- ~ \ 
PENDLETON 
orvision of TOOL INDUSTRIES 
no ot oy» 
= ~ —- 


2209 Santa Fe Avenue 
Los Angeles 54, California 


PROTO 


PROFESSIONAL 
WRENCHES 


126 


» ADJUSTABLE WRENCHES 




















WHAT’S NEW 


a small eel and has transparent 
planning fin to make fish strike. 
Two treble hooks are on bottom of 
Eelet, one in middle of body, one 
behind second joint. Offered in 
3/16, 3% and 9/16 oz. size, the lat- 
ter with tinned hooks for salt 
water. Priced $1.50 to $1.95 in 
transparent plastic box. Garcia 
Corp. 
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Wheeled lawn sprayer unit 


The Linck Lawn Sprayer can be 
offered as a sale or rental unit. 





Tubular-frame model will spray 
1000 sq ft per gallon in three 
minutes. It has a 24-ft spray pat- 
tern to prevent wind drift and 
give great penetration. Qualified 
dealers may get one free of charge 
on loan basis. O. E. Linck Co., Inc. 


For more data circle No. 37 on postcard, p. 117 


Tubular shower curtain rod 


Homeowners who want a lus- 
trous silv-brite aluminum finish 
tubular shower curtain rod with 
curtain hooks that cannot be lost 
will want the Tub-O-Rod anodized 
aluminum model. Offered in 5 and 
5 ft, 6-in. lengths with hardware it 
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CQ By popular demand from the 
Lupron makers of Supreme Versamatic and 


® Supreme Brand Chucks 


Screw Driver-Speed Reducer 
for Power Drills 


You know of the amazing success of the Supreme 
Versamatic . . . reversible speed reducer for power drills. 
Here's its lower priced partner .. . VERSAMATE...a 
sure-fire big seller for hardware dealers. Designed right— 
built right—priced right—and packaged right. If you sell 
tools, you can't miss with Versamate. 


Versamate is a forward speed reducer for all portable 
drills. Built like Supreme’s great industrial tools — it will 
work without failure, probably for a lifetime. It drives 
screws of all sizes. Add an adapter and it's a fine power 


wrench. And with a 1/2” chuck in place, it will make a wonderful tool in 
possible the efficient use of masonry bits, hole saws, etc. 











= 


* 


a wonderful package 


Ask now for a demonstration of Versamate. If you will 
drive one screw with a Versamate, you'll be convinced 


“ iid 
.+.and you'll sell it with the kind of enthusiasm that SEE-ALL PACKAGE REQUIRES 
really produces business. Retailers please include whole- NO OTHER DISPLAY... 


saler’s name. No obligation . . . Do it now! 


: 


* oae 


. 


A 





“See-All” Versamate A power wrench, too! 
Priced to sell — just $9.95 including package shows tool to Versamate gives drills 
screw driver bit, handsome “see-all” S & 5 best advantage — re- . “oomph” to do big jobs. 
package, and complete instructions. LIST quires no clumsy dis- % 






Model No. 4600. play pieces. Attractive! fh, © 
Invites impulse busi- J ” Versatility ... 


SUPREME PRODUCTS CORPORATION ness! i, Versamate powers hole 


2222 S. Calumet Ave. Chicago 16 so occa drills, 
A DIVISION OF AeS*R» PRODUCTS CORPORATION ; 


e 





FITS ALL 


















POWER DRILLS Sextper a 

Reduces speed 7:1 , 
Increases power 7 times 
YANKEE-STYLE BITS 

fe) mre lille aa fy, ici: " 


j 
Replacements available / 
feltoliby 











ay ae 


DRIVES ALL 
SCREWS — LARGE OR 
SMALL .. . fast, 


safe, easy 







“ ; = 


SUPREME PRODUCTS CORPORATION 
2222 S. Calumet Ave. ° Chicago 16, Illinois 





| would like to see Supreme’s Versamate demonstrated, without 
obligation, in my store. 


26re......... 
MAIL COUPON ¥ 
DAY ame 
ae eit Address 
Take a look at Versamote C 
ity 
.no obligation! « 


Regular Wholesaler 


CHECK THE 


SELLING 


POINTS 


THEN STOCK 


Neu & 


CARBIDE-TIPPED 
ROTARY 


MASONRY BITS 


Preferred by Professionals and 

/ Homeowners. 
Faster Moving. 

V More Profitable. 

V,, Pre-Sold through National Advertising. 
Counter-Merchandised. 

V Only Complete Line . . . Diameters 
up to 6”... Lengths up to 36”. 


MASONRY 




















FOR ORDINARY 


BD (his ° 


le Point 
Single pPpED 


caRsion vy BITS 








@ Fastest drilling bit for ordinary 
masonry. 

@ Carbide tip is copper brazed for 
longer bit life. 

@ No carbide hangover. 
@ Ground cutting edges. 
a 
* 
* 
















Spiral flutes assure positive 
dust removal. 

Heat-treated, high-quality al- 
loy steel. 

Sizes %s" to 1%” diameter. 


4 FREE! 


™: Colorful counter mer- 
mee 6€6chandiser with mini- 
mum inventory, keeps 
your Cyclo-twist stock 
moving. 


@ Real labor-saver in hard concrete 
or any masonry. 

@ Up to 3 times faster than other 
core drills. 

@ Multi Spiral Flutes assure positive 
dust removal. 

@ Easier to re-sharpen... 
**Do It Yourself’’. 

@ Lasts longer. 


FREE! Counter Mer- 
chandiser keeps stock turn- 
ing over for greater profits. 


tN d 
THE WORLD'S ONLY 


PLETE LINE OF CaRaae. 
TIPPED MASONRY ” 


Details on Today’s Most Profitable 
Line of Masonry Bits. 


NEW ENGLAND Carbide Tool Co., Inc. 
5SA Commercial Street, Medford 55, Mass. 
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WHAT'S NEW 


is also available in decorator colors. 
Lists at $3.49. Mirro-Chrome Co., 
Inc. 
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_ Liquid car body polish 


| All car owners will be customers 


| for the liquid Bodysheen car polish 
| which gives a high-dry shine. It 











takes off dirt, 


dust, 
| and does not require washing be- 
| fore application. List $1.49 per 
| pint can. Simoniz Co. 


road grime 


| For more data circle No. 39 on postcard, p. 117 


More alkyd enamel colors 

Kyanize semi-gloss alkyd ename!] 
' known as Lo-Sheen is now avail- 
' able in a complete range of colors 
| to match Plastic Color-Spree, the 
| firm’s emulsion paint for walls. 
| Kyanize Paints, Inc. 


_ For more data circle No. 40 on postcard, p. 117 





4-in. electric hand sander 


i 

| 

| Builders, millwork and cabinet 
| shops, furniture manufacturers, vo- 
| . . 
'eational shops, boat builders and 


| . 9 . 
| maintenance men will want this 





"4 





STARRING today in the 


nation’s most interesting 
homes! Your most profitable 
cabinet hardware line! 


\> STAR'S * 


| FAST SELLING . 
ATNCTCald 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper, 
re! Nickel or Prime Coat. 








SWEPT-WING 
HINGE 

#516 
Semi-Concealed 
Type in %", 'A". 
5", %" 


#518 ° s 
Offset Type in % 


7519 
Flush Type 


#520 

Semi-Concealed 

Type in %", '", 
’ ‘4 

#521 

Offset Type in 3%4"" 

#522 

Flush Type 














3'' Centers 
(not avail- 
able in Nickel) 





KNOBS & BASES 


#597—1'/."" Knob 
3597—2"' Knob 
3##510-B—2'/,"" Base 
3#510-B—3'/,"" Base 
(may be purchased 
separately or in any 
combination 
desired—not avail- 
able in Nickel) 





ALWAY MAGNET 
CATCH 

#232— 
Only catch 






in its 


rice class that can 
e used on lipped, 
flush or overlay 
doors 


(Aluminum 













Ask for complete 
catalo & price 
list TODAY. At- 
tractively finished 
Birch Plaque 
11/2" 15/2" x /,"* 
to display 
mounted samples 
available upon 
request. 


ST 


380 Butler $ 





METAL PRODU 


7, 
treet, Brookly" 


Sold through wholesalers only 
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GET READY FOR THE 


ANTROL 


BUSINESS! 


5 yi 
Ro 
ee y 


LOW PRICEO... 


HIGH DEMANO! _S\ia : ¢ANTROL 
1 #2) , 3 | . rr 


ONCENTRATE | 


ror Eo acct CHLORDANE? 
) CRABGRASS INSECT KILLER fs = 


PALME z 4 
KILLER | / . g 
. AL ATUTN ' ; a a 3 
53 Po, Be 


42 69 


retail 


your customers will read about 
these ready-to-use HOSE SPRAY concentrates in 


Fou. PAGE, half-page and full-column advertisements Better Homes & Gardens 
tell your customers about the new, easy, safe way to spray American a 

e 
away the four worst lawn and garden problems: weeds, 


Flow 
ae er Gr 
soil insects, crabgrass, garden insects. Ower 


Popula . 
Unique hose-spray cap measures, blends and sprays ' Gardening 


automatically. No mixing, or muss. Attach to a hose and Bose 9arden sections 
spray. Refills available. Sell with complete customer con- Cading Newspapers 
fidence. Top profit to dealers on every case! 








For more top profits, stock << ~ r <_<) 
and display the complete wre: = 2» —< @ Order today 
ANTROL line of nationally ‘a. paves ' y ean from your supplier! 


advertised best-selling gar- y iS pied Soe eB 
den products. 2% == = ssn . 





BROOKLYN. N Y 


Antrol 
CHICAGO. ILL 


a fine high- profit product fom BOyvle -Midway CANTON. On10 


CRANFORD. N. J 


e® SEATTLE. WASH 
DALLAS. TEXAS 


| ® LOS ANGELES. CALIF 
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The Columbian Pick-Me-Up Rope 
Merchandiser is 22” long, 22” wide, 
and 54%" high. With shelf for 


Columbian products in display 
packages. 
a - 6 
A = oe = 
ey 
ome FS 
tee , 
_ - 
i AO 


4, 





- 
ns — Add To Your Pick-Me-Up .. . 


- ... this light, compact, well-built rope 


rack for three reels of Columbian 
"Stabilized'' Filament Nylon Rope in 
V4", Ye", and '/,” diameters, or 
Columbian High-Tenacity Polyethylene 
Rope in '/4,” and %” diameters. Order 
three reels of either type rope and 
your Columbian Distributor will de- 
liver the rack free of charge. Also 
ideal for shelf or counter display. 


.. but 


not on your payroll! 


With the COLUMBIAN Pick-Me-Up 


Rope Merchandiser 


your cublomer serves himbelf 





Getting the Columbian Pick-Me-Up Rope Merchandiser is like 
getting an extra salesman—that you don’t have to pay. The Pick- 
Me-Up displays Columbian’s new 50 ft. and 100 ft. Manila Rope 
Coils—already measured, already coiled, all ready to go! The 
customer picks up one or more coils off the rack and all you do 


is ring up the sale. 


Light, compact, easy-to-move, the Pick-Me-Up occupies less than 
4 sq. ft. of floor space. All metal, mounted on casters. Push it 
outside your store and watch it bring people in. The Pick-Me-Up 
costs you nothing. Your Columbian Distributor will deliver it, 
free of charge, with an order of approximately 100 Ibs. of 
Columbian Manila Rope Coils in 44", 4", and 2” diameters. 
Hundreds of Columbian dealers are already profiting from the 
quick, steady sales the Pick-Me-Up makes. Get in touch with your 


a“ 


- an 
Z rope 





( 
a TWNNES F 
\' 


Columbian Distributor today. 


 COLUMBIAN Rope Company | 
Auburn, “The Cordage City,” N. Y. | 





WHAT'S NEW 




















sander with 4 x 24-in. abrasive belt. 
A 22-in. cork and steel shoe gives 
additional surfacing area. It has 
lightweight aluminum frame, non- 
slip rubber timing belt drive. 
Single knob tracking adjustment 
and six abrasive belts are other 
features. Weight 13 lb. Porter- 
Cable Machine Co. 


For more data circle No. 41 on postcard, p. 117 


Modern bicycle headlight 

The Delta Hawk headlight will 
appeal to cyclists who like the mod- 
ern style luxury automobile. Twin 





wings and automotive type visor 
make this headlight an eye catcher. 
For handlebar or fender mounting, 
it is hinged for easy access to bat- 
teries. White enamel, list $1.79. 
Chrome and enamel, list $1.98. Less 
batteries. Delta Electric Co. 


For more data circle No. 42 on postcard, p. 117 


Adjustable tension saw 

Here’s a 2l-in. bow saw with 
positive tension control wing nut 
adjustment. Wing nut allows blade 
changing in seconds and main- 
tains constant blade tension. Light- 
weight and simple to use, it has 
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@ Guaranteed by > 
Good Housekeeping 


Np 
wor as Aoveanisto HES 


push-button 
painting 
to Till 
NEW... FABULOUS. . . QUIK-SPRAY... (] 
almost jumping right off your shelves with every nee 
it’s colorful NEW eye-stopping label... and 
even better than ever with an improved exclu- 
sive formula! It’s profitable for you to feature 
QUIK-SPRAY in a complete range of exciting colors 
.. it’s non-toxic... faster drying... with the superla- 
tive quality that makes Sheffield the first name in paint 
specialties. In 12 oz. regular and 16.2 oz. GIANT sizes 


and new smart cap tops in identifying colors ...no wonder 
QUIK-SPRAY is the fastest selling spray paint anywhere! 


$ heffieia Sronze Paint Corporation 
Cleveland 19, Ohio 
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for more 
COUNTER TO COUNTER 


protits... 


Sell VICTOR 
Animal Traps 


There's a Victor Trap 
especially designed for 
every popular fur 
bearing animal. 
Victor Traps are 
first on trappers’ 
lists . . . they'll 
sell on sight from 
your counter. 


LIOR LOE EAE 










Sell VICTOR Mouse 
and Rat Traps 


Superior materials 
and construction 
assure quick action 
and positive grip. 
Attractively dis- 
played in 2-Pac and 
4-Pac cartons and 
Twin-Pac clear plas- 
tic bag for greater 
* sales appeal. 














The most complete line, anywhere... 
includes molded fiber, Tenite plastic, 
inflated tough viny! plastic and wood. 
Regular and oversize models; 9 spe- 
cies. Also goose, crow and owl decoys. 











Sell OLD PAL 
Bait Buckets 


Metal and molded fiber 
buckets in a full range 
of styles and sizes. Also 
metal worm containers, 
fly boxes, minnow trap, 
plastic fly and lure boxes 
and spin kits. It's the line 
more fishermen prefer... 
make sure they get them 
at your counter. 

















Sell TRUMP 
Garden Tools 


Trump offers a garden tool for 
every use, user and price range. 
There's the Trump Deluxe— 
manufactured of fine 
16-gauge cold-rolled 
steel. Trump 800 and 
700 series offer sturdy, 
high quality tools at 
low cost. Stock your # 
counter with the com- # 
plete line. F 






























Order these famous brands by 
name from your wholesaler. 
ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 
Berkeley, Calif. * Niagara Falls, Canada 
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| A 21-in. 


_ line. 





WHAT’S NWEW 








rubber hand grip and new chatter- 
proof blade. Gensco Tools. 
For more data circle No. 43 on postcard, p. 117 


24-in. riding rotary mower 


Customers who have large lawns 
will want this new model B, a 24- 
in. riding type rotary mower with 
31% hp, cast iron, heavy-duty en- 
gine with recoil starter, lever con- 
trol for forward, reverse and neu- 
tral and throttle control on handle. 





model 
mower has been added to the same 


economy rotary 


Johnston Lawn Mower Corp. 
For more data circle No. 44 on postcard, p. 117 


Leather baseball gloves 
The Clyde McCullough model 


_catcher’s mitt listing at $11.95 has 


flexible, full break, form-built Flex- 
Pad with leather palm lace, laced 
solid leather ball trap and inner 
processed greased palm. Ferris Fain 
model basemen’s mitt, full-size 


Trapper model lists at $9.95. Don 





Mueller streamlined professional 









model fielders’ glove lists at $15.95. 
Draper-Maynard Co. 


For more data circle No. 45 on postcard, p. 117 


Non-marking caster wheel 
This 
tant 


stain 
cushion tread 


resis- 
caster 


non-marking, 
2-in. 





wheel, the Faultless No. 9, is now 
standard on all Faultless furniture 
casters using this size wheel. It 
has tread width of 13/16-in. Devel- 
oped to eliminate staining and 
marking of all kinds of floors it 
has tread permanently molded onto 
hard rubber core. Oilless bearing 
easy rolling. Faultless 
Caster Co. 


For more data circle No. 46 on postcard, p. 117 


assures 


Car and home washer brush 


Homemakers and car owners 
will want the 2-in-1 Car and Home 





Washer with telescopic handle and 
two cleaning heads. Rugged horse- 
hair brush is for washing and rins- 
ing. A DuPont sponge is for polish- 
ing. Handle adjusts for any length 
from 2 to 4 ft. Spinning brush 
head gives fast cleaning action. 
Watermatic sudser regulates soap- 
ing and rinsing. List $6.98. Em- 
pire Brushes, Inc. 

For more data circle No. 47 on postcard, p. 117 


Room air conditioner unit 


Home owners who want a light- 
weight, small-size room air condi- 
tioner will buy the Mitchell True 
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Portable which weighs 62 lb. It 
measures 164, x 11% x15in. Ex- 
panding and_ contracting filler 
panels allow easy installation in 
any size or shape window. It will 
cool un to 1200 cu ft of air and has 
a built-in carrying handle. Mitchell 
Mfg. Co., Div. Cory Corp. 


For more data circle No. 48 on postcard, p. 117 


Plastic condiment bottles 
Customers who like Early Ameri- 
can design in their kitchens will 
want these plastic ketchup and 
mustard bottles. Designs show in 
red and green on ketchup and red 
and yellow on mustard containers 
a number of household items used 
in early American times. Wide 
neck openings make filling easy. 














Plastic Container Div.. Continental 
Can Co. 


For more data circle No. 49 on postcard, p. 117 


Large size tray tables 


Homeowners will want these 
16 x 20% in. surface Tres Grand 
Trays large enough for gin rummy. 
They will accommodate full place 
settings of china, silverware and 
glassware. Offered in a variety of 
designs these units have vinyl 
coated 4-way spring steel clips. 
Sets of two tables in package and 
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Sells Itself, 
This Popular 
“Do-It -Yourself” 


Line! 


KESTER 
TV-RADIO F 


SOLDER 


> 
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_ KESTER 
SOLDER» 


—— 





EVERYTHING YOU NEED FOR PROFITABLE SOLDER SALES 
is available in the profit-maker Kester Solder line. But your 
“do-it-yourself” customers won't buy it if they don’t see it. Make 
a display for Kester products, be sure it’s in a good location, then 
see how it attracts the trade. Don’t forget to feature Kester’s free 
16-page “how-to-do-it” booklet, “Soldering Simplified.” A liberal] 
supply is yours for the asking! 





KESTER SOLDER 


KESTER SOLDER COMPANY * 4207 WRIGHTWOOD AVENUE, CHICAGO 339, ILLINOIS 


NEWARK 5, NEW JERSEY « BRANTFORD, CANADA 
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FOR CUSTOMER SATISFACTION! 
Sell the Tools the Professionals Use 


FOR REPEAT SALES... 


Mechanics, garagemen, homecraftsmen Specify STAND- 
ARD, confident in the knowledge 
QUALITY TOOLS retain their keen cutting edge longer, 
outlive and outdrill ordinary drills 


that STANDARD 


‘“‘many holes to one.”’ 


FOR GREATER PROFITS... 


With S.Q.T. your customers will recognize your store as 
Headquarters for Quality Tools. Repeat Sales and Profits 
are made possible through STANDARD’S complete line 
Woodworking and Masonry Drills packaged 
individually or in sets. All drills have 14” shanks for elec- 
tric power drills. 


STANDARD makes it easy to SELL! 
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STOP the SHOPPER! 
with this No. HDB-1 
Drill Set Assortment. 


Create ‘‘Impulse Buying” with 
this colorful wall pegboard or 
counter display. Features three 
No. HS-13 and three No. HS-45 
drill sets. 

Attractive, durable white card- 
board with red lettering. Size 
154 high, 1; deep and 11; 
wide. Packed complete in a carton. 


STAND, DARD TOOL (° 


3950 CHESTER AVENUE 
BRANCH WAREMOUSES IN: NEW YORK - DETROIT - CHICAGO - DALLAS - 


CLEVELAND 14, OHIO 
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LOS ANGELES - SAN FRANCISCO 











RICH LADDERS 


Wood 
Aluminum 
Wood and Aluminum 


JG) 























@ Steps @ Scaffolds 
Singles Tresties 

@ Extensions @ Planks 

@ Stools @ Wood Porch Swings 


@ "Kentucky Bell’ Gates & Dryers 


Made only in Carrollton, Ky. 





“HOWARD B. RICH, INC. 
P.O. Box 120 


Write for Catalog 


Carrollton, Ky. 
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SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT AND FINISH 





Patterns are available for practically all plows, listers, 
middlebreakers in No. 1 soft center or No. 2 crucible 
steel of the highest quality obtainable. Also, we are 
now producing a new line of Star Blade-Type Plow 
Shares — in regular and short patterns — made from 
solid steel, rolled to our own strict specifications, and 
automatically heat treated for maximum strength and 
wearing qualities. You'll want complete details now. 


STAR MANUFACTURING COMPANY 
OMAN OC), Ol amet, (©). 0m) 1@), a. an -1@) Sara en 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 
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4-piece tray sets with casters. Har- 
vell Corp. 


For more data circle No. 50 on postcard, p. 117 


Automatic player drum 


All youngsters will want the 
Emenee automatic player drum. 
Golden drum has colorful emblem, 
sturdy, reinforced metal frame and 











shoulder harness for easy carrying. | 
Drum has 95 in. of playing surface | 
and comes with two drumsticks. 
Lists at $3.50. Emenee Industries, 
Ine. 


For more data circle No. 51 on postcard, p. 117 


Liquid graphite lubricant 


Mechanics and do-it-yourselfers 


Lypapl Lire. 





, teveont tee HCA SPER AO” NOP Rane ings meneng vod 
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2 complete lines for greater profits 








You can meet every level 
and vise need of every cus- 
tomer with Columbian— 
made and guaranteed by a 
firm which, for over 65 years, 








has been famous for quality 
and service. 








Extra value of 524 and 528 Columbian 
Aluminum Levels will boost your sales 








Metallic-sealed vials are used to eliminate drawn 
glass tip which is the largest source of leakage and 
failure. Vials are solid-set with special cement for per- 
manent accuracy. 


@ Columbian Aluminum Level No. 524 


D43'%-D44-D45 Workshop Vises 
are “do it yourself” best sellers 

















SPECIFICATIONS 





Vise No. | Jaw Width | Jaws Open | Pipe Capacity | Vises Per Case 











D432 34” 4” ¥%y-1%” 4 
D 44 4” 5” Ye -2” 3 
D 45 5" 6” ¥%y-2'2" 1 













Vitel The Columbian Vise & Mfg. Co. 


CLEVELAND 4, OHIO 


Sold through wholesalers only 
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WHOLESALER 

Your 1958 P 
Deale 

Should include "Ber one tonal Program 


*liquidatingn 


PPliances 
Merchandise 


hicago 10 
WHitehall 3.0698 











Cus— 











MORE POPULAR 
THAN EVER.. 


in their 











“SERVE | 


YOURSELF” . 
packet 


Moore Picture Hangers in their handsome, ‘ 
colorful Picture Window Packets sell faster, with ee 






WHAT’S NEW 





will want Lub-A-Graph, a liquid 
graphite lubricant packaged in 
plastic squeeze dispensers. It will 
prevent rust, corrosion and is for 
use on tools, garden equipment, 
lawn mowers, automobiles, locks, 
hinges, boats, sporting equipment, 
etc. Panef Mfg. Co. 
For more data circle No. 52 on postcard, p. 117 
Stainless steel door strip 
Do-it-yourselfers will want this 
stainless steel weather-strip. Pack- 








aze contains 17 ft of strip, enough 
to seal a 3 x 7-ft door. Packed flat, 
it can be applied with scissors and 
hammer using picture-directions. 
United Industries. 


For more data circle No. 53 on postcard, p. 117 


Plastic pants covering 
Sportsmen and outside workers 
will want these plastic pants cover- 





less effort. They're easier to display, easier to : : 
BELONGS ON 


handle, and the 4 different sizes are more ings to keep t ae 4 
quickly identified. For more picture hanger p* p WOUsSE segs cry in 
sales, stock these 58-year favorites, NOW IN YOUR COUNTER | rain and clean while painting, gar- 
TODAY'S MOST MODERN HANGER PACKAGE. | = The Moore 7208 Counter dening, and doing other chores. 














Soft, supple and long wearing, they 
have jiffy snap fasteners and will 
adjust to any size. Proportioned 
to provide ample ventilation. List 
$2.98. Sta-Dri Products Co. 


For more data circle No. 54 on postcard, p. 117 
(Resume reading on page 16) 


Display. 72 Packet ca- 
pacity, yet is only 10%" 
high, with 9°" diameter 
base. All metal. Revolves. 
Ask your jobber. 










MOORE PUSH-PIN CO.. 


Yince 1900 


Viakers of farmous Moore Push-Pinrs 


PHILA. 44, PA. 










113-25 BERKLEY ST. 
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display cabinet. This compound is 
for sealing around bathtubs, sinks, 
lavatories; for pointing joints in 
plastic or metal tile; for filling wall 
cracks before painting. Dicks- 
Armstrong-Pontius, Ine. 


For more data circle No. 55 on postcard, p. 117 


Abrasive catalog page 


Dragon-Skin, the all-steel sand- 
paper is described and illustrated 
in a two-color catalog sheet. Photos 
and drawings tell how it sands, 
rasps and shapes wood, plastics 
and soft metals. It shows ideas for 
displaying the compact boxed 
units. Red Devil Tools. 


For more data circle No. 56 on postcard, p. 117 


Chain repair link bulletin 

Data on application of Accoloy 
body repair links for chains and 
other chain assemblies is included 
in bulletin DH-143. Chain size, 
working load limit in pounds, di- 
mensions in inches and weight per 
link are listed in this data sheet. 
American Chain Div., American 
Chain & Cable Co., Inc. 


For more data circle No. 57 on postcard, p. 117 


Floor care item display 
The No. 158 Merry floor-care 
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PLASTIC CLOTHES 
Bini 
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There’s more strength, longer wear and less stretch in 
Shuford’s TIGER LILY because the tough, plastic cover is 
extruded over a long-lasting tire cord rayon core. 


For more sales, bigger profits .. . display nationally adver- 
tised Shuford’s TIGER LILY plastic clothes line up front 
in your store! 









Display high profit 


Shuford’s HAWTHORNE. 


Braided Cotton Clothes Line 








e Pre-stretched e Stronger e Wears Longer 





Shuford’s biggest selling solid braided cotton clothes 
line. Two connected 50 ft. hanks individually pack- 
aged in Shuford’s Ever-Wrapped clear film bag. 12 
hanks in sales-making self-display carton, 







SN 








CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS e« WEATHER STRIPPING 
COTTON & RAYON YARNS « EXTRUDED PLASTICS 


In White and Azure Blue, Pin-up Pink, Tiger 
Yellow and Mint Green pastels . .. guaranteed 


not to fade onto clothes. 


Two connected 50 foot 
continuous length hanks 
are individually packaged 
in Shuford’s Ever-Wrap- 
ped clear film bag for lots 
of eye-appeal and buy- 
appeal! Shipped in color- 
ful self-display carton. 











World's Largest Manufacturer of Cotton Cordage 







” Guaranteed by > 
Good Housekeeping 
« 
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Breaking all-time 
chain sales records — 
i Chain’s exclusive 








EEN BEG: TGENEG ELS GES GEN YD 


Marked every 5 feet.. quick, exact measuring 


\ 

= >. 

~ ~ — 

~~ tom 
ER 


~~ “a 
SS...” wa 
RED ""Measure-Mark" for Campbell 


BBB Chain 
BLUE "*Measure-Mark" for Camp- 
bell High Test Steel Chain 


v ¥ ke” 
ORANGE eee awd " 


Color-Coded. . instant identification of 
chain grade 



























Chain sellers and users everywhere 
have been quick to recognize the advantages of new 
Campbell ‘““Measure-Mark’’ Chain. No more cumber- 
some measuring—just count the colored five-foot 
markings. And you can instantly identify the proper 
grade of chain with Campbell’s exclusive Color-Coding. 


Saves time—assures accuracy. Get all the details on 
this completely new time-and-labor-saving method of 
handling chain—available only from Campbell. Write 
today, or ask your Campbell Distributor. 


Labels are Color-Coded, too, for instant 
identification. Space is provided for“ Per- 
petual Inventory’’ to tell you at a ch. ag 


\ just how much chain you have in stock. 
~~ LGY 
CAMPBELL 


AVAILABLE ONLY FROM CHAIN 


CAMPBELL CHAIN (onécn 


Main Office, York, Pa. 
West Burlington, lowa « Portland, Oregon « Sacramento, Calif. 





Makers of the famous Lug-Reinforced Tire Chains 
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TO HELP YOU SELL 


display, total retail value $41.60, 
contains four brooms, four mops 
and four waxers plus four refills 
for each. Rack is offered dealers 
free with purchase of merchan- 
dise to fill it. Display rack is all- 
metal finished in durable black 
baked enamel. Corcoran Mfg. Co. 


For more data circle No. 58 on postcard, p. 117 





in gun display box 
Three T-50 all-purpose staple 
guns are shown in this display car- 





ton for counter or in window. Dis- 
play-shipper dramatizes the word 
“Shoots” and shows ways the guns 
can be used. Display leans slight- 
ly forward, but will not tip. Arrow 
Fastener Co., Inc. 


For more data circle No. 59 on postcard, p. 117 


Sponge ball display package 


This counter display will show 
Barr sponge balls from 2 to 2%-in. 





sizes in all colors. Display shows 
48 2-in. balls to sell at 10¢ each. 
Barr Rubber Products Co. 


For more data circle No. 60 on postcard, p. 117 


Drapery hardware catalog 


A colorful catalog No. 106 show- 
ing Stanley Drapery Hardware is 
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Keep Cool, mister! with 


ARCTIC 
BOY 











portable water 
coolers 





Rugged Construction 
. good everywhere 
men work! 


Galvanized inset, hot 
dipped after forming 
for flaw-free finish! 


Large top opening, 
easy to ice, fill 
and clean. 


Send for complete 
information and 
booklet “‘Care and 
Use of Your Cooler.”’ 
Write Dept. H-13. 





THE SCHLUETER MFG. CO. 


























Shooters Ask 
For Hoppe s 


One of the most valuable sales points that Hoppe's 
Products offer is that they are known and wanted. 
They conserve your selling energy and time 
because they need no introduction. Ask your 
Jobber about Hoppe’s No. 9 Solvent, Patches, Oil, 
Gun Grease, Gun Cleaning Rods and Packs and 
Outfits. 


FRANK A. HOPPE, INC. 
2314A North 8th St., Philadelphia 33, Penna. 
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@.RED HEAD 


OR SEASON-LONG 
SALES AND PROFITS 





# 






""SWIM-N-SKI"' 
WATER SAFETY BELT 








SAFE IN USE! 
SAFE IN PROFITS! 


For over a hundred years Red 
Head has been recognized by 
sportsmen everywhere for top 
quality—designed with the 
sportsman in mind! Now the 
same selling power that makes 
Red Head hunting clothing 
ring up profits for you every 
Fall will also bring you profits 
all during the boating season. 
With the big increase now 
taking place in the marine 
field, count on Red Head U. S. 
Coast Guard Approved Marine 
Safety Equipment for extra 
sales and profits! 


Choice of professional water 
skiers! Exclusive design permits 
instant size adjustment for per- 
fect fit and complete freedom of 
action. Small, medium and large. 
To retail about $4. 


U. S$. COAST GUARD 
APPROVED 





Extra sales come easy with the 
complete line of expertly de- 
signed colorful Red Head life 
vests. New, self-sell display pack. 
Three sizes, - retail about..... 

5.65, $6.25, $7.65 


Tops in flash, color, style and 
sales appeal! Red Head life- 
preserver boat cushions in 
new vinyl display-pak. Left, 
popular NPC plastic promo- 
tional boat cushion, to sell 
about $4.50. No. PVC deluxe 
printed cushion, about $5.75. 





Creates Traffic 
and Sales for You! 


The Red Head Duck, symbol of 
Red Head advertising, has meant 
plus sales for thousands of Red 
Head dealers for over a century. 
This year, ads in Sports Illustrated, 
Outdoor Life, Outboard and 
Popular Boating help pre-sell Red 
Head marine products for you 


Write FOR FREE 
ILLUSTRATED CATALOG 


RED HEAD 


BRAND COMPANY 
4311 W. Belmont Ave., Dept. HA4 








Chicago 41, lil. 
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TUMBLEHEAD 

GRAVITY TYPE 
Falls into open position 
to fasten work securely 
against hollow walls. 


TWO-WING 
SPRING TYPE 


FINE QUALITY and SKILLFUL WORK- 
MANSHIP are the distinguishing fea- 
tures of Arro Toggle Bolts. 


This well made toggle bolt makes fast- 
ening to tile, plaster, wall board, or any 
type of hollow construction, quick and 
sure. Its lively spring, when released, 
spreads the steel wings into open position 
—tightening develops maximum holding 
power. 


Used extensively by electricians, plumbers, 
decorators, maintenance men, sign men 
and many other tradesmen. 


SCREW HEAD STYLES 


we 
RIVETED HEAD 

STUD BOLT TYPE 
Falls into open po- 


sition by gravity. 





THE SWARROMS LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 









bi | ae ceereeneellll 


ARROFIUTE CARBIDE MASONRY DRILL 
O-£ EXPANSION SHIELD 


4 + RR = ; ee 
; . 7 is ois * io <P? _——s - 
y . ae a FOUR-FLUTE HAND STAR DRILL 
ae 
Soeeneeuneseneneseeee. eal 
FOUR-FLUTE DRILL POINT 
~~, 


TWIST DRILL POINT 





SPIRAL-DRIVE NAIL ANCHOR 


== 


ij LEAD SCREW ANCHOR 


LAG SCREW EXPANSION SHIELD | 


pm ¢ 


TWO WING TOGGLE BOLT 





RUBBERGRIP DRILL POINT HOLDER 





TUMBLE TYPE 
TOGGLE BOLT 


DISTRIBUTORS: 
This Advertisement Appears in Leading 
Publications Directed to Your Customers 


ARRO EXPANSION BOLT COMPANY 


Dept. H, P.O. Box 388, Marion, Ohio 


JUTE PLUG LITTLE MAJOR TURNBUCKLE 
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TO HELP YOU SELL 


in eight sections with large illus- 
trations of these items. Sections 
are: traverse rods and track, cur- 
tain and sash rods, cafe sets, round 
wares, wood wares, drapery acces- 
sories, miscellaneous accessories 
and tools, both hand and electric. 
Stanley-Judd Div., Stanley Works. 


For more data circle No. 61 on postcard, p. 117 





Small reel rope display 


This rack is offered at no extra 
cost with an order for three reels 





of nylon or polyethylene rope for 
use on shelf or table. Will hold up 
to three reels of rope and may be 
used on top of a Pick-Me-Up Mer- 
chandiser designed for new Colum- 
bian 50 and 100-ft Manila rope 
coils. Columbian Rope Co. 


For more data circle No. 62 on postcard, p. 117 


Planting and feeding guide 

This 16-page “Planting and 
Feeding Guide for Home Garden- 
ers’”’ contains latest information on 
foliar feeding. Offered free for 
distribution to customers, it tells 
how and when to use Ra-Pid-Gro 
for garden plants, using sprinkling 
can, sprayer or hose feeder. Ra- 
Pid-Gro. 


For more data circle No. 63 on postcard, p. 117 


Folder on plastic pipe 


A new 4-page illustrated folder 
describes the wide variety of uses 
of three types of semi-rigid and 
rigid plastic pipe. Kralastic, Buty- 
rate and PVC are the types fea- 
tured. Southwestern Plastic Pipe 
Co. 


For more data circle No. 64 on postcard, p. 117 
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Redesigned polish package 

Tall, slim bottles tapered at con- 
venient height for secure grasp are 
now used to package O-Cedar 
polishes and furniture wax. Bright 





circular labels have been added to 
enhance their appearance. Round 
bases give greater stability. O- 
Cedar Corp. 


For more data circle No. 65 on postcard, p. 117 


Picket fence display rack 


This self service display rack will 
hold six dozen border picket fenc- 
ing units. Display has adjustable 


2S 64S & bt 
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it akkhkananh Eo 
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dowel holders. Concord Wood- 
working Co. 


For more data circle No. 66 on postcard, p. 117 


Booklet describes Lacecraft+ 


The Lacecraft book is a 24-page 
instruction book telling how to 
make attractive lacelike articles 
with Lustro-Ware soil-proof plas- 
tic lace doilies, place mats and lace 
baskets. Columbus Plastic Prod- 
ucts, Inc. 


For more data circle No. 67 on postcard, p. 117 


Hunting clothes folder 


The 1958 Cumberland Hunting 
Clothes folder illustrates in color: 
coat, shell and game vests, deer 
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EVERYBODY 


is a customer for S-K/Lectrolite Wrenches 


Wii. 





/nelucding 4ypplianae JonviceMent 


home handymen, farmers, and even housewives 


Every customer who enters your hardware store is a prospect for socket 
and flat wrenches. The NRHA Approved S-K/Lectrolite No. 100 Wrench 
Merchandising Program gives you everything you need to turn this po- 
tential into profits. 


Designed to meet hardware space and selling requirements, the No. 100 
Program includes the fastest selling wrenches and sets that cover 90% 
of all wrench applications. S-K/Lectrolite combines superb quality with 
attractive pricing to offer the wrench industry's most outstanding values. 
Finally, this Program provides the most practical and effective wrench 
displays available. 

Hardware stores consistently get 3 to 4-time turnover with S-K/Lectro- 


lite, a major share of the volume being in big-profit wrench sets. 


Ask your wholesaler’s salesman for details of the No. 100 Program... 
or write, wire or phone S-K/Lectrolite Tools collect! 


Don't overlook S-K/Lectrolite’s line of high-quality, attractively priced 


general purpose tool boxes and carpenters’ tool chests. 


LAfayette 3-1300 or DEfiance 3-2065 
LEI4 


$-K/LECTROLITE 
TOOLS 


Dept. 1403 


3535 W. 47th St., CHICAGO 32, ILL. and DEFIANCE, OHIO 


DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
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. All-Purpose ‘-& 
Npeedy Sprayer VARNISH SPRAYS... 
and promotes them in 4 

e /ow price! LIFE 


e Aj lal 
high protit. High-Gloss Varnish 


Spray produces a beau- | 





© top quality! tHul, shiny finish. “la, a 
ses y Seti Tinish oe aa 
: pray imparts a rich, 
nationally - eee png st 
a ' ash in on Krylon’s 
. a ei] vertised f exciting spring cam- 


paign in tg by dis- 
, playing them .. . to- 
wee a gether with Krylon 
Spray Paints. 


e Fast turnover on a 
40% profit line 

e Eye-catching label... 
winner of C.S.M.A. aero- 
sol award 

e Top quety - « - the 
—— is still the pace . 
setter ae a aa Dod b 
e Best seller colors and a= - ERs ry 
Crystal Clear 
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Sells self sith colorful displays 
No wonder KRYLON is Ist in SALES—Ist in PROFITS 


Call your jobber or write KRYLON, INC., NORRISTOWN, PA. 





New 1/4 H.P. at Popular Price! 
Ideal outfit for the do-it-yourself and 





shop mechanic! All-purpose, profes- ONLY 
. sional outfit, with No. 112 quart size 00 
Spray Gun. Develops 25 Ibs. pressure $32 
: with any “4 h.p. motor with 4” shaft. 







PURE MANILA 
—A PREMIUM 


ROPE 





Factory sealed bearings. No. 780 Outfit 
—air hose, tire chuck, gun, less motor. 


RETAIL 





identified by the 
Blue and Yellow label 


Sai j 
, e = r ay =f Sold for Your Convenience In 
Ei , | OCTAGONAL BOXES 
















, 
a t 3 


No. 544 Mobile Twin 


No job too big for this ad 
powerful Master Twin 


as “ 
No. 890 1/3 hp Sprayer 


Proved favorite since 
1921! Delivers 30-40 lbs. 








pressure, 2 cu. ft. clean, Sprayer. Wheels easily Fitler Rope is now treated with a new rotproof- 
oil-free air per ae ne en Sone ae ee ing known as Fungi-Static which arrests the 
ili i cu. ft. air, ; ’ n ‘ 
age Aya Brey se eggs tity ‘With growth of mold, mildew, Fungi and bacteria. It is 
motor only ..... $42.50 ne Asem this inner, finer quality at no extra cost that 
2b comnlayeadnoy "y - pammalaay apipiceyeaee makes Fitler a premium rope and the best buy 
890 Sprayer, extra $7.50 , 
ORDER FROM YOUR WHOLESALER or you... 
Or Write for Complete Line Catalog SOLD BY HARDWARE DEALERS EVERYWHERE 
W.R. BROWN CORP. THE EDWIN H. FITLER CO. 
EST. 1804 
SPECIALISTS IN PAINT SPRAYERS SINCE 1921 PHILADELPHIA 24, PA. 
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LIES Riiam Get fast sales, quick turnover 
and good profits with 





hunting vests, shooter’s vests, game 
bags, shooter’s sweaters, pants and 


caps. Catalog can be used as dis- | TA i -? MADE 
tributor catalog sheet or general 
circular for dealer use. It contains 
list prices. Sportswear Div., Ameri- 


can Pad & Textile Co. | 
For more data circle No. 68 on postcard, p. 117 cI 


Low-price shade display 


Here’s an improved Clopaque | TM BBB and PROOF COIL in 
shut-eye window shade display | 


stand for showing the Silver Lin- | rugged, easy-to-use TAYPAILS 


ing shade which shuts out sun to we TM Taypails with Color- 

coded and Tape-meas- 
ured BBB and Proof Coil 
Chain are best sellers with 
LOPAQUE _ = | jobbers and dealers every- 
WINDOW SHADES a where. They stack easily 
for effective mass displays 
—hold approximately 
100 pounds of 3/16”, 
1/4”, 5/16” or 3/8” chain. 

















TM CHAIN DISPLAY STAND 


“shat Sr ty sae aE 881” | A traffic-stopper—a weldiess chain department in 
| itself. Handy, easy-to-use chain cutter speeds and 
simplifies sales. Stand holds seven reels—occupies 

less than two square feet of floor space. 


keep room cooler in summer and | Jobbers’ and dealers’ salesmen are picking up good TM Chain 
reflects furnace heat back into | orders regularly from all types of industry. They’re selling 
room in winter. Clopay Corp. | everything from famous TM Triple-Safe Alloy Chain down to 
For more data circle No. 69 on postcard, p. 117 | No. 22 Jack Chain and the full line of TM Chain attachments. 
| Taylor Chain’s 84-year reputation for quality chain ...a com- 

: , | plete and effective assortment of sales promotion material, and 
Cit wrap Gapley stend Taylor’s hard-hitting national advertising in Business Week, 
Steel and a host of other top trade publications, are factors that 
speed turnover—boost your profits. Get started with this alert 
and progressive company right away— write today for details. 


The Kaycrest matched ensemble 
metal display rack takes 211% x 11 
in. of counter space and comes 
with 18-pack assortment of baby, 
wedding, birthday, shower, stripe 
and geometric design gift wrap 


paper. Each of 108 packages con- 
tains two 26 x 20-in. sheets of 
deluxe wrappings, two hanks of Repair Link 
Lustre-Glo ribbon and two Star- 
dust glitter gift folders. Six spe- 


Clevis Grab Hook Grab Hook Cold Shut Connecting Link 


CX BN IS OUP specialty, not our sideline! 


- 


\ 
\ Ofelabe- ten your nearest jobber: 
\ qe ADE \ ea Cem es: ) 4h oe) me. 7: ti, noe Le 
' Rrny » bt ' 


A GREAT NAME IN = 


e . 05 S St 
SINCE 1873 \ 
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EVELALL 











ALL PURPOSE 
ADJUSTABLE 
LEVELER 
INSTALL IT © SET IT © FORGET IT 


This multi-purpose adjustable lev- 
eler is a builders tool and is espe- 
cially useful for floor leveling, 
setting pier blocks, checking oper- 
ational equipment or any job 
where right angle readings are 
desired. It may be mounted on 
any near level surface and ad- 
justed to indicate a level position. 
Mobile trailers and field units will 
find it indispensable for deter- 
mining a liveable or working level 
when parked. It is quality built 
with rugged nickel plated screw 
top lid and coated mechanism for 
long life. List price $3.95. Spe- 
cial introductory offer to dealers 
(one only) $2.00 postpaid. 


LEVELALL COMPANY EUGENE, OREGON 
64 HAWTHORN STREET 


Please send one $3.95 sample LEVELALL ad- 
justable leveler at your special dealer introductory 
price of $2.00 postpaid. We would like more 
information. 


DEALER NAME 





STREET ADDRESS 





CITY & STATE 





ORDERED BY 





(This offer good for limited time only) 
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TO HELP YOU SELL 


cial occasion signs are offered to 
top unit. Retail value of display is 
$31.32. Papercraft Corp. 


For more data circle No. 79 on postcard, p. 117 











Wiring device display 
This 24 x 32-in. perforated dis- 
play board shows 56 of the most 


pS] APPROVED QUALITY | 
\EAGLE/ WIRING DEVICES | 


aor 


bx 





popular types of wiring devices in 
the Eagle line. Catalog numbers 
are under each sample. This dis- 
play was designed to compliment 
the 12 x 15-in. wiring device sales- 
men’s case which contains 33 types 
of wiring devices. EHagle Electric 
Mfg. Co. 


For more data circle No. 71 on postcard, p. 117 


Famous Slugger year book 


The 1958 Famous Slugger Year 
Book has pages of baseball records 
and highlights of the 1957 World 
Series. The 1958 edition of Official 
Softball Rules includes rules for 
both fast-pitch and slow-pitch soft- 








ball and pictures of winning teams 
and records of the 1957 season. 
Hillerich & Bradsby Co. 


For more data circle No. 72 on postcard, p. 117 















MOST WANTED 
DUPED io 
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— UNION 
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MACHINISTS’ CHESTS 


UNION has done it again! Here now in sturdy, 
streamlined steel are two chests which offer 
the ultimate in design, ultra-modern appear- 
ance, rugged construction, increased capacity, 
easier accessibility and 100% utility for ma- 
chinists, tool and die makers, aircraft and 


auto mechanics, 


millwrights, skilled techni- 
Cians, etc. , we 





MODEL MT-3 (above) 
3 full width drawers and till 


Overall size (both 


models) 20/2” x9" x14” 


MODEL MT-7 (below) 
7 drawers and till 





-drawn seamless reinforced cover ..- 
ng girder bottom CEE - 
Non-sag drawer and till bottoms . . He 
extension drawer gliders with sa : 7 
stop . . . Easy-to-clean porcelain-liKe 
ish .. . Felt-lined drawers and till... 
King-size dimensions. 











JOBBERS! DEALERS! 


Cash-in on the tremendous demand for these 
fast-selling items. Place your stock orders 
now! Literature and prices on request. 


SE wc te ae oe: 
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Rubber housewares catalog 


A Rubbermaid houseware line 
catalog shows each item in color 
with its order number, sizes, ship- 
ping carton and retail price. It 
also shows illustrations and data 
on display units. Shorter versions 
of the master catalog are also is- 
sued for consumer distribution. 
Rubbermaid, Ince. 


For more data circle No. 73 on postcard, p. 117 





NEW EQUIPMENT 


Steel service counters 





People who manage stores, ware- 
houses, factory storerooms, supply 
houses and institutions will want 





























these Penco heavy-duty steel ser- 
vice counters. Offered in open or 
closed styles with or without doors 
they are available in a wide range 
of sizes with standard height of 39 
in. Standard colors green and 
gray. Available with linoleum tops 
having stainless steel molding. 
Penco Metal Products Div., Alan 
Wood Steel Co. 


For more data circle No. 74 on postcard, p. 117 








Lawnmower sharpener folder 


This folder describes the Ideal 
model 300 lawnmower sharpener 
which permits grinding on hand 
and power mowers without remov- 
ing engines, wheels, or handles. It 
also outlines the ease of starting a 
profitable 52-week lawnmower ser- 
vicing business. This sharpener in- 
cludes bed knife grinder, reel blade 
grinder, and a reconditioner unit 
used for back-lapping mowers to 
keep reel blades in top cutting con- 
dition between grinding jobs. Same 
mower powers all three units. F'ate- 
Root-Heath Co. 


For more data circle No. 75 on postcard, p. 117 
(Resume reading on page 17) 
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STEVENS 


WALDEN INC. 


THE MARK OF QUALITY TOOLS 


Stevens Walden offers you the largest 

most complete lines of all types and 
styles of wrenches — quality tools, 
popular priced for volume selling. 




























oa HEPP 





HEPPNE 


MAGNET-LATCH 


The latch with 10 Ib. holding power 









Magnet Latch 


“SKIN PACKED” on 
Colorful Hang-up Cards for 


SELF-SERVICE 
IMPULSE SALES 


Eye-catching hang-up cards sug- 
gest many Magnet Latch uses... 
Give complete mounting instruc- 
tions. Punched for peg racks, wire 
racks, strip racks. Designed also 
for counter bins. Circled for deal- 
er price. 











Sealed-in-plastic “skin pack” pro- 
vides complete visibility. Keeps 
cards from soiling. Vacuum sealed 
to card to prevent damage or 
pilferage. 


>. 


ond take, Il. 
es CO., Rowm 
NER SAL 


FREE: Counter demonstrator. Miniature 
door section with mounted magnet latch 
invites customers to feel 10 Ib. holding 
power. Reg. $3.00 value, yours FREE 
with first 3-gross order. FREE—for mount- 
ing on storage cabinets, one magnet 
latch with colorful hang tag with each 


MAGNET-LATCH 


HEPPNER SALES CO., P.O. BOX 608, ROUND LAKE, ILLINOIS 


HEPPNER 
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Howss the Hardware Business? 





Kitchen equipment: big ticket line with plenty 
of sales volume and profit potential for "58 


Kitchen equipment is a depart- 
ment with the potential to make 
hardware dealers’ sales and profits 
stand up to or even go ahead of last 
year’s figure. 

Extra promotion on this cate- 
gory in the month ahead will pay 
off in plenty of plus sales. Here is 
the way the kitchen equipment sit- 
uation shapes up. 

The market, amounting to about 
$3 billion, is booming. Home own- 
ers are putting money into kitchen 
remodernization. Home _ builders 
realize a modern kitchen sells a 
new home. 

Manufacturers are giving kitchen 
equipment special promotion now. 
New products, consumer advertis- 
ing, and dealer sales aids are 
geared to produce more sales im- 
mediately. 

Hardware dealers can tie into 
this ready-made market and make 
kitchen equipment one of the most 
profitable big ticket categories. 

Modernization of a kitchen in an 


old home represents a sales ticket 
of $1,500 to $2,000. The down pay- 
ment comes to 10 percent. The bal- 
ance is paid off over 36 months. 
This is the market among home 
owners, and represents 60 to 70 
percent of the $3 billion total. 

The rest of the market, 30 to 
40 percent, is for kitchen equip- 
ment in new homes, bought mainly 
by home builders. 

About 95 percent of the total 
market can be handled by units put 
together through a dealer kitchen 
planning service. The rest of the 
market is made up of special order, 
or made-to-order equipment. 

All these figures come from 
officials of Youngstown Kitchen 
Division of American-Standard. 

These officials also point out the 
basic facts of a hardware dealer’s 
kitchen equipment department. 
Floor display area minimum re- 
quirement is 8 sq ft; merchandise 
inventory, $1,000; advertising 
budget, 6 percent. Put a man to 














A new product to help increase kitchen equipment sales. This is Youngs- 
town Kitchens’ Servi-center, a sink with electrical outlets, plus storage 
compartments and a dispenser panel. 
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work selling outside the store and 
he'll bring in around $50,000 in 
sales over the year. 

‘The kitchen industry has scarce- 
ly scratched the surface,” says C. 
D. Alderman, president of Youngs- 
town Kitchens. 

“We estimate at least 50 million 
dwelling units need kitchen equip- 
ment of some kind. Our problem 
is to convince the homemaker she 
can have kitchen modernization 
now at a price within her budget. 
This means our biggest advertis- 
ing and promotion appropriation, 
about $3 million.” 

The need for more dealers is 
(Continued on page 160) 


Prices reduced in new 
mail order catalogs 


Mail order chains have reduced 
prices on several thousand items in 
their spring sale catalogs. 

Montgomery Ward & Co. and 
Alden’s, Inc., announce price reduc- 
tions averaging 13 percent in their 
catalogs which were mailed early 
this month. 

Sears, Roebuck & Co. says price 
reductions in its spring sale cata- 
log to be mailed in May will aver- 
age 10.2 percent. 

Examples of some of the price 
reductions are these from the 
Montgomery Ward catalog: 

A power rotary mower which 
sold for $119.50 in January is now 
$99.50. 

A gas range, formerly $169.95, is 
now $139.88. 

A television set that was $269.95 
in January now sells for $219.95. 


February hardware sales 
were down 11.5 percent 


Bad weather across much of the 
nation in February cut sharply 
into retail hardware store sales. 

Retail hardware store sales in 
February totaled $154 million, the 
Commerce Dept. reports. 

That’s a dip of $20 million, or 
11.5 percent, from the February 
1957 sales figure. It made Febru- 
ary sales the poorest in seven 
years. 

February was also the llth 
straight month in which retail 
hardware sales slipped behind the 
year-earlier figures. The decline 
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from the World's Largest Manufacturer 


of .22 Cal. Revolvers 





e Prestige 
¢ Profit 


e Performance 







Sede Mel 


MODEL 939 






as advertised 






SUPERB NEW 9-SHOT .22 
with SWING.OuT CYLINDER 


Masterpiece of 
manship! Feature 
cylinder release 
and unloading . 












and pre-sold 


design and crafts. 
$ exclusive hammer 
for lightning loading 












to your 









customers 


through the 





pages of 
TRUE |; 


TS 
= Field¢Stream 
AMERICAN Rirzawan Life 


The biggest buy in the gun business... H&R’s value-loaded, beautifully crafted Ultra “Side-Kick’®. 
And it’s just ONE of the new H&R line that’s over 80% NEW or improved ... packed with fresh, 


exclusive features . . . including rifles and shotguns with ‘Hunter Safety” red stocks ... and an 
all-new .32 cal. swing-out cylinder revolver! 




















Out front by far in ’’58...H&R! Are you stocked and ready for spring business ? 


HARRINGTON & RICHARDSON, Inc. 


Est. 187] 
320 Park Avenue, Worcester 10, Massachusetts 
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q8. a ee these nationally iililtil 


All Retail 


around 


$3.00 






































Write, Wire or Phone for 
catalog sheets and 
discounts. 





MANN EDGE TOOL COMPANY, Lewistown 1, Pennsylvania 





Making forged steel tools since 1843 
































: 

i JUMBO 
ACE All steel, large ca- 
Low-priced favor- & pacity (4 cu. ft.). 
ite. Lightweight. g Edge of press- 
Handles support g formed tray rein- 
- length LE cu. g forced with steel 

. Capacity tray. . Braces su 
Baked automotive © tray, legs. Baked 
finish, self-lubri- | automotive finish. 
cating bearings, g Pneumatic, semi- 
puncture-proof tire. . — or steel 

Sa 5 '? 


by 





LAWN SPRAYER 


Best controlled applica- 
tor for liquid fertiliz- 
ers, insecticides, weed 
killers. Tank holds 3 
gals. Produces approx. 
40” swath. Non-corro- 
sive pump. Baked auto- 
motive finish. 
sas ™ 







SPREADERS 


7 models. Many patented 
features. ‘‘Fertilizer 
Miser’ control. Non-flex 
handle. ‘“‘Slots-in-Hop- 
per’’ for spreading peat 
moss. Nylon bearings. 
Baked automotive finish. 


OLDEST and LARGEST 
WHEELBARROW MAKER 
IN AMERICA 
- Write for FREE Literature “3 


JACKSON MFG, CO, 
Harrisburg, Pa. 


Fs a 





« LAWN ROLLERS 


i 
1 
| 
" 5 sizes. Axles | 
run completely 4 
4 
\ 
| 
| 
4 





~ 


2-in-1 SPREADER-CART 


Combination spreader and 4 
cu. ft. cart. Features strong 
legs, wood handle, 13 adjust- 
ments, baked automotive 
finish, nylon bearings, ‘‘Slots- 
% in-Hopper’ for spreading 
4 peat moss. 


. { through high grade 
LAWN and GARDEN CARTS # steel drums. 
2 ruggedly-built models. Low- 4 Rounded edges 
priced Handi-Cart, shown, and & prevent cutting 
Jackson Deluxe hold 4 cu. ft., # sod. Adjustable 
feature popular flat bottom, @ scrapers. 
baked automotive finish. f 











AT HARDWARE STORES & GARDEN SUPPLY DEALERS 
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started with the second quarter of 
last year. 

For the first two months of 1958, 
retail hardware store sales are 
down $31 million, or 8.6 percent, 
from last year’s figures. 

Here are the U. S. Commerce 


Dept. unadjusted estimates of 
hardware store sales for the last 
three years. 


(millions of dollars) 
1958 1957 1956 
January 172 183 175 
February 154 174 171 





Two-month 
totals $326 $357 $346 





March 208 207 
April 221 227 
May 253 266 
June 248 275 
July 238 250 
August 234 251 
September 225 245 
October 240 258 
November 229 254 
December 283 314 

Totals $2,736 $2,893 


Customers reduce time 
payments in February 


Customers in February caught 
up on their time payments rather 
than going deeper into debt. 

They reduced the amount of their 
outstanding instalment debt by 
$435 million during the month, the 
Federal Reserve Board reports. 

It was the second straight month 
that repayments exceeded time pur- 
chases. In January customers re- 
duced their outstanding instalment 
debt by $368 million. 

At the end of February custom- 
ers owed $33.3 billion on time pay- 
ment purchases, up $1.8 billion 
from February 1957. 


Wholesalers’ sales drop 
10 percent in February 

Wholesalers’ sales in February 
totaled $8.2 billion, the Commerce 
Dept. reports. This is 10 percent 
below the year-ago figures and 9 
percent below January 1958. 

Sales by hardware, plumbing and 
heating goods wholesalers during 
February were off 10 percent from 
January and the February 1957 
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totals. Inventories ran 7 percent 
behind last year, but were up 1 
percent from January. 


Manufacturers building 
new plants, warehouses 


Columbus Plastic Products, Inc., 
Columbus, Ohio, is building a 110,- 
000 sq ft plant next to its present 
plant as part of a $1 million expan- 
sion program for 1958. 

Reflector-Hardware Corp., Mel- 
rose Park, Ill., has opened a new 
office, showroom and warehouse at 
851 S. Los Angeles St., Los An- 
geles. 

Standard Tool Co., Cleveland, is 
building a one-story sales office and 
warehouse at 1001 S. Goodrich 
Blvd., Los Angeles. 

Regina Corp., Rahway, N. J., has 
moved into its new $1 million plant. 
The new building, about %4 of a 
mile from the old plant, has twice 
as much manufacturing space. 

Eagle Electric Bay g Co., Ine., 
Long Island City, N. Y., has bought 
the assets of toe Corp., Tilton, 
N. H., for the manufacture of 
metal socket shells and caps. 


Protection Products Mfg. Co., 
Kalamazoo, Mich., has opened a 
new branch plant and warehouse at 
Conyers, Ga. 


American Machine & Foundry 
Co., New York, is shifting produc- 
tion of BMC Div.’s juvenile autos, 
tractors and wagons, from Bing- 
hamton, N. Y., to Junior Toy Div. 
in Hammond, Ind. 

Harcraft Brass Div. of Harvey 
Aluminum, Torrance, Calif., has 
opened a new factory warehouse at 
5044 N. Westmoreland Rd., Dallas. 


Customers spend much 
to keep pets healthy 


If you don’t stock pet supplies, 
you ought to consider setting up a 
pet supplies department. 

Pet owners are spending more 
than $16 million a year on pesti- 
cides, medicines, and other animal 
care products to keep 48 million 
cats and dogs healthy. That’s the 
word from E. I. du Pont de Ne- 
mours & Co., Wilmington, Del. 

The market will get even big- 
ger, du Pont predicts. Because of 
the trend to suburban living, 
there will be more pets in homes. 
HARDWARE 
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THE TRAVELER 


Traveler walks as it waters, 
winds up hose, and stops it- 
self when finished ~ AUTO- 
MATICALLY! The most 
versatile sprinkler in 
America today. Roll it out 
on the lawn, attach hose, 
and turn on the water. 
Traveler does the rest — 
follows hose in any pattern 
desired. Optional Automa- 
tic Shut-Off* stops sprinkler 
when the job is finished. 


A DEMONSTRATION 
WILL SELL IT! 


Covers area of approximately 
50’ x 200’. Travels about 20’ 
per hour. 

Nothing to Pick Up, Wind 
Up, Carry or Shut Off! 










YO" OUR STORE 


> oe" <e 

+. ac 2 AV | ATT 
= a Ab \ By etl NN) 
ahs Pi ge Ag ja 

LTH \ io 2 


with New! Improved! 


PARKS 


SEALER PRIMER 
White Pigmented Shellac 


= 








Superior in Every Way 


Parks Sealer Primer has greater viscosity, 
(REDUCES SPATTERING), seals and kills stains 


Does 4 jobs 
better, goes further, covers more and... ’ licati 
DRIES FLAT IN 30 MINUTES! . . . ready for ee 
finish coat. ® Seals © Primes 


Parks Sealer Primer with its pure shellac base 
costs no more and often less than ordinary 
products... ° 


Kills Stains 


Preserves 








So for happy customers and “’ 
give them the best. . 


repeat’ profits... 
. Parks Sealer Primer 





TEST If YOURSELF 
Write for FREE sample on your 
letterhead. Try it for a pleasant 
surprise. 


Made by the manufacturers of 
Parks ‘Quick Drying’ Shellac 


Available in Gals., Qts., Pints. Order from your jobber 


The PARKS COMPANY 


10 MAIN STREET 
SOMERSET, MASSACHUSETTS 





149 





WRIGHT-BERNET 7°75 BRUSHES 





Order the Vhw No. 1958 Floor Broom 


This Year's Best Seller 
Vow Styling! ee {= P acking | 








TURQUOISE <—te FOUR BRUSHES 
PLASTIC N0.1958 9 Oe 2n0- at : d 
Floon Wihlilont | an 
BRISTLES mit aoe a 
aS FOUR HANDLES 
MATCHING 
COLORED LH AN ALL 
HANDLES IN ONE CARTON 


COLORFUL ° CONVENIENT ° EYE-APPEALING 


Order from your Jobber or write to Dept. HA-1 for free literature 


WRIGHT-BERNET, INC. DON’T FORGET — 











1524 Bender Ave., HAMILTON, OHIO i L's Brushes !-""Wright-Bernet”’ 





| | {aN 
the y Modern Line 


is easier to SS 


PUSH for PROFIT 


The Modern Line practically sells itself. The many exclu- 
sive, top-quality features are easily seen and appreciated 
by your customers. Such features as precision design, 
rugged, all-steel construction, big capacities and 
color-styled automobile finish. 





























In addition to this the Modern Line is now advertised 
to over 3 million consumers in leading household and 
gardening magazines. 


Get the complete story today on the Modern Line... 
the line that’s easier to push for profit. 


= ~ : = . F a 
. = ‘ " i - 
. r , ; é) an 
y ae 


THE MODERN LINE 1S THE TOP QUALITY LINE 
— 5389 W. 130th St. 
‘sateoleo(-1iam cele) m. mei I — i ot o PEnaamannnans 
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Consumer Mailers—| ae P ACKAGI ALE 


New Wholesalers’ Aids 


for Dealers’ Use — ~ that says 
100 items are featured Pick me Up 


in Shapleigh mailer 








More than 100 items are featured | 


in a new spring mailer available | and lG tits 
from Shapleigh Hardware Co.,| 
wholesaler in St. Louis. 
The mailer is a multi-colored, 4- | KK 1 
page newspaper piece. It comes) d ome 


complete with dealer imprint. _ le 
; a 4 You get every sales- 

Theme of the promotion is| proven advantage 
“Spring Sale.” | when you ask for 
Items covered include lawn and | Wessel Hardware 

| Specialties. Most wanted, 
| fastest-selling items, as 
proven by coast-to-coast 

sales records — and all 

COMPETITIVELY priced. 

All Wessel specialties are functionally, 

artistically designed, precision-made for 

dependable, uniform quality; handsomely 

finished. Packaged most appealingly for specific merchandising needs 


| 
| 
| 
j 
| 


/ 
A 





REEN KUTTEP 
GARDEN BA@ROW ops aOtsee | 
) & teay--—--——3---- 3 


et le et 


any Pa gs PATIO cane —providing choice of “skin packaged” Compak Cards, visible Polly 
Soe | Pak bags, stack package reshippable cartons. 

Backed by consistent advertising in national trade magazines PLUS 

dynamic display material, literature, and other sales aids. Order from 

your jobber today. 


BRNO Ay | Teo 8 36 


| Beautifully finished, high quality Prominently show this handsome rack assort- 
ment. It occupies only a 16” square of counter 
HARDWARE CONVENIENCES space. It prompts customers to a 
items they might otherwise overlook. Cus- 
age hy dhe ph nmap tomers can make easy self-service selection 


bean < aor No. 8801 


OL | IP Ll a CARDED 
garden tools, outdoor toys, sporting Ln gt al | ate HARDWARE 
goods, hardware, housewares and 


= —— = 
tools. | , 1” ee Then ASSORTMENT 


Also available to dealers ja a ; {1 | | : L i : GET FREE oF 
ITEC EXTRA COS 








newspaper mats, radio scripts and| 
a 125-piece point-of-sale store dis- | 
play kit. This kit includes window | 
streamers, spots, double pennants, | 
valances and price cards. | 














lawn and garden book | = i —— | a HARDWARE CORP. 

A 20-page lawn and garden cat-| . : 919-931 North Sth Street 
alog which dealers can distribute | ". : eee “gent 
to their customers has been pre-| PS ma a | peed m Sanada: ved. 3. Mall Co. 
pared by Whitlock Corp., hae ap ES 4) Grenville St.. Toronto t 
saler in Yonkers, N. Y. | shyt |] )S3 : Export: Hall & Reis, Inc. 


| 165 Broadway, New York 6 
Theme of the catalog is “Fun 


in the Sun.” 

The cover is printed in four’! 
colors and has space for dealer | 
imprint and customer addressing. | 
Inside pages are printed in two 


HAE-WH 398.158 


colors. 
Whitlock also has a tie-in dis-| 
























New Wholesalers’ Aids 








(Continued) | TAA Ga aa 


has everyting you NekC. .. Tor 





|KLEINS 





play kit to go with the catalog. 
The kit features store display ma- 
terials, merchandising aids and 
special “Fun in the Sun” newspaper 
ad mats which dealers can use in 
their own advertising. 


 deneey distributes book 
for Hardware Week sale 


_ Janney, Semple, Hill & Co., 
'_wholesaler in Minneapolis, pre- 
| pared a 32-page Hardware Week | 
_ Savings Book which its dealers dis- | 
tributed to their customers. | 

The catalog featured specials | 
_ that offered customers a combined 
savings of more than $250. This 

was stated on the catalog cover and | 





77-4100 


ELECTRIC 
GENERATING 
PLANTS 











Ky olaleolalom =) -80,0-lallac 


a 







GASOLINE 
ENGINES 














| sa , | Linemen, electricians...men who 
| on the first page. The first two | know good tools... are satisfied only 
pages contained sample savings on | with the best. When it comes to pliers, 


typical items throughout the cata- | oe rt atone ag s—famous 
| log. ‘ 


For your top customers... those 
| Janney backed up the catalog | who appreciate the finest in tools... 
_ with store display material, news- | be sure your stock of Klein Pliers is 
| paper mats and radio scripts. adequate. 


39. Illinois 





POWER 
TOOLS 


ago 





ELECTRIC 
PORTABLE 


. Chie 







Ave 






100 years of service 
to linemen, electri- 
cians and industry is 
back of this new 
Pocket Tool Guide No. 
100. A copy will be 
sent you upon request, 
without obligation. 


Masback's Red Diamond 
products featured on TV 


| Masback, Inc., New York whole- 
saler, has signed a 13-week con- 
' tract with WOR-TV for Friday 











= an @llet¢:3el— 










are t Lie ob ae od LO), | 5 8 aed a eo eee). aioe) ie]. 7 wale), | 


58417 W: 









| time on “Beat the Champions,” a Foreign Distributor 
' late night program. The contract International Standard Electric Corp. 
| began March 21. New York 





Masback will promote its private 


_house brand, the Red Diamond Mathias KLEIN & Sons 
| product line, on the show. ts erry tees oe —_ 


“Beat the Champions” is a quiz 
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FOR A BIT WITH A BITE 


SUPER CARBIDE TIPPED MASONRY 
DRILLS 


A COMPLETE RANGE oF SIZES & TYPES 


EXTRA LONG SPEED SPIRAL 
(List “LD”’) 


Provided with fast, long, spiral fluted 
afea to nite into deepest holes Hole 


ss NEW CORE-VENT (List “CFD”) 


sizes from '4” td | 


Has removable shanks for exte 
eliidcse Incorpor ates Mi ed c 
, 6 


r ‘ehala’ >! . ry >| ' Cc [ < 
onventional spira TCA a 





rattta: 4 
SOTIUG OTe jt <) 


wii r) £ ry r 


DURABLE SPEED SPIRAL 
(List “FDM”) 


Fast, double lead spiral flutes and full hole size 
drili Dody assure fast, positive dust ejection 
Big carbide tip assures long, trouble-free service 
life, many regrinds. Hole sizes from % 








DEEP SPIRAL (List “FDS’’) 


This der pD spiral masonry dr 


ejection of dust. Hole siz 


AVAILABLE IN KITS 


LOI RRR 


Net EE NI 


1 


be | 
° 


} LEER 


) PEEVE 


;> € 
> 
— 


| 
a0 f « 


Each kit contains a selection of most popular sizes in one 
attractive package. 


QRBRaLELOL eee renga, 


7 


WRITE NOW FOR LITERATURE, PRICES 
TOOL COMPANY 


DEPT. 370, 21650 HOOVER RD. e DETROIT 13, MICHIGAN 


WAREHOUSES: CHICAGO e DETROIT e& NEW YORK @0@ LOS ANGELES 


Division of Van Norman Industries. ine. 
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HOLD-E-ZEE 


oe een Secee, © eam Sen eer. © Wen Gece oe. 


SCREWDRIVERS 


st 

in FEATURES 
in QUALITY 
in VALUE 






































For complete customer satis- 


iclailels Ma Lisl nia 


packed drivers that give 
BITS 


ARE 
HAND 
GROUND 


all purpose use—sell 


HOLD-E-ZEES. 


FEATURES (exclusive) 
include: LOK-BLOK, 
makes blade impact, 
twist proof; GRIPPER 
recedes deep into 
handle; special 
concave, Tenite 
Handle for 

sure grip. 





QUALITY is ou 
vanadium blade 
Tenite handles 
to last longe 


VALUE is unsurpassed 
Hold-E-Zees give full use 
Plus .. 
than ordinary drivers. 


. yet cost no more 


Pre-Sold by aggressive na- 
tional advertising and out- 





standing merchandising units. 











Order 
from 
Regular 
Warehouse 











UPSON BROS., inc. 


ROCHESTER 14, N. Y. 






















program for home viewers and of- 
fers merchandise prizes to the win- 


| ners. Many Red Diamond products 
| will be given as prizes throughout 
| the contract period. 


One item in the line will be fea- 
tured each week. The Red Diamond 
stylized name will be shown promi- 


_ nently in each commercial. 


Promotions 


Manufacturers’ New 
Merchandising Plans 

















Clinton Engines using 
_network TV promotion 


Clinton Engines Corp., Clinton, 
Mich., is using network television 
to build consumer demand for prod- 
ucts using its engines. 

The company is co-sponsoring 
two showings of “The Price Is 
Right” on NBC-TV during April. 

Clinton is also promoting the 
Clinton Apache Outboard Motor, 
Clinton Chainsaws and Clinton 
“Little Injun” 21% hp motor which 


comes in a do-it-yourself kit for | 


children. 


Free ice tongs offered 


_in Ice-O-Mat promotion 


Rival Mfg. Co., Kansas City, Mo., 
is promoting sales of its Model 347 
Wall Ice-O-Mat Ice Crusher by giv- 
ing away a pair of Copper Touch 
Handy Ice Tongs with each pur- 
chase. The tongs have a $1 retail 
value. 

Tongs 
each ice 
June 1. 

Dealers who order six of the Ice- 
OQ-Mats receive a colorful display 
complete with tongs and _ special 


are being packed with 


crusher shipped 


_ newspaper ad mats. 


Petersen is sponsoring 
$4200 consumer contest 


A six-month consumer ‘$4,200 
Reward” contest to sell more Vise- 


Grips is being conducted by Peter- | 


sen Mfg. Co., DeWitt, Neb. 


From May through October, con- | 
sumer 


magazine readers will be 
urged to send in lists of all the 
uses they have found for Vise-Grip. 
Each month the three persons send- 


before 


NEW 


basting 
set 








Makes basting easy with 
sauce and butter. 
Hooks to Brazier edge. 


Write for catalog 258 


ANDROCK 





OUTDOOR COOKING TOOLS 


THE WASHBURN COMPANY 
WORCESTER, MASS., ROCKFORD, ILL. 





ee — 


(R 
. Cc 


ys 


re 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 


THE TRADE CALLS = 
for 
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JUNE 
IS 
THE 
BIG 









MONTH! 






“PLAYDAY, USA" 
PROMOTES A 15-BILLION-DOLLAR BONANZA 


Americans will spend fifteen billion dollars for leisure 
products this year... a record buying spree that can 
mean more cash to you! Sound insurance of getting 
your share begins when you tie in with “Playday, USA,” 
the largest single promotion in the fifteen-billion-dollar 
leisure-products market. 

Fishing gear, picnic jugs, grills, outdoor furniture, 
. scores of fun-time items 
made of Alcoa® Aluminum gain merchandising mo- 
mentum through “Playday, USA.” You'll see them ad- 
vertised in Holiday and Sports Illustrated . . . beamed 
home to 25,000,000 viewers through the famous Alcoa 
Theatre. Alcoa will spend more than half a million 


dollars to make this promotion pay off for you! 


golf carts, outboard motors . . 
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SEND FOR FREE “PLAYDAY”’ DISPLAY KIT... 

Your free “Playday” display kit converts impulse to action where 
it counts ... in your store! Banners. ad blowups. A colorful array 
of hard-hitting window and in-store display materials that turn 
trade your way! 














Po ee a Se oe ee 9 ee ee eee =e “~ 
~ Aluminum Company of America | 
1, = 6 1632-D Alcoa Building 
| | ALUMinn ma Pittsburgh 19, Pennsylvania 
a A. warnwe tomrany or anensen Please ship me [] “Playday, USA” dis- | 
| play kits as soon as possible. | 
| | 
| NAME__ , sa ms: 
| 
| STORE vinieshiiisliaanniheiibbipibineaiiah 1 
| | 
| ADDRESS_ ‘ CITY STATE oi. °F 
SA A A A A A A A A A <<. <<a aus quam queues Guus queue Guues cues cues au au a= at 


| See Heap Big Sales 


for dealer featuring 
* 


Gas Heaters 


Ahead in Styling. 
Welcome Warmth, 
Advanced 
Engineering 


"Lp 9 Vented Heaters 
As, _ 15,000 to 
Rea 85,000 BTU 
25 Unvented 
Heaters, 10,000 
to 50,000 BTU : 
é : Send for new LT 
asiltee catalog showing = All A.G.A. Approved 
CAS WEATERS complete Martin for natural, liquefied 


NF Line and dealer aids or manufacturers’ gases 


, ds ee ee ae 





WOW! 


Scientific discovery 
turning industry 
upside down . 


sensational 


™. 


The Original Wash Away 
PAINT REMOVER 


™-4 has taken Paint 


PRODUCTS ARE PACKAGED | Remover ne of back 
rooms and out 
TO CATCH EYES from under counters / 


AND CREATE SALES UP FRONT to 


3 o 3 the best-seller 
Clotheslines Sash Cords Mason Line 5 the jnciestved 
Starter Cords Jump Ropes Water Ski Ropes o © mous ry: 
HANKS: Venetian Blind, Traverse, Shade Sell MORE with 
Cords, Anchor Rope. Tow Lines, etc. TM-4 ... the ONLY 
Enjoy added volume and extra profit with Paint Remover with an 
NOVA Products . . . our Sales Offices in all unconditional 
parts of the country. money-back 


REMOVER 
guarantee! cama 


I NOVA | SAS an 
PRODUCTS DIVISION OF S Write for brochure 


West Georgia Mills WINFIELD BROOKS CO., 


Whitesburg, Georgia WOBURN, MASSACHUSETTS 
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Manufacturers Promotions 








(Continued) 
ing in the longest, practical lists 
of uses will receive checks. The 
winners’ dealers will win similar 
amounts. 

The contest is being advertised 
from May through October in Life, 
Popular Mechanics, Popular Sci- 
ence, Successful Farming, Cappers 
Farmer, Farm & Ranch, Farm 
Journal. 

A dealer contest sales kit is 
available from Petersen. The kit 
contains two display posters, dis- 
play tags, ad mats, contest hand- 
bills, dealer contest instructions, 
and a dealer sales book “Selling 
Vise-Grips Is Fun.” 


Container Corp. film 
is promoting Vapocan 

Container Corp. of America, 
Chicago, is promoting the Vapocan 
home freezing container with a 
seven-minute film that will be 
shown on women’s television pro- 
grams across the country. 

The film, “Let’s Have a Luau,” 
shows how to freeze cooked foods 
and fresh fruits and vegetables in 
Vapocans for a Hawaiian-style 
party. 

A goal of 200 showings on local 
television stations in 1958 has been 
set. 


Wear-Ever using price 
specials on two items 


Wear-Ever Aluminum, Inc., New 
Kensington, Pa., is promoting its 
square angel food pan and square 
griddle with special prices through 
May 31. 

The angel food pan, which reg- 
ularly retails for $2.95, will sell 
for $2.49 in the East and $2.69 
in the West. The griddle, regularly 
$3.95, will be $2.97 in the East 
and $3.29 in the West. 


Dominion Electric has 
3 specials for dealers 


Three electrical housewares deals 
are offered to dealers as _ traffic 
builders by Dominion Electric 
Corp., Mansfield, Ohio. The deals 
allow dealers to offer their custom- 
ers better values with no increase 
in prices or reduction in profit 
margins. 

The first deai allows dealers to 
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“Switch to Ardox saves 


189; pounds of nails per home” 
...feports builder of LIBERTY HOMES 


By using Ardox spiral nails in Liberty 
Ready-Cut Homes, the Lewis Manu- 
facturing Company of Bay City, 
Michigan, cut its nail requirement 
from 401 pounds to 211% pounds 
per home. This saving is accomplished 
in a three-bedroom ranch type with 
a 42’ x 32’ foundation. 

Other advantages reported by 
Lewis Manufacturing are easier driv- 
ing and extra holding power. Accord- 
ing to Hector Shaw, a Lewis 
carpenter foreman, “we found that 
once the Ardox spiral nail is driven 
into wood, it’s there to stay.” 


This threaded-to-the-head Ardox 
spiral nail actually costs less than the 
familiar straight shanked nail be- 
cause there are more nails per pound. 
This saving, combined with the extra 
holding power, ease of driving, and 
less splitting, can cut your costs 
immediately. 

Try them and keep track of the 
savings. If your local distributor does 
not have Ardox spiral nails in stock, 
get name of your nearest supplier 
from Jones & Laughlin Steel Cor- 
poration, 3 Gateway Center, Pitts- 
burgh 30, Pennsylvania. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 





Manufacturers Promotions 
(Continued) 





offer a special French fry basket 
with the Model 2215 fry-skillet 
and cover for $23.95. 

The second deal includes a color- 
ful vinyl drying hood at no extra 
cost with the Model 1803 hair 
dryer which retails at $9.95 in 
color, and $10.95 in chrome and 
black. 

The third deal gives one $10.95 


table stove free when they order 
a group “A” assortment of stoves 
or a $4.50 table stove free when 
they order a group “B” assortment 
of stoves. 


Ad mats are available 
from True Temper Corp. 


A series of newspaper mats to 
help dealers prepare their own ad 
vertising is now available from 
True Temper Corp., Cleveland. 

The mats cover 42 garden tools, 











3 Steps to 


10 TIMES 


the PROFIT 


with Seymour Smitn Electric Lawn Trimmers 

































ELLA, SIT 
. Sim 





: This display 
FREE. Order 

blank with 
each trimmer. 


















#70 *700 
$21.95 $29.95 
retail retail 





] Display your hand grass shears 
prominently ... BUT 
2 


With them, display the Seymour 
Smith electric lawn trimmers 
(special floor display free). 
3 When a customer is interested in 
grass shears, show him the elec- 
tric lawn trimmer and tell him the 
advantages—the hand shears are 
low cost in money, but the electric 
trimmers are low cost in time. User 


does an hour’s work in minutes, and 
does it standing up. 


You make $10.00 profit on electric lawn 
trimmer #700 ($7.25 on #70) instead of 
40c to $1.00 on a hand grass shear. And 
you'll be doing your customer a favor. 
Seymour Smith electric trimmers really 
do the job and give long, trouble-free 
service. 


#700: De luxe model with exclusive fea- 
tures. Custom-built, 1/10 h.p. motor. 
Safety switch at grip stops motor when 
released. Cord housed inside aluminum 
tube handle. Extension cord holder. Large 
rubber wheels. Auxiliary handle grip. 
soe has ball bearing on shaft end oiled 
or life. 


#70: Priced for volume, but sell it with 
confidence. Jt does the job. 1/15 h.p. cus- 
tom-built motor. Rolls freely on large 
hardwood roller. 


Quality Toots 
Seymour Smitu 
Swce 7850 









SEYMOUR SMITH & SON, INC. 
2704 Main St., Oakville, Conn. 
Sales Reps: John H. Graham & Co., Inc. 
105 Duane St., New York 8, N. Y. 
















shovels, and shears. There are also 
three mat headers and three com- 
pletely made-up advertisements. 

Dealers who want a proof sheet 
of the mats should write to True 
Temper Corp., 1623 Euclid Ave., 
Cleveland 15. 


Tait Mfg. is conducting 
water system promotion 


A promotional campaign to sell 
customers on the advantages of 
owning a private water system has 
been launched by Tait Mfg. Co.. 
Dayton, Ohio. 

Theme of the campaign is “Your 
own private water system serves 
you best.” 

Direct mail and consumer maga- 
zine advertising will be used. 





Two more manufacturers 
re-indorse Fair Trade 


Two more manufacturers have 
reaffirmed their support of Fair 
Trade. 


They are Rubbermaid Inc.., 
Wooster, Ohio, and Winchester- 
Western Div., Olin Mathieson 


Chemical Corp., New York. 

They join Hamilton Mfg. Corp.., 
Columbus, Ind., and Corning Glass 
Works, Corning, N. Y., in sticking 
to Fair Trade. 

Rubbermaid President James R. 
Caldwell, in a letter to dealers, 
said: 

“As a long-time leader and 
strong proponent of Fair Trade, 
we want to strongly re-emphasize 
our position. 

“Rather than depend on price 
cutting and narrow profit mar- 
gins for volume, we prefer to put 
our faith in sound-minded busi- 
nessmen who have the vision to 
capitalize on our program of qual- 
ity merchandise, well advertised, 
attractively packaged and sold at 
necessary, reasonable profit.” 

J.T. Boone, Winchester-Western 
sales manager, wrote dealers: 

“We are continuing to price 
Winchester firearms and Western 
and Winchester ammunition under 
the Fair Trade laws in all states 
having a Fair Trade enabling act. 
Full effort, within our legal power, 
is being exerted to maintain Fair 
Trade prices in all Fair Trade 
states.” 

(For other Fair Trade stories, 
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“PRODUCTION” 
PAPER SHEETS: 
2%,"x 9". Each package 
sells 10 sheets at a 
time, fits 3M Sanding 
Blocks. Also available 
inim”’ x? 


3M SANDING 
BLOCKS: Tie-in sale 
opportunity! Pliable 
rubber, sands both flat 
and curved surfaces 
using pre-cut ““PRO- 
DUCTION” Paper 
Sheets. 1%" and 23” 
widths. 


5” “PRODUCTION” 
PAPER DISCS (not 
illustrated). Universal 
Center Hole, fits any 
arbor from 4%" to 1". 5 
discs to a package. 


SELF-SERVICE 
SANDPAPER CAB- 
INET DEAL K-1: 
Holds five sleeves of 
“PRODUCTION” Pa- 


per; three sleeves of 
“WETORDRY”" Tri-M- 
ite Paper, all full size 
sheets. Boosts turn- 
over as much as 25%. 


emsowee Rete des 


6” “PRODUCTION” 
PAPER DISCS: '‘'No 
Hole” discs specially 
designed for use with 
sponge rubber sand- 
ing pad. Ideal for all 
general home sand- 
ing. 5 discs per pad, 
assorted grits. 




















SPONGE RUBBER 
SANDING PAD 
KIT. For use on any 
%” or larger electric 
drill. Flexible pad elim- 
inates gouging and 
marring. Each kit has 
6” pad and tube of 
3M adhesive. 





Get volume sales...extra profits...with this 
3M “SANDING CENTER” 


STOCK these 3M items and you can equip 


any customer for nearly all hand and machine 
sanding jobs.. 


DISPLAY «PRoDUCTION” Brand Paper 
and related items prominently. Each product 
comes'in a bright eye-catching merchandising 
carton for point-of-sale use. 


TE LL 3M customers that ‘““PRODUCTION”’ 
Paper cuts ten times better than ordinary 


#*gm’*, **PRODUCTION’’, ** 


Miienesora JUfinine ano ]YJANuracturinG COMPANY 


oe + WHERE RESEARCH IS THE KEY TO TOMORROW 
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WETORORY’* AND ‘*TRIeM-ITE’* ARE REGISTERED TRADEMARKS OF 3M CO., ST. PAUL 6, MINN, 


sandpaper . . . stays sharper . . . lasts much 
longer ... gives better finishes. 


ORDER 3M Brand Abrasive Products from 
your hardware wholesaler. Write for 
information and samples of the as- 
sortment of “‘How to”’ refinishing 
pamphlets available from 3M. 
Address: 3M Co., 900 Bush Ave., 
St. Paul 6, Minn., Dept. Ly-4g. 





























TURNBUCKLES 
Self Sermuice 
ASSORTMENT 
DISPLAYS 


make easy 
sales for 




















TURNBUCKLE ASSORTMENT 


52 Turnbuckles in 10 fast selling sizes 
ond styles. Attractive 14” x 6” all 
metal display panel in 3 coiors. Unit 
packed for shipment. A complete line 
of open stock Turnbuckles available. 





EYE BOLT ASSORTMENT 


Ten eoch of the most populor sizes 
of Eye Bolts, boxed by size. Sturdy 
14” x 6” all metal display panel in 
3 colors. Unit packed for shipment. 
Open stock Eye Bolts available in 8 
threod sizes. 














U-BOLT 
ASSORTMENT 


Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” 
oll metal display panel in 3 colors. 
Unit pocked for shipment. U-Bolts also 
oavoilable from open stock. 



















































LAG THREAD 
EYE BOLT ASSORTMENT 


80 bright zinc plated Lag Thread 
Eye Bolts in 6 popular selling sizes. 
Packed for shipment with durable, 
colorful 14” x 6” display panel. 
Available in open stock. 


ORDER FROM YOUR WHOLESALER 


MICHIGAN CITY, INDIANA 
GRAND BEACH, MICHIGAN 





























Dep Gk KB 





FACTORY 


“One good turn (buckle) deserves another" 
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see H. A. issues of Mar. 13, 1958, 
pp. 7, 12, 184 and 199; March 27, 
1958, pp. 153 and 167; April 10, 
1958, p. 92.) 


Kitchen equipment: a key 
big ticket line for ‘58 


(Continued from page 146) 
pointed up by M. L. Ondo, Youngs- 
town Kitchens sales vice-president. 

“Before real progress (in filling 
the kitchen equipment market) 
can be made, we have got to get 
more people interested in selling 
kitchen equipment,” he says. 

“We have a 5-year 
and development program and our 
first step is to get more retailers to 
come along with us.” 

“Our kitchen planning center 
program helps the dealer’s sales- 
man, plan the kitchen he sells,” 
Harry Howell, Youngstown 
Kitchens general manager of sales. 

“The plan frees the dealer’s 
salesman from the purely physical 
job of sitting down and drawing a 
kitchen plan. The plan frees him 
for more time for direct selling, to 
make more money for himself and 
his dealer.”’ 


Says 


New warranty featured 
on Tru-Set fasteners 


Ramset Fastening System, Cleve- 
land, is now offering a warranty 
guaranteeing the performance of 


marketing 





all Tru-Set fasteners when used | 


with Ramset tools and charges. 

Every fastener that fails will be 
replaced without charge. The new 
warranty is packed with every box 
of fasteners. 


Atkins reduces price 

Atkins Saw Div., 
Corp., Indianapolis, Ind., has re- 
duced the price of its Triple-A 
quality saw chain by $1 per foot. 
The new list price of $3.80 per foot 
represents a saving of about $5 to 
the average chain user. 


Borg-Warner 


New Parker Metal line 


Parker Metal Decorating Co., 
Baltimore, is upgrading a portion 
of its lithographed pantryware line. 
It is introducing four copper-plated 
items with suggested retail prices 
ranging from $2.49 to $4.95. 





“FOR 
ot we 


DELIVERY!” 


OF Tan YORK 








WIRE PHONE 
Newark 365° “RITE ® Wo 6 o600 


ATLAS SCREW & SPECIALTY CO., INC. 
DEPT. HA 
450 BROOME STREET, NEW YORK 13, 











N. Y. 














> GIBSON 
—#) GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 
BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Mest Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N. Y. 








THERE IS A DIFFERENCE IN CHAMOIS 
SUNSHINE 













fai i 
CHAMOIS SKIN 


ae AGE 





' lo 

=. Sele) Wik 
MADE IN USA 

Ask Y PRelelel J fo Sur C ruble 


“EASIER TO USE 

"LASTS LONGER 

-— "CLEANS BETTER 
HOYT & WORTHEN TANNING CORP HAVERHILI 








SELL...the High Prot Fast — 








boyer 


ROOT 
DESTROYER 


OPENS CLOGGED SEWERS 
without digging 
Write for Catalog Pages & Prices 
BOYER CHEMICAL CO. 





1611 Church St., Evanston, Ill. 
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GRIFFIN HINGES 
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Fee ed "1 ae Griffin’s high standards of quality assure 


iaeeey// Rp your customer handsome appearance 


\ ee , | Up during life-long hinge performance. A 
/ | ; Yy full line of Griffin ball bearing butts is 
available in all popular finishes. 


/ | A Bf HANDLE THE ENTIRE GRIFFIN LINE 
ey A Ba J Sell plain and ball bearing hinges as 
: Uff: gees), ~ well as shelf hardware, carded for 
games; TO Mme. a N22 YY faster selling in Griffin’s eye-catching 


*e °e. 4 -* e 
$00,°%%e, AA f fy, -* fee, / e . 
ALT al 4 fj -e 6 40a, ,, 
‘ . . - - ’ j 
Mesennetes ; | isiPa 
8S0e5,"%e6o J » = 4 / . 
*#ag.**8e : - 
Aved Tee e * 
"*e6."** 7 a 
i ee . 
"86s, 2.7 ** . , 
teehee.’ * 9 Obe 
*ee,* ts 


AL 
COs 


isi Wy a: : 
WW i GRIFFIN MANUFACTURING CO., ERIE, PA. 
: BS 8 SINCE 1899 


j | | j | 
/ | is 
ff j STF | | i 
j / j q | . * 
SLLLSILSIIL, VS / 4/4 4) t ae ge 
) / Lf} ff, | . 
; TELLS, fy | i Ps 
f // / j , i 
3 ' ' ' ' 
44s ih}, | | i 
// LH hy, \ Bes & 
j /, 3 
//j ; i ee rod 
j ' 
j 
i | i 
| ' 
’ | ' 
i 
j ' | ; 
TT fy | 
J / tf, | 
(- (Jig 4 / d/h Sif 
YY 


Se," *s 
#e,°t, * 
fete 





. 
Mt tee 


\ 


\\ Z 
eenntee 
tone teglte 











\\\ 





TYPES ot DRUM LIDS 


for better plant housekeeping! 





| 
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—— 
WITT “BIG-TOP”" - 
King-size opening + Self-closing 


Only “Big-Top” has the king-size flap opening that 
takes from any angle, boxes, bulky items, even 
shovel-in trash. Double-hinged spring. Rugged steel 
throughout. Smooth and streamlined—no sharp edges. 
For use on 55 gallon drums. Neutral gray enamel, 
with word ““PUSH” embossed in red. ; 


WITT “FLAT-TOP" 
+ Economical + Rugged, yet light in weight 


A flat, smooth, one-piece cover to convert 30 and 55 
gallon drums to safe, sanitary containers. Seals out 
dust, moisture, rodents and other contamination. 
’ Cuts fire hazards. All steel construction with center 
handle. Comes painted green or hot-dip galvanized. 











Send for new literature on Drum Lids and Drum Dolly 
to convert drums into complete, mobile handling and 
storage units. 





2110 Winchell Avenue, Cincinnati, Ohio 
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KEIL No.4” 


FOR CUTTING 
CYLINDER & CAR KEYS 
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JAMES R. BRENNAN 
who retired last year as 
a traveling salesman for 
Baker & Hamilton, San 
Francisco wholesaler, be- 
gan his hardware career in 
1905 with Pacific Hardware 
& Steel Co., San Francisco, 
as a stock clerk. From 1914 





| oes 


























to 1922 he traveled in 
® northern California and 
Nevada for Winchester Re- 
The KEIL No. 4 Series is designed PORES ALE A eee eee 
eled in the San Joaquin 
to meet the need for an inexpensive and Santa Clara Valley territories from 1923 to 1933 


for Sloss & Brittain, San Francisco wholesaler. He 
enjoys watching baseball and football. 


machine for cutting cylinder keys. 


It is small, sturdy and extremely CARL E. WIGHAM re- 
. cently celebrated his 50th 
simple to operate. anniversary with the Louis- 
ville (Ky.) Tin & Stove Co., 
hardware wholesaler. In 
this half-century he has 
seen a complete changeover 
in sample room selling of 
hardware merchandise. Mr. 
Wigham recalls the high- 
lights of doing business in 
1907: the dim and poorly 
displayed sample room; the 


YOU Should have one ! 


Let us tell you more about it. 


MAIL COUPON TODAY 


KEIL LOCK CO., INC. 


Charlestown, New Hampshire 















Please send complete information on your 








No. 4 series of Key Duplicating Machines twice-a-year buying trips 
most dealers made; the large wooden boxes contain- 
Name sciueiidiamaee ing best sellers such as coal ranges and tinware. 


PLEASE PRINT r . ~ =? 
Things changed a lot by 1957. As sample room sales- 


man, Mr. Wigham has a brilliantly lighted room 
filled with eye-catching displays; his dealer-custo- 
mers shop often, and often take their orders. 


Address 





City State 
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KAY-TITE "SPECI 
All Surface... All Purpose 


A powerful seller that is ringing cash 
registers everywhere. Stops water 
seepage, without messy wetting of 
walls, or removing old coatings. Ad- 
heres to all surfaces . . . porous or 
non-porous, inside or outside, above 
or below grade. Brush it on. Spray 
it on. Trowel it on. 10 Ib. Cans. 
50 Ib. Drums. 10 colors. Ask your 


jobber for it, or write us. 


KAY-TITE COMPANY 
12 WHITE ST. WEST ORANGE, N.J. 
Midwest Distributorship Available 








Seals All Jomts! 














The fastest selling arc 





wrought 
iron 
mailbox 
on 


the 


market! 


€ = = = = = = M52 


Write for Catalog 
16 Different Models 





SOUTHERN FABRICATORS CORP. 


225 Aero Drive, P. O. Box 693 Shreveport, Louisiana 
Phone: 24671 
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STERLING 
Chem-Glean 


NAILS 


..- Cleaner, Sharper, 
Drive Easier, Hold Better 


Sell the brand builders demand and watch your volume 
zoom! Carpenters really go for Sterling Chem-Clean 
Nails ... they’re cleaner, sharper, hold better by actual 
test. Sterling Chem-Clean Nails are triple-washed in a 












ELECTRIC 
FURNACE 
STEEL 








chemical bath... producing a sharper point for easier 
driving, a cleaner shank that holds better. Sterling 
Chem-Clean Nails save time, end messy smudges on the 
job. Made from tough, copper-bearing electric furnace 
steel for longer life, more resistance to corrosion. 1, 5, 
10 Ib. packages; 25, 50, 100 Ibs. bulk. 


You expect more from Electric Steel—and you get it! 


NORTHWESTERN STEEL & WIRE COMPANY 


ee sent 


STERLING 
STERLING ILLINOIS 





NAIL MANUAL 











WRITE DEPT. 558 





HARDWARE AGE, APRIL 24, 1958 





163 





xKKKKKKS 











Read it in 





HARDWARE 


NEWS OF 





HARDWARE AGE FOR 





New York Builders’ Hardware Group Finishes 
Basic Training Course With Dinner Meeting 


A dinner in a New York 
City restaurant one evening 
late last month was the cli- 
max to a basic training 
course sponsored by the Met- 
ropolitan Builders’ Hard- 
ware Club. 

Twenty-eight men had 
been meeting in the down- 
town offices of Stanley each 
Monday evening since last 
November. Adon Brownell 
was the teacher. Night after 
night these men _ studied 
builders’ hardware and its 
application to commercial 
industrial and home build- 
ings. 

Now the course was over. 
These men, along with offi- 
cials of the firms for which 
they work sat down for an 
evening of pleasure. 

Several men from _ the 
head table got up to con- 
gratulate these 28 men, and 
tell them how important ed- 
ucation is in serving the ar- 
chitect and builder with the 
proper hardware for their 
buildings. These speakers 
included John Schoemer, 
managing director and 


treasurer, and William S. 
Haswell, secretary, of the 
National Builders’ Hard- 


ware Assn., and Leonard V. 
Rowlands, publisher of 
HARDWARE AGE. 

Each graduate was given 
a copy of Mr. Brownell’s 
book “Hardware Age Build- 
ers’ Hardware Handbook” 
which was the textbook for 
the course. 

Then Arthur O’Connor, a 


Ed O'Herron Gets Top 
Musgrave Sales Post 


Ed O’Herron has been ap- 
pointed national sales man- 
ager for Musgrave, Inc., 
Springfield, Ohio. 

Mr. O’Herron was after- 
market sales manager for 
Clinton Engine Co., Maquo- 
keta, Iowa. 
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regional director of the 
American Society of Archi- 
tectural Hardware Consult- 
ants, announced plans were 
underway for an intermedi- 
ate course to be sponsored 
jointly by the local Society 
chapter and the Club. 


The students, Society 
chapter and Club showed 
their appreciation of Mr. 
Brownell’s teaching by pre- 
senting him with a gift. 

The educational committee 
of the Club consists of Don- 


ald Gibson, chairman; Cliff 
Crowley, secretary; Robert 
Duncanson, treasurer; and 


Chuck Wojack, Fred Mac- 
Kenzie, Adon Brownell, and 
Elmer T. Hebert. 


(For photo of dinner see 
p. 177) 


Our Own Hardware 
Spring Sales Clinics 


A series of Spring Sales 
Clinics is being sponsored by 


Our Own Hardware Co., 
Minneapolis dealer-owned 
wholesaler. 


The purposes of these clin- 
ics, according to J. D. Hus- 
bands, Jr., is to pass along 
to Our Own dealers detailed 
product information on 
items that are featured in 
the company’s Spring Con- 
sumer Catalog. 

It is the company’s feeling 
that if the dealers and their 
store people can talk author- 
itatively about the items in 
the catalog, they will expand 
the sales of such featured 
items. 


The clinics will also devote 
considerable attention to the 
selling of related items and 
selling up from the featured 
items. 


The clinics will be held in 
a number of locations 
throughout the company’s 


territories. 


A. C. Thompson Directs 
Branch Appliance Sales 


A. C. (Tommy) Thompson 
has been promoted to mer- 





A. C. THOMPSON 


chandise manager of the ma- 
jor appliance division of the 
Portland house of Marshall- 
Wells Co. 


He was transferred from 
a similar post in the Duluth 
office. 


Prior to his association 
with Marshall- Wells, Mr. 
Thompson was district man- 
ager of the major appliance 
division of Westinghouse 
Electric Corp., Pittsburgh, 
and also branch manager of 
the major appliance division 
of Westinghouse Electric 
Supply, Consumer Products 
Division in Portland for six 
years. 


Sol Ganz Inc. Names 
Two to Selling Staff 

Murray Sarner and Er- 
nest Bleiweis have been ap- 
pointed to the sales force of 
Sol Ganz, Inc., Dumont, 
N. J., wholesale paint dis- 
tributors. 


Wallace Silversmiths 
Elects Vice-Presidents 


Wallace Silversmiths, 


Wallingford, Conn., has 
elected three men to new 
posts. 

Donald W. Leach is now 


executive vice-president. He 


joined the company in 1925 
and was vice-president in 
charge of sales since 1946. 

J. H. Asthalter, former 
general merchandising man- 
ager of the Sheaffer Pen Co., 
has been elected vice-presi- 
dent for marketing. 

E. P. Dolliver, president of 
Wallace Silversmiths (Can- 
ada) Ltd., Toronto, has been 
elected to the newly created 
office of vice-president of 
Canadian Subsidiaries of 
Wallace Silversmiths. 


E. L. Tabat Is Elected 
Porter-Cable Official 


E. Lawrence Tabat has 
been elected a vice-president 
of the Porter-Cable Machine 
Co., Syracuse. 


> 
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E. LAWRENCE TABAT 





Mr. Tabat was a sales 
executive for Mergenthaler 
Linotype Co. Prior to that 
he was general sales man- 
ager of A. B. Dick Co. for 


16 years. 


Housewares Show Dates 


Jules Karel, vice-president 
and show manager, Inde- 
pendent Housewares Ex- 
hibit, Ine., 8 S. Dearborn 
St., Chicago, has announced 
that the 14th Independent 
Housewares, Variety and 
Novelty Merchandise Exhibit 
will be held in the new Ri- 
viera Convention Hall in Las 
Vegas, Sept. 3-5. 
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JOHN V. DRUM 


J. V. Drum Elected To 
Detroit Brass Office 


John V. Drum, former 
sales manager of Detroit 
Brass & Malleable Co., Wy- 
andotte, Mich., has been 
elected sales vice-president. 





E. A. LESTER 


E. Art Lester has joined 
the company to become gen- 
eral sales manager. Mr. 
Lester had been with other 
plumbing and heating indus- 
try manufacturers and 
wholesalers for more than 25 
years. 





J. E. Barlow Elected 
Hooven & Allison Head 


J. E. Barlow has _ been 
elected president of the 
Hooven & Allison Co., Xenia, 
Ohio, rope, twine and oakum 
manufacturer. He succeeds 
E. D. Martin, who retired 
recently. 

Mr. Barlow has been a 
member of the board of 


Hooven & Allison since the 
early 1940’s. 

N. G. McCallister was 
elected as secretary and gen- 
eral manager of the com- 
pany. 

W. G. Huit is treasurer 
and sales manager for 
oakum and jute twine. 

Lee Mitchell is sales man- 
ager of the rope and hard 
twine division. 





DEALER BRIEFS: 





Medford, Oregon, Dealer Builds New Store; 
75 Year Old Michigan Store Is Purchased 


Medford, Ore. — Anthony 
Manno celebrated the 13th 
anniversary of his Acme 
Hardware with a grand op- 
ening of his new store at 
245 S. Central Ave. The 
10-day opening sale included 
free drawings. 


Sparta, Mich. — Charles 
Saur and Ed Soderstrom 
have bought the Johnson 
Hardware store from Dave 
and Carl Johnson. The John- 
son brothers operated the 
business for 43 years, their 
father having founded it in 
1882. 


Montreal, Canada—Owner 
DeSerres Limitee, 1406 St. 
Denis St., is celebrating its 
50th anniversary this year. 
The firm was founded in 
1908 and was at several lo- 
cations before moving to its 
present address in 1913. The 
firm also has a branch store 
at 6793 St. Hubert St. 


Redmond, Wash.—Mr. and 
Mrs. H. H. Slocum have 
bought Center Hardware for- 
merly owned by Ben Rasmus- 
sen. They previously owned 
two hardware stores in the 
Port Orchard area. 


HARDWARE AGE, APRIL 24, 1958 


Jensen-Byrd Co. Acquires Spokane Branch 
Of Marshall Wells; Store Plan Continued 


Jensen-Byrd Co., hard- 
ware wholesaler in Spokane, 
has acquired the Spokane 
branch of Marshall Wells 
Co., and operations of the 
two organizations are being 
combined as rapidly as pos- 
sible. 

The Marshall Wells Store 
Program, and general and 
industrial operations includ- 
ing Zenith major appliances 
and Marshall Wells paint, 
will be continued. The ac- 
quisition provides Jensen- 
Byrd with many retail 
stores franchised under the 
Marshall Wells Store Pro- 
gram and independently 
owned. 

Marshall Wells will con- 
tinue to operate its branches 
at Portland, Ore., and Bill- 
ings, Mont., and the Mar- 
shall Wells-Kelly How 
Thomson Division in Duluth, 


Gordon V. Mead, president 
of Marshall Wells, an- 
nounced. 


Jensen-Byrd will continue 
its main office at 310 River- 
side Ave., Spokane. 


Ira Watson, vice-president 
and general manager of 
Marshall Wells, becomes 
vice-president of Jensen- 
Byrd and a member of its 
executive committee. 


Scott Jensen, president, 
and Alvin L. Jensen, vice- 
president of Jensen-Byrd, 
joined Mr. Mead in the an- 
nouncement. The Jensens in 
an announcement to dealers 
stated: 


“This combined operation 
will bring to all dealers a 
new conception of service 
for this territory by broader 
selection of lines and items, 
heavier stocks of merchan- 
dise, new streamlined proce- 
dure in office and warehouse 
for the prompt and efficient 
handling of your orders, ex- 
panded sales, merchandising 
and promotional assistance 
to help you increase sales.” 


Jensen-Byrd has about 
325,000 sq ft of warehouse 
area, including 20,000 sq ft 
for heavy steel products. 

The acquisition comes in 
the 75th anniversary of Jen- 
sen-Byrd. The company was 
organized in 1883 at 
Sprague, Wash., by O. C. 
Jensen, father of Scott and 
Alvin Jensen. 

The company started from 

(Continued on page 166) 


West Virginia Paper 
Buys Fulton Bag Co. 


West Virginia Pulp & Pa- 
per Co., New York City, will 
absorb Fulton Bag & Prod- 
ucts Co. of New Orleans. 

Fulton Bag & Products Co. 
makes multiwall paper, sacks, 
paper products, canvas prod- 
ucts and other specialties in 
plants at New Orleans and 
St. Louis. 

The present management 
of Fulton, headed by Jason 
M. Elsas, president, will con- 
tinue to direct operations. No 
changes are planned in oper- 
ating or sales organizations 
of the Fulton unit. 


Ohmer H. Hoff Joins 
Dille & McGuire Co. 


Ohmer H. Hoff has joined 
Dille & McGuire Mfg. Co., 
Richmond, Ind., lawn mower 
manufacturer, to assist in 
sales. Mr. Hoff was formerly 
with F & N Lawn Mower 
Co., Richmond, Ind. 


Board Elects Director 


George J. Macklin was re- 


cently elected director and 
executive vice-president of 
Dexter Industries, Inc. He 


has been with Dexter since 
1950 and has been plant 
manager since 1957, a posi- 
tion he continues to hold. 
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The finishing touches 
that make sales! 
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Now in Our 60" Year 


DRAWER SLIDES 


Top quality K-V drawer slides are your answer 
to home building and remodeling profits. They’re 
well designed, sturdily constructed and guaran- 
teed to keep drawers from sagging or sticking. 
Each K-V drawer slide is backed by Knape & 
Vogt’s 60-year reputation for highest quality. 
Ask your K-V sales representative to tell you the 
complete K-V story. 


K-V No. 1300 Lightweight Exten- 


sion Drawer Slide This lightweight 
ball bearing drawer slide has nylon rollers 
for noiseless, smooth and effortless op- 
eration. It is economical and will carry 
loads up to 50 Ibs. Easy to install: comes 
complete with do-it-yourself instructions 
fully illustrated and explained. 





K-V No. 1400 Ball Bearing Exten- 


sion Drawer Slide Provides floating 
extension for heavy drawers. Positively 
eliminates sticking, jamming, sag or 
breakdown even when drawers are heavi- 
ly loaded and fully extended. Has self- 
lubricating, frictionless bearings. Sizes: 
12” to 38” 























K-V No. 1600 Self Closing Exten- 
sion Drawer Slide Closes automati- 
cally when the drawer is within six inches 
of closing. Glides shut easily, noiselessly 
and smoothly on ball bearing nylon rollers. 
Drawer easily removed at full extension 
without removing mounting screws. Com- 
plete instructions enclosed with each unit. 


K-V No. 1700 Extra Heavy Duty 
Extension Drawer Slide Glides out to 
full extension, even under loads of more 
than 100 Ibs. Allows full use of all drawer 
space. Recommended for heavy-duty 
drawers, all file cabinets and drawers 


holding precision electronic equipment 
such as high fidelity tuners. Frictionless, 
noiseless, easily installed. 


KNAPE & VOGT MFG. CO. 
Grand Rapids, Michigan <« 












News 


Jensen-Byrd Acquires 
Marshall Wells Branch 


(Continued from page 165) 
Jensen-King Hardware in 
Sprague, in 1882, and Wol- 
verton & Byrd Hardware in 
Spokane in 1890. Fire de- 
stroyed the Sprague opera- 
tion and Jensen-King joined 
with Wolverton & Byrd in 
Spokane in 1896. The com- 
pany was incorporated in 
1896. 

Marshall Wells’ entered 
the Spokane territory in 
1908. In 1931 it bought the 
Holly-Mason Hardware Co. 
which was started in 1883. 


Brush Makers Hold a 
Brainstorming Session 

A brainstorming’ session 
was a feature of the Ameri- 
can Brush Manufacturers 
Assn. convention held at 
Boca Raton, Fla., March 26- 
28. This was the 41st annual 
meeting of the association. 

A panel of 14 brush manu- 
facturers and several wives 
produced new ideas for ex- 
panding sales of various 
types of brushes, new 
brushes and new promotions. 
The panel was under the 
guidance of Willard A. 
Pleuthner, vice-president of 
Batten, Barton, Durstine & 
Osborn advertising agency. 

Among those on the panel 


were: R. H. Bunn, Wooster 
Brush Co., Wooster, Ohio; 
M. H. Partridge, Ox Fibre 
Brush Co., Inc., Frederick, 


of the Trade 





Md.; Leo A. Wise, A. 5S. R. 
Products Corp., Staunton, 
Va.; K. E. Weiler, Weiler 
Brush Co., Cresco, Pa.; V. F. 
Miller, Mill-Rose Co., Cleve- 
land. 

J. Bedell, Pitegoff Bros.., 
Inc., Brooklyn; G. E. Hart- 
well, Pittsburgh Plate Glass 
Co., Baltimore; P. A. Single- 
ton, Pro-Phy-Lac-Tic Brush 
Co., Florence, Mass., and 
A. W. Elliott, Ransom Brush 

o., Chicago. 


L. H. Bellows Elected 
President of ASMMA 


Lyman H. Bellows has 
been elected president of the 
American Supply & Ma- 
chinery Manufacturers’ As- 
sociation to succeed Robert 
L. Hamilton. 

Other officers are: Fred C. 
Emerson, first vice-president; 
Samuel D. Conant, second 
vice-president; Clare Payne, 
secretary; and Paul A. John- 
son, Jr., treasurer. 

Executive committee mem- 
bers are: Lewis Barnard, 


William A. Ferguson, Wil- 
liam B. Ilko and Frederick 
T. Keeler. 


Toro Mower Orders Up 


Distributors for Toro Mfg. 
Corp., Minneapolis, have re- 
ported that power mower 
orders from dealers are run- 
ning 12.5 percent ahead of 
last year. Toro sales for 
1957 were about $16,700,000. 





California Builders’ Hardware Group Elects 


The Builders’ Hardware 
recently installed officers. 
Richard P. Bowman, 
president. 
sale Hardware Co. 
Other officers 
Co., vice-president ; 
liam E. Budrow, 
Matthiessen, Jr., 


Budrow 
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Left to right, are: 
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McKinney 
He succeeds Robert J. Kelly, 


lra C. Matthiessen, Jr., 
Bowman, Carl Jones, William E. Budrow. 


of Southern California 


Mfg. Co., is the new 
American Whole 


are: Orvill Trott, Union Hardware & Meta, 
Car| Jones, 
& Co., 
Billheimer & Walker, 


Tavart Co., secretary; Wil- 
treasurer; and Ira C. 
sergeant-at-arms. 


Orville Trott, Richard P. 
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_News of the Trade 


Sheet Metal Distributors Assn. Offers 
Outstanding Program For 48th Meeting 


Edward M. Ryan, editor of 
the Personnel Administra- 
tion Service of Dartnell | 
Corp., Chicago; J. C. Hurley, 





Final plans have been 
made for the National Assn. 
of Sheet Metal Distributors 
48th spring meeting at the 


Sheraton-Blackstone Hotel, Standard Oil Co. of Indiana; 
Chicago May 8 and 9. Lee J. Haines, E. E. Souther 
Speakers at the opening Iron Co., St. — “m8 
session on Thursday morn- A. M. Roberson, C. ae WLC- 
ing, May 8, will be: Clung & Co., Knoxvi e. 
Forum discussions on | 
L. S. Hamaker, general hi 
ao te enemies Renuliic manufacturers relations and 
S < S € P. \ . P 
: P administrative management 


Steel Corp., Cleveland, who will be featured in the Fri- 


will cover the current “steel 
situation.” 
W. Cloos of the 
Federal Reserve Bank, Chi- 
cago, who will discuss busi- 
ness conditions. 
Verne R. Martin will make 
a sales presentation entitled 
“Men Make the Difference.” 
Thursday afternoon’s ses- 
sions will include talks by 


George 


day morning sessions. 


taken up 
either the Lockformer Co. or | 





will be) 
of | 


Friday afternoon 
with a tour 


Dreis & Krump Mfg. Co. 
Association executive sec- 
retary, Thomas A. Fernley, 


Jr. suggests that those who | 


plan to attend register now 
and also make hotel reserva- 
tions. 





Daisy Elects Three 
New Vice-Presidents 


Daisy Mfg. Co., Plymouth, 
Mich., has elected three new 
vice-presidents: Robert QO. 
Wesley, Ciro R. Scalingi, and 
Russell M. Daane. 

Mr. Wesley has also been 
named assistant general 
manager and will continue to 
head the marketing division. 

Mr. Scalingi will be in 
charge of operations. 

Mr. Daane will handle ad- 
ministration and finance. 





ROBERT 0. WESLEY 





Delta Electric Elects 
Two New Vice-Presidents 


Two new vice-presidents 
were recently elected by 
Delta Electric Co., Marion, 
Ind. A new sales manager 
was named at the same time. 

R. C. Williamson is vice- 
president of engineering and 
factory methods. 

Harold E. Morey is vice- 
president of sales. 

Lawrence A. Oswald was 
named sales manager. 


Gates Rubber Appoints 
David A. Taylor, Jr. 


David A. Taylor, Jr., was 
recently named merchandis- 
ing manager of the hardware 
and automotive sales divi- 
sions of the Gates Rubber 
Co., Denver. 

He was with that com- 
pany’s advertising depart- 
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ment from 1948 to 1954, and 
then joined a Chicago adver- 
tising agency. A year later 
he joined Estwing Mfg. Co., 


Rockford, Ill., as its sales 
manager. 
Mr. Taylor returned to 


Denver last fall. 


Philadelphia Club Has 
Ball For New Officers 


Newly elected officers of 
the Philadelphia Housewares 
Club took office at the annual 
President’s Ball recently. 

Officers elected: John Mar- 
tin, Martin Co., president; 
John W. Ferguson, manufac- 
turers’ representative, first 
vice-president; John A. 
Heymann, manufacturers’ 
representative, second vice- 
president; Leonard Gee, Rub- 
bermaid Co., treasurer, and 
Sam Ospow, distributor, sec- 
retary. 
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New Merchandising Idea! 


e SELF-SERVICE ¢ SELF-STORING 
* ECONOMICAL 


Exclusively IVES! 


Reach in, Inspect and Buy! 

Strong, durable corrugated 
boxes providing a unique 
method of displaying and 
stocking some of the fast 
moving items in the IVES alu- 
minum hardware line ... Door 
Stops—Sash Lifts—Sash Locks 
—Coat and Hat Hooks—Hand 
Rail Brackets—Alll items packed 
150 except Hand Rail Brackets 
which are 75 to a Bin-Pak. 
EACH ITEM “‘POLY WRAPPED"’. 


STACKING—extra feature! 


Only 12” x 6” counter or floor 
space and you have a sure-fire 
traffic stopper. 


BUY "EM from your 
IVES Wholesaler. 


IVES COMPANY 
HAVEN, CONN. 
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Another year ’round best se/l/er— 


wew 300 


w L4 
with automatic-t 
Vs | 


y 
4 f 











: % ‘ % > & < 
3 = #  & Z : ¥ 
2 ¥ % 2 2 iz 











a. ee Be a 





South Bend 300” Bowling is fast 
and exciting! You can get strikes 
and spares, or a perfect score! 
Automatic-type pin setting elimi- 
nates hand setting—speeds action 
between frames. Appeals to all age 
groups. Ideal for parties, play- 
rooms or playgrounds. Play it in- 
doors or out. Nothing like it on 
the market. Start rolling up extra 
sales with 300” right away! Write 
today for prices and literature, 


SALES OFFICES 


East—8th Floor, 1107 Broadway, New York. 
Midwest — South Bend, Indiana. 


South —633-3rd National Bank Bidg., Nashville 3, Tenn. 
Denver & Pacific N.W.— 2840 W. 93rd St., Seattle 7, Wash. 
Calif.& S.W.— 2330 W. 3rd St., Los Angeles 57, Calif. 


Canada— Toronto, Ontario. 


Leader in year ‘round best sellers 





SOUTH BEND TOY 








GAME 


ype pin setting! 





/ Jp, // Exclusive design permits 
/ 1/Y Y 4 . 
strikes, spares or a perfect score 


as in regulation bowling. 
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—__—— News of the Trade ————————- 


brief reports of 


MANUFACTURERS’ SALESMEN 


e U.S. Expansion Bolt Co., York, Pa.—R. L. Sears, former 
inventory control supervisor for Brunswick-Balke-Collender 
Co., to eastern Illinois, western Indiana and southeast Wis- 
consin. 


® Outboard Marine Corp., Lawn-Boy Div., Lamar, Mo.— 
Clarence Henk, formerly with Fairbanks Morse & Co., to 
central and southern Illinois, and parts of Indiana, Mis- 
sourl and Kentucky. 


@ Weller Electric Corp., Easton, Pa.—Ralph C. Routsong, 
Jr., former division sales manager, consumer product di- 
vision, Diehl Mfg. Co., to regional manager with headquar- 
ters in Easton, Pa. 


@ Clarke Sanding Machine Co., Muskegon, Mich.—John V. 
Bracey, from California and Texas to the newly created 
division covering southern Florida. 


@ Arro Expansion Bolt Co., Marion, Ohio—James F. 
Neuner to St. Louis representative covering eastern Mis- 
souri, southern Illinois and western Kentucky. 


@ Campbell Chain Co., York, Pa.—James L. Herbold, 20 
year chain industry veteran, to Northeast district manager. 


@ Millers Falls Co., Greenfield, Mass.—Thomas M. Walsh, 
Jr., formerly with Johnson Bronze Co., to Kansas, Ne- 
braska, western Missouri and Iowa; Duane M. Weisbrod, 
formerly with Andrew Jergens Co., to the Minnesota terri- 
tory. 


@ Outboard Marine Corp., Gale Products Div., Galesburg, 
Ill.—J. R. McMath to the new Central States district cover- 
ing Indiana, Kentucky, Michigan and Ohio; R. H. Diskin to 
the Western district covering 11 states. 


@ Devcon Corp., Danvers, Mass.—Richard Rouviere, for- 
merly market extension engineer, to new post of regional 
manager for the northeastern states and Canada. 


@ Tipon Corp., New York—Harold Drummond to repre- 
sentative for touchup products in the New England area. 





New Officers Elected by Michigan Assn. 





Caen 


ee 


Members of Michisan Retail Hardware Assn. elected these officers 
and directors at their recent annual convention in Grand Rapids 
(left to right): seated, B. M. Tiffany, Gekle & Martin, Monroe, past 
president; A. A. Merchant, E. W. Merchant's Sons, Union City, vice- 
president; J. E. Fromm, Eric Fromm, Detroit, president; J. H. Bolt, 
Bolt Hardware, Muskegon, president (1956); standing, H. W. 
Schumacher, manager-treasurer; Richard Andringa, Andringa Hard- 
ware, Grand Rapids; Wendell Neelands, Neelands Hardware, Clio; 
Edward Emmett, Romeo Hardware, Romeo; F. J. Gartner, Gartner 
Hardware, Wyandotte; and P. M. Baudino, Baudino Hardware, 
Calumet, all directors. Missing from photo is J. W. O'Neill, White's 
Ace Hardware, Cadillac, director. 
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NEW 


SPRAYER 
PROFITS 






For All 
Dealers 


This Ad 
Now 
in 
HOUSE 
BEAUTIFUL 
POPULAR 


GARDENING 


FLOWER 
' GROWER 


Write for 


FREE 





1958 Catalog © Se si7 > ieron, ino. 





TROJAN 


POWER SPRAYER 
model 2020 


dag 


the power sprayer every home 
owner has been waiting for... 


@ Easy to Operate and Maintain 
@ Safe to Use @ 10 gal. capacity 






Here’s garden beauty pro- 
tection unsurpassed. Handles 
all liquid spray solutions for 
insect control, spraying 
shrubs, trees, garden crops, 
lawn fertilizing and root 
feeding. 

See your BEAN-OAKES 
dealer for all your spraying 
and dusting equipment. 


WRITE TODAY— for FREE’ 
garden sprayer book 





Subsidiary of Food Machinery and 
Chemical Corporation 





NOW COAST TO COAST 


THERE'S MORE PROFIT WITH TREWAKX! 


EASIER TO SELL 
Nationally and 
Locally Advertised 
Local Consumer 
Sampling 
Complete Line 

of Quality Waxes 
PROTECTED 
se lanl 

AB 9 10 Margit 
Strong Repeat 
Sales 

No Drug or 


in , 
Grocery Stores 


SOLD EXCLUSIVELY THROUGH 


? 


HARDWARE AND PAINT STORES 


TREWAX COMPANY. 5631 SO. CENTINELA AVE 























Kenberry GADGETS 
ARE PROFITABLE 


Sell fast, use 
little space 


Display as a family of 
gadgets in one place 
on peg boards . or 
counter bins for fastest 
self service sales. 
Serving Tongs in many 
sizes, styles * Cheese 
Slicers, Jar Wrenches 
Deluxe Chromium Roast 
Rack * Skewers in all 
sizes * Lacing Pins * 
Piate Hangers * Potato 
Bake Rack * Broom 
Clips * Food mixers, 
beaters * Many other 
Gadaets 





LENGTH 15" 


AE RRR 


Giant Tengs $1.19 Each—For Barbecue and Kitehen 





More than 0 JOHN CLARK BROWN !e. 


Kenberry GADGETS 
Ask your jobber 
Or write for List 
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ONE MONTGOMERY ST. 


BELLEVILLE 9N.J. hnidetialiianian 
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FABULOUS Se/fix PLASTIC 
DOILIES and PLACE MATS 
Are Quick to Buy 


wore" 


| yy 
Mp atlalel ty: Seni 
Washable . <a, 
Stain Resistant 7 


Re-Usable 


% ee 3 i: . 
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Doilies 
in 5 Sizes 


Place Mats in Match- 
Sing Lace Pattern 


PRACTICAL FOR THE HOME and for 
MAKING DOZENS of USEFUL ARTICLES 


Clever “How to Make”’ Instructions 
Build Big Re-Order Business 


Women love the luxurious feel of 
Selfix doilies and place mats. 
Molded of flexible plastic as rep- 
licas of fine hand crocheting .. . 
they’re useful all around the , +e 
—as place settings, under vases 
and lamps, to decorate dressers 
and break fronts. 

And now dozens of new exciting 
uses have been found. Selfix doilies 
and place mats can be fashioned 
into lovely doll dresses, center 
pieces, wall plaques, fruit baskets 
and many other novel items, all 
explained on instruction sheets in- 
cluded with EVERY package. Sug- 
gestions on new easy-to-make crea- 
tions send customers back for 
more. Re-orders continue and 
boost every dealer’s profit. Packed 
4 to the polyethylene bag, avail- 
able in 4 colors: White, Turquoise, 
Yellow and Pink. 


FRE 


with Selfix Assortment No. 860 


No. 860 is a complete starting stock, at 
a@ minimum investment. It consists of 1 
dz. each of 5 sizes of doilies ranging 
from 4%,” to 12” and 1 dz. 10” x 14” 











TOTAL RETAIL VALUE "43° 


Write today for full detaiis 
on liberal dealer discounts 


PRODUCTS COMPANY 
223 West Erie Street 
Chicago 10, Illinois 












METAL | 
DISPLAY STAND > 


matching place mats. All fit on metal | 
stand, requirina minimum counter space. 





BEST BUY IN 


CHAIN 





See Turner & Seymour for chain 
—whether it's sash * jack * 
register * transom ° safety ° 
furnace * universal * cable ° 
basin * or many other chains 
in a complete range of sizes. 











Car Cae Cor 















a ae 


Laas 
COCO SEGS 
Yam nl 


~~ 













ence 


=a a a = 


BRASS & STEEL 


Ss” HOOKS 


A complete range of “S” hooks is 
another reason why you will want to see 
Turner & Seymour. In stock, a variety 

of sizes and wire diameters in brass 

and steel. Specials to your requirements. 


FREE! Get your copy 
of the fact-filled 24 
page catalog for more 
information on chain 
and ‘’S’’ hooks. Be 
sure to write today. 





THE TURNER & SEYMOUR MFG. CO. 
TORRINGTON, CONNECTICUT 
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WILLIAM Vv. THEISS 
Shapleigh Hardware 
Promotes Two Buyers 

William V. Theiss has been 
named buyer of Div. K—gar- 


den, lawn and rural goods. 
He will also handle the firm’s 


new toy line and electric 
trains. 
Mr. Theiss joined the 


Shapleigh stock department 
in 1937 and has been in the 


News of the Trade —— 








ELMER L. RITSCH 


buying division for several 
years. 
Elmer L. Ritsch has been 
appointed buyer for Div. F 
builders’ hardware. 


Mr. Ritsch joined the com- 


pany In 1922 and served in 
various warehouse depart- 
ments until 1945, when he 


transferred to the buying di- 
vision, 





| Fishing Tackle Makers 


Plan Chicago Exhibit 


The Associated Fishing 
Tackle Manufacturers report 
that 106 regular and asso- 
ciate member companies have 
been assigned 151 booths at 
the AFTM Fishing Tackle 
Show. 

The exhibit will be held 
July 27-30 at the Sherman 
Hotel, Chicago. 

This show will limit ex- 
hibits to fishing tackle and 
allied line merchandise. 


National China Show 


The National China, Glass 
& Tableware Show will 
held July 13 through 18 
the Hotel New Yorke) 
New York. 


he 
at 
in 


Independent Show Dates 


The Independent Hardware 
Exhibit, 299 Madison Ave., 
New York City 17, will hold 
its third annual show Sept. 
28-Oct. 3 at the Barbizon- 
Plaza, New York City. 





~ 


Mississippi Hardwaremen Elect Officers 


: 





New officers and directors were elected at the recent annual conven- 


tion of Mississippi Retail Hardware Assn. in Jackson. 


Shown here 


(left to right) are O. L. Anderson, Coast Hardware, Gulfport, re- 
tiring president; Calvin Flint, Jr.. C. H. Flint & Son, Batesville, vice- 
president; and D. O. Mansfield, Jackson, managing director. W. F. 
Montgomery, Montgomery Hardware, Jackson, newly-elected presi- 


dent, did not attend because of illness. 


Directors re-elected were 


Jess Sanders, W. C. Sanders & Son, Maben; Preston Biggers, J. D. 
Biggers Hardware, Corinth; C. W. Willis, Willis Hardware, Tyler- 
town; and W. E. Reynolds, Jr.. Waynesboro Hardware & Furniture, 


Waynesboro. 
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FAMOUS AMES 


THEM TTL eat hiaeem = «=Lound on all the 








HUSKY BRONCO PONY best counters... 


**A”’ Grade for ex- ‘“B”’ Grade for ‘“B” Grade feath- 
trahardindustrial generalcontractor erweight for use 
usage use where strength 


and light weight 
are factors 


MADE FROM ONE SOLID 
BAR OF STEEL HORIZONTAL 


RIVETS \ FP. 
np” yy 


HIGH 
BEND 
PERFECT 


BALANCE \_ 






Shovel Blade is 
Guaranlbed. 





LOOK FOR 

THICS THIS LABEL 

BLADE CENTER ON BLADE 
TAPER 

ROLLED Every Blade is carefully Tempered ! 


SEE YOUR AMES 
INDUSTRIAL DISTRIBUTOR TODAY 


a 
,TAMES’ 
- Since 1774 aie 






0. AMES CO. 


Parkersburg, West Virginia 


O. Ames Company also manufactures Ames-Maid metal 
household furniture and Ames-Aire casual furniture. 














TWO GARDEN ITEMS THAT SELL! 













SOLD ONLY 
THRU 
RECOGMIZED 


~ HOSE STAKE WATER BUBBLER WHOLESALERS 


At Last, an Answer to Damaged The One Unique Gadget You 


Screw on a Hose for Deep, Gentie 
Fiower Beds and Broken Hoses Watering Without Washing 


WRITE FOR CURRENT PRICE LISTS AND SALES FOLDERS 
GARDEN PRODUCTS DIVISION 


| oo 
The Turfgrass Farm—4961 E. 22nd—Tucson, Ariz. | because it’s 
Ricanrsenerenene : found in all 
Easy operation off the best splices 

















garden hose 





UNDERWATER 
Made for the “backyard” VACUUM CLEANER 


‘swimming pools 


Also used as a pump 





Minimum maintenance 
and service 


PLYMOUTH RUBBER CoO., INC. 


412% Makers of 
RETAIL SLIPKNOT FRICTION TAPE 


‘ u DIVISION 28 CANTON, MASSACHUSETTS 
DREWS Marine Mfg. Div. | 


13-31 127th ST. COLLEGE POINT 56, N. Y. 


: : Total 
Nationally advertised Weight 


13 OZ. 


> 


ee ee 
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Sell More - Sell Faster 


ALLA 


JACKSON 





“Sas 
















ROPE BAR 


— an attractive per- 
manent way to dis- 
play all your rope 
products — Nylon, 
Polyethylene and 
Manila. Increases 
rope sales — cuts 
down selling time. 


if 














JUNIOR SPOOLS, 


approximately ten lbs., 
of the wanted synthet- 


CONNECTED COILS 
— PRE-PACKAGED, SELF- 
SERVICE COILS — famous 


ics are available in | Jackson Super-Tuff, packaged 
popular sizes for aj for faster sales and _ bigger 
minimum investment.| profits, available in 50 ft. and 


100 ft. lengths. 








Write today for information and 





prices on these profitable items or 
ask to have our representative call. 








Practical, durable rope — 
NYLON — POLYETHYLENE — MANILA 
packaged for 
BOATING « INDUSTRY « HOME 
RECREATION 
Manufacturers >< G3 pam—* Since 1829 
THE THOMAS JACKSON & SON CO., READING, PENNSYLVANIA 
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News of the Trade 





news in brief of 
MANUFACTURERS AGENTS 


® Rust-Oleum Corp., Evanston, Ill.—Virginia, North Caro- 
lina and South Carolina territory to Henry C. Hurlburt, 
Chapel Hill, N. C. 


® Wrentham Co., manufacturers’ agent of New Haven, 
Conn., has elected Vice-President Bernard H. Spiegel to the 


_ board of directors; Robert J. David, general manager of 


Wrentham’s Boston Div., elected vice-president and member 







of the board. 





RICHARD H. SMART 


R. H. Smart Assists 


| Bissell Sales Manager 


Richard H. Smart has 
been appointed assistant 
sales manager for Bissell 


Carpet Sweeper Co., Grand 
Rapids, Mich. 

Mr. Smart was New En- 
gland district sales manager 
and Pittsburgh territory 
manager of Ekco Products 


Buhi Sons Co. Holds 
Sporting Goods Show 


More than 150 manufac- 
turers displayed their lines 
to 600 dealers at the annual 
sporting goods show held by 
Buhl Sons Co., Detroit 
wholesaler, Feb. 23-25. 

A weekend at the Waldorf 
in New York City for two 
was won by Roy Majeski, 
Sanford (Mich.) Hardware. 
Clarence Steffes, a Buhl 
salesman for 30 years, who 
sells to Mr. Majeski, received 
an identical award. 


Braun Becomes Officer 
At Wm. L. Blumberg Co. 


William B. Braun, sales 
manager and hardware buyer 
for Wm. L. Blumberg Co., 
Inc., New York wholesaler, 
has been elected secretary of 


Co. 


Ohio 


the company. 


Assn. Elects H. T. Zettler President 











i 


| These officers and directors elected at the recent annual convention 


of Ohio Hardware Assn. in Cleveland are (left to right): standing, 
Austin Packard, Packard Hardware, Brecksville; G. C. Zimmerman, 
Swint-Reineck, Freemont; J. W. Bonifield, Bonifield Hardware, Zanes- 
ville; W. W. Herringshaw, Herringshaw Co., Cleveland; B. E. Warner 


| J., Milligan Hardware & Supply, East Liverpool; and M. F. Whaley, 


trustees; seated, T. H. Rea, Orme Hardware, Cambridge, trustee; 
C. E. Graeff, Graeff Hardware, Dayton, NRHA president; R. Von- 
Bargon, Carlson Hardware & Appliance, Lockland, vice-president; 
H. T. Zettler, Zettler Stores, Columbus, president; J. B. Conklin, 
Columbus, secretary-treasurer; J. V. DeWeese, Delphos Hardware, 
Delphos, past president. Not shown is William Vallery, Vallery Hard- 
ware, Waverly, newly-elected trustee. 
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NEW SIZES...NEW ——.. sell FULTON 


more IN THESE 





for 


| go cA 


® For insecticides, disinfectants, weed | 1. 2. 3- q. 
killers, whitewash, silicone type water-| 
proofing materials © One-man opera- 
tion @ Piston pump over solution, 
trouble-free @ New streamline design 
tank @® Mechanical agitator, no set- 
PARAGON tling @ Low-slung a. prevents up-) 
Power setting @ High velocity mist to 25 ft. | 
Sprayer stream @ 1% HP, 4 cycle gasoline 
engine @ Priced for profits for you) 
Write for complete line catalog and | 
name of jobber nearest you. Stock up 
now for the spraying season! 
The Campbell-Hausfeld Co., 64 State St., Harrison, Ohio 









Sell economy 
and performance 
with new 15 
and 30 gal. 








WINCH 


With this revolutionary new winch, 
operator has complete one-hand control 

of load at all times. lLoad-actuated 
brake automatically holds whenever winch 

handle is released, whether raising or 
lowering. Has ‘off’ position for spooling of 
line. 1000 pound capacity, 3 to 1 gear ratio. 

























CAMPBELL-HAUSFELD |Reeneanan 


other stationary applications. 
1800 pound capacity, 5 to |! 
om _aeeREeESme gear ratio. Drum is 44%," wide, 


NATIONALLY ’ for maximum rope or cable ca- 
aovenrese IEEE om corer mec muse | one Tee tnt tann oe 


assembled for service and 


IT'S SUPERIOR | <'esnins. 


A SNOW WHITE PLASTIC IN A TUBE 





















PRONOUNCED 
“DUKE” 









| other FULTON Winches 


















Inquirers Invited © FREE SAMPLE 


| 
Outlasts all 'Caulk'’ Compounds (ae | “*! Screed 
| Cap. 
Proven through the years .. PERMANENT ~ =. er NO. 415 PULLEY 
ow 1.7:1 500 2." pulley wheel, takes 
} . 5 rl 
FOR SEALING TUBS, TILE, | 235 © 31 1000 Oilite. pnt Be Pi 
. : b ing. 
SINKS, WOOD, ETC. _ © \ . 247-A 9:1 1400 Some peeeaed aitahe ost 
Blends, easy to use, never becomes y= | 260 3:1 1000 pedty 750 pens. 
hard or brittle, olwoys water- ¢ @/ > , Poesy pounss. 
proof. Attractively packaged. «| 45S 
oe 
——" 


POPULAR FOR HAULING TRAILERS, WAGONS 


and other portable equipment 






DE WITT PRODUCTS CO. “*.4 
5860 PLUMER ST. + DETROIT 9, MICH. 













No. B-8 MULTI-FIT COUPLING No. M-2 DUAL-LOK COUPLING 
Fits ball from 17%," to 2%", sup- Com operated —fast and positive. 
| plied with 2” ball. Capacity 6,000 Hole provided in locking lever for 
| pounds. One of seven handwheel padiock. Supplied with 17/g" ball, 
opercted couplings in Fulton line capacity 4000 pounds. 


from 2000 to 8000 Ibs. capacity. 
ONLY 


an | 69¢ we 
Amazing tg PAINT MIXER RETAIL YOU'LL FIND MANY MORE / “*roy 










/ ai 


interesting items in your copy of our new 
catalog. Write for it today or contact 


| | your jobber. b ~ = j 
=> aT ; i 
a Call vour wholesaler, or write direct for catalog , 
and price list of other famous Gunver products. | 1 the FULTON 
| co. 


“3 THE GUNVER MFG. CO., MANCHESTER, CONN. 1912 SO. 82nd ST. . MILWAUKEE 19, WISCONSIN 







It's MIXIT, the revolutionary mixer designed to 
avoid SPLASH and SPLATTER. Mixes paint thor- 
oughly — evenly. Mixit fits any Hand Power Drill. 
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TO 


A TRADEMARK SINCE 


INCREASE 
YOUR 
SALES 

by stocking 
another plated 
finish. Our 


US2G (dull zinc) 
is a beauty. 






\ FOR THE BEST IN 


SPRING 













#3029 — EVER-READY DOUBLE 
ACTING SPRING HINGE 

The easiest in the world to in- 
stall. 


BONMMER 


SPRING HINGE CO. INC. 
EXECUTIVE OFFICE AND PLANT: LANDRUM, S. C. 














Sales Offices & Warehouses @® Brooklyn: 263 Classon Ave. 


Chicago: 180 N. Wacker Drive 








’ 


Be Gaae } 


| aah eas : 


Sop AS 
| > 
Wt if 


Display merchandise where 
Your Customers can see it— 
want it—and buy it! 


Only Heller Flexible View Fixtures offer 
so many sales-proven features. Heller 


Write, Wire or 
Phone Today 


...- Yours for the 
asking! Illustrated 
literature and 


prices... 
fixtures are the right answer for those fast, Ask for Catalog 
impulse sales that make for greater profits. (44 


Montpelier, 
Ohio 





Ww. C. Hellerse co. 














GERALD F. GRACE 


Columbus McKinnon Has 

New Sales Managers 
Gerald F. Grace has been 

named sales manager of the 










News of the Trade 





EDWARD J. BYRNE 


Edward J. Byrne is the 
new sales manager of the 
Chisholm-Moore Hoist Divi- 
sion of the company. 








industrial chain division of Mr. Grace and Mr. Byrne 
Columbus McKinnon Chain have been with the company 
Corp., Tonawanda, N. Y. for 29 years. 
J. C. Paul Appointed operations in the retail and 
. jobbing areas. 
Mouli Sales Manager ” . 
3 Mr. Paul has been a 
James C. Paul has been housewares buyer for Hess 
named sales manager of Brothers, Allentown, Pa., 
Mouli Mfg. Corp., Jersey and with J. N. Adams & Co., 


City. He will head product Buffalo. 


J. E. Clarke Gets GE 
Merchandising Post 


John E. Clarke has been 
named merchandising man- 
ager for the portable appli- 
ance department, General 
Electric Co., Bridgeport, 
Conn, 

Mr. Clarke _ previously 
served merchandising 
manager for television in the 
Hotpoint division of General 
Electric Co. 


as 





JAMES C. PAUL 





lowa Retail Hardware Assn. Elects Officers 





Members of lowa Retail Hardware Assn. at their recent convention 
in Des Moines elected (left to right) W. W. Hamilton, Hamilton 
Hardware & Appliances, Boone, president; J. A. Kuhl, Kuhl & Vogt, 
Manning, vice-president; and P. R. Jacobson, Des Moines, secretary- 


treasurer. Directors elected were Glenn Alisup, Allsup Hardware, 
Colfax; Hobart Thomas, Creston Hardware, Creston; A. S. Petersen, 
Petersen Hardware, Tipton; M. F. O'Hara, O'Hara Hardware, Ot- 
tumwa; R. L. Currie, Currie Hardware, Mason City; H. H. Linde- 
mann, Lindemann Hardware, Aplington; George De Ruyter, De 
Ruyter Hardware, Sioux Center; A. L. Johnson, Johnson Hardware, 
Fort Dodge; and Rodney Jensen, Robinson Hardware, Atlantic. 
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GERBER rounp rtapereD Multiply 


Adjustable 13 gauge top plate with 
simple screw arrangement for ad- ros ects 
justing leg to straight or 12 degree 


angle position. 








STEEL TUBULAR LEGS 


TWO-POSITION TOP PLATE 



































@ FREE SCREWS AND SELF- 
LEVELING FLOOR GLIDES 
WITH EACH SET OF 4 LEGS 


Available in handsome BLACK 
ENAMEL or BRASS 


HIGHEST QUALITY AT AMAZINGLY LOW PRICES! 
























































RETAIL 
STYLE & SIZE FINISH SET OF 4 
RD-6 BLACK $2.98 | 
RDB-6 BRASS 3.98 
RD-12° BLACK 3.98 
RDB-12- BRASS 4.98 
RD-16 BLACK 4.49 
RDB-16° BRASS 598 
RD-18" BLACK 4.79 
RDB-18" BRASS 6.98 
RD-22 BLACK 4.98 
RDB-22 BRASS 7.98 
RD-28 BLACK 5.49 
RDB-28° BRASS 8.98 
GERBER ALSO MAKES HAIRPIN, 
CONTACT YOUR DISTRIBUTOR WOOD AND FOLDING STEEL LEGS | 
OR WRITE: | ] 
G Fa R em 3 R ~_ for all your leg needs Here’s a new rental machine that does the work of 2 for the price of 1. 
* 
r m floor maintenance work to rug scr 
WROUGHT IRON PRODUCTS INC. 2540 FARRAR ST., ST. LOUIS 7, MO. Converts from floo enance work to rug scrubber in only 3 minutes 





... greatly increases rental possibilities. The JW12 rents for 











@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
e@ Rug and Carpet shampooing 


STOP PROFIT LEAKS All these uses give you prospects for sales of wax, floor stain, steel wool, 


shampoo, and many other items. 


Conversion from polisher to scrub- 
Hundreds of dealers have 





; — stent ber is quick, easy job—you or customer 
pea ae ar nee 3 en AGE can do in 3 minutes. Yet, the new multi- 
ec Want Ca os ae Pocket Want Card purpose Holt JW12, with tank, shampoo 
minimizing outs and keep- tow tat wa 8, we 9 kt brush and all other attachments, actu- 
ing track of shorts and on eh carne Fon tn ally costs less than competitive, one- 
special requests. purpose scrubbers. Makes big hit with 





- customers (especially women) because 


More than 110,000 | sauilad it handles easily, stows between car 





7 , ER a ; ae Attach f justi 
penn “ety AGE Pocket Seane s seats, gives floors, rugs and carpets om co — 
ant Cards have been | —————~ air of professional care. For full story of rugs and carpets. 

purchased by dealers this - re . 

| ‘ on this easy-to-rent Holt JW12, mail 

year. Many have reor- NT 30 
dered several times. - —_— coupon now. 


7 


SALES AND SERVICE CENTERS IN MAJOR CITIES. 


gas best of cand, © yee ened eae word a 


Card fits neatly in jacket | 


or shirt pocket. Write MANUFACTURING CO. 
down outs, etc., immedi- | & 1 aesd mitele) wy a ns 
ately, as soon as you discover them. Card is FOR MORE THAN 30 YEARS 


turned in each evening to store manager for 











YW 





review. Take a new card each morning. 669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 
Save time and money. Order a supply now. HOLT MFG. CO. Dept. P4 
90 cards for $1.00 or 600 cards for $5.00, postpaid. 669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


. , Please send me details on Holt JW12 for rental . 
Send order with check or money order to r rental use 


Pocket Want Cards, Harpware Acer, Chestnut | NAME POSITION 
& 56th Streets, Philadelphia 39, Penna. Make 
checks payable to “HA Reader Service Dept.” 








FIRM 





ADDRESS_ 
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Congoleum Names Cook 
To A Higher Position 


Frederick H. Cook has 
been elected executive vice- 





FREDERICK H. COOK 


president and a member of 
the executive committee of 
Congoleum-Nairn, Inc. He 
had been vice - president, 
sales, for the Gold Seal Di- 
vision since November, 1955. 
He was elected a director in 
March, 1957. 


Automatic Phone Takes 
After-Hours Orders 


An automatic telephone 
answering system is being 
used by Our Own Hardware 
Co., Minneapolis dealer- 
owned wholesaler, to take 
dealer orders in the evening 
and on weekends when the 
regular switchboard is closed 
down. 

This new service makes it 
possible for dealers to phone 
in orders when the office is 
closed down. 





—_____— News of the Trade— 


Here is how the system 
works: The automatic phone 
answering system has a spe- 
cial phone number which is 
used only for this specific 
phone. The dealer calls this 
number and then slowly and 
distinctly reads off his order, 
giving his name and address, 
etc., as well as the merchan- 
dise required. This informa- 
tion is recorded on a tape. 

When the office opens, the 
information on this tape is 
transcribed on regular order 
forms and processed in the 
normal fashion. 

Special instructions can be 
put on the tape at the time 


the order is given. This 
method has been working 
very satisfactorily and 


makes it possible to handle 
special orders faster and 
with greater efficiency. 


Yale & Towne Elects 
Two Vice-Presidents 


Yale & Towne Mfg. Co., 
Stamford, Conn., has elected 
two executive’ vice-presi- 
dents. 

Elmer F. Franz has been 
elected vice-president and 
treasurer. He has been 
treasurer since 1949 when he 
joined Yale. 

John A. Baldinger, who 
has also been elected a vice- 
president, will continue to 
serve in Philadelphia as gen- 
eral manager of the Yale 
Materials Handling Div. He 
joined the firm in 1945. 


G.E. Appoints Three To 
Sales Executive Staff 


Three sales executive ap- 
pointments were recently an- 
nounced by the General 
Electric automatic blanket 
and fan department. 

James A. Riddell is sales 
manager for automatic blan- 
kets. 


John B. Brawley is sales 
fans, heaters, 
heating pads and vaporizers 


manager for 


in the same department. 
Lewis W. Waters is man- 

ager of marketing adminis- 

tration for all products of 


the blanket and 
fan department. 


automatic 








OBITUARIES 





HERBERT B. MEGRAN 


Herbert B. Megran 


Herbert B. Megran, chair- 
man of the board of Starline, 
Inc., Harvard, Ill., and a 
past president of the Ameri- 
ean Hardware Manufactur- 
ers Association, was stricken 
with a heart attack while 
enroute to the Southern con- 
vention in New Orleans on 
April 13. He was removed 
from the train and rushed to 
a hospital where he died 
April 14. : 


Howard D. Fairley 


Howard D. Fairley, 68, re- 
tired Jamestown, Ohio, hard- 
ware dealer, died recently in 
a nursing home. Prior to 
operating his own retail 
hardware store he had been 
a traveling salesman for 
Shapleigh Hardware Co., St. 
Louis, and the Geo. Wor- 
thington Co., Cleveland. 


B. J. Mahowald 


B. J. Mahowald, owner of 
the Our Own Hardware store 
in Watertown, S. D., died 
March 28. He was a former 
director of Our Own Hard- 
ware Co., Minneapolis, deal- 
er-owned wholesaler. 


Joseph J. DeJure 


Joseph J. DeJure, 62, 
Gladwyne, Pa., manufactur- 
ers’ agent, died April 4. He 
was a member of the Key- 
stoners. His son, George, 
was his partner. 





sales 


J. R. McKee, 


meeting there. He sited their 
success as a group. Standing 
left to right: C. A. Hupp, Hupp 


Hardware: Don Brown, 


Hardware: Russell 


D. A. May, Shapleigh. 


vice-presi- 
dent of Shapleigh Hardware Co., 
praised Keen Kutter Stores repre- 
sentatives of Wichita at a recent 


Brown's, 
Inc.; Bob Bell, Ekco Products Co.: 
Matt Henderson, Park City Hard- 
ware; W. Woodburn, Woodburn's 
Cook, Shap- 
leigh. Seated: Jack Morris, Mor- 
ris & Son Hardware; Mr. McKee: 
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: A report in pictures of events in the trade 
HA Photo Angles 





Heart of America Hardware Club, Kansas City, 
has elected new officers for the year. Left to 
right the officers are: treasurer George F. Clarke, 
Diamond Calk Horshoe Co.; secretary Kenneth 
M. Willliams, Chas. J. Connors Co.; president 
A. J. Dolliver, American Chain & Cable Co.: 
vice-president Don E. Overstrom, Stanley Tool 
Div., Stanley Works. 





The Screen Manufacturers Association elected 
new officers at its annual meeting held March 
18 in Atlanta, Ga. Shown left to right: Secretary- 
treasurer George M. Schlosser, Chicago; imme- 
diate past president Fred J. Sliney; president 
Frank Mason, Southeastern Tool & Die Co., Birm- 
inaham; vice-president Eugene Katz, Warren Sup- 
ply Co., Miami. A new board of directors was 
also elected. The next membership meeting will 
be held at Shawnee-on-the-Delaware, Pa. on 
Sept. 21 to 24. 





These men were at the head 
table at the dinner marking com- 
pletion of a basic training course 
in New York City sponsored by 
the Metropolitan Builders’ Hard- 
ware Club. Seated, left to right, 
Donald Gibson, chairman club's 
educational committee; Cliff 
Crowley, secretary; Adon Brown- 
ell, course director. Standing, left 
to right, Leonard V. Rowlands, 
publisher Hardware Age; John 
R. Schoemer, managing director, 
and William S. Haswell, secre- 
tary, Natl. Builders’ Hardware 
Assn.; Fred MacKenzie, educa- 
tional committee member; Arthur 
O'Connor, regional director, 
American Society of Architec- 
tural Hardware Consultants. 


HARDWARE AGE, APRIL 24, 1958 








Classified Opportunities Section 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum 50 words 
Each additional word........... 
Positions Wanted 


Rate) set solid, maximum 


(Special 
words 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies te 


HARDWARE AGE 


Classified Opportunities — 
Chestnut & 5éth Sts., Philadelphia 39, Pa 


NOTE: Samples of merchandise, literoture, 
catalogs, etc., will not be forwarded te bes 
number advertisers. unless accomparied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted | Representatives Wanted Representatives Wanted 








Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware. lum 
ber dealers. Protected territories. Established 
business Will also consider sideline man or 
manufacturers’ agent. 
Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








Manufacturers Representatives Wanted 


To sell quality competitive Sliding Door Hard- 
ware and accessories to Hardware, Lumber, 
Building Supply and Sash and Door Jobbers. 
Choice territories open including many of the 
largest cities in VU. S. 


Address Bex B-4@, care of HARDWARE AGE 
Chestnut & Séth Sts., Philadelphia 38. Pa. 














SALES REPRESENTATIVE 
you are a qualified 
directly on the hardware dealer, 
building supply companies, exclusive 
are open in New York, western 
Ohio, Maryland, Delaware, 
England states to 
products that possess 
that add up to a 


WANTED. 
sales representative 
lumber 


Pennsylvania, 
Virginia and 
represent several excellent 
sales appeal and 
“‘volume repeat business.’ 
merchandised, these items are already 
in other states by 
enjoying a_ liberal 
activity Please 
letter Address: 
AcE, Chestnut & 


Fully 


commission on their sales 
give full particulars in first 
Box C-29, care of HARDWARE 


56th Sts., Philadelphia 39, Pa. 





EXCLUSIVE PROTECTED TERRITORIES 
open tor natienally distributed unique water re- 
placement plumbing specialty item packaged for 


sale to plumbing supply houses, hardware distrib- 


New | 


If | 
calling | 
and | 
territories | 


demand | 


established | 
sales representatives who are | 


wtors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care | 
of Harpware Acre, Chestnut & 56th Sts., Phila- | 
delphia 39, Pa 

HARDWARE SALESMAN WITH  § FOL- 
LOWING among Hardware, Lumber and Garden 
Supply dealers in Queens and Nassau ccunties, 
_ Well known jobber stocking all leading 
lines has excellent opportunity for experienced 
man Address Box D-36. care of HarpWaArRE 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa. 

SALESMAN PLUMBING SPECIALTIES 
to sell for established national distributors exclu- 
sive territory, 10% commission. Write full de. 
tails w or references. Replies confidential. Akron 
Supply Co., Inc., 216 Grand Street, Brooklyn, 
N y. 








REPRESENTATIVE WANTED FOR LINE 
better septic tank chemicals to jobbers only. 
Territories except Minnesota and Bordering 
Address: Box T)-31, care of HTHARDWARE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 


of 
All 
States 
AGE. 





MANUFACTURERS REPRESENTATIVE 
WANTED. We have some good territory open. 
Selling Wholesale Hardware, Electrical Circuit 
Tester. Retails only $1.98. It is NEW-—Thou- 
sands have been sold to Electricians, Automobile 
owners. radio and television repair men, hobbvists. 
Attractive counter display sign sells on sight. 
Burnworth Tester Company, 815 Pomona Ave 
nue, FE] Cerrito 8, Calif. 
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REPRESENTATIVES WANTED 


For aggressive cnd well established manufac- 
turer expanding his sales force. To call on 
Jobbers, Distributors, Chains, Mail Order & 
Catalog Houses and Department Stores. 


® NATIONALLY KNOWN & ACCEPTED LINES 
of Mail Boxes, House & Lawn Signs, Weather- 
vanes & Door Viewers. 


@ EXCLUSIVE TERRITORIES NOW OPEN 


e EXCELLENT COMMISSION ARRANGEMENTS 
Forward Full details of your operation; who 
you represent, lines carried and territory de- 
sired 


Address Bex D-34, care cf HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








SALES REPRESENTATIVES WANTED 


Experienced hardwuare salesmen to contact deal 
ers in Virginia and West Virginia for AAA-1 
wholesale hardware house. Established terri 
tory. Good potential. Must have car. Must be 
under 40 years of age. State experience, per- 
sonal qualifications, enclose snapshot. 
Address Box D-37, care of HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











BUILDERS HARDWARE MANUFACTUR. 
ER’S REPRESENTATIVE for State of Ohio. 
Long line of Key-in-knob, Mortise, Rimsets, and 
Shelf Hardware. Well established in Ohio, with 
many active customers. Must concentrate on 
working Building Supply Dealers, Wholesale 
Hardware and Wholesale Locksmith Trade. Give 
full details in first letter, which will be held jn 
strict confidence. Address: Box D-21, care of 
HaRDWARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


REPRESENTATIVES 
of fine well established 
Decoration. Proven 
Perfect for hardware 
lumber vards, Do It 
territories available. 
Ad ire 36; Box D 29, 
Chestnut & 56th Sts., 





SALES 
FOR LINE 
for Home 
success. 
supply, 
I-xclusive 
sideline. 
WARE AGE, 


Pa. 


WANTED 
Brass items 
history of sales 
stores, building 
Yourself centers. 
May be carried 
eare of Hiarp- 
Philadelphia 39, 


as 


EXCELIENT LINE for sales representatives 
calling on the retail trade in hardware, depart- 
ment. variety and chain stcres. Good commission. 
Write: Midwest Plastics Mfg. C 
Avenue. St. Paul 6, Minn. 


Pas 


—_— —_— 


REPRESENTATIVES 
furniture manufacturers in Pennsylvania, Vir- 
ginia. North Carolina and New England states. 
We manufacture custom turned knobs to cus- 
tomer specifications in brass and aluminum. 
Please mention lines now handled and trade now 
covered. Write Burd Manufacturing Co., 1897 
Columbus Ave.. Springfield 3, Mass. 








WANTED ealling on 








ADD TO YOUR INCOME. 








Sell 
heating supplies. 


line of plumbing and Priced 
right, for well knewn, long established 
house. Protected territories. Side line 
time Comm.. etc. Many territories. still 
Write full details first letter. Address: 
care of Harpwarr Ace, Chestnut & 


Philadelphia 39. Pa 


open. 


56th Sts.. 





208 Bates 


a complete 


reliable 
or full 


Rox D-24. 


WANTED: MFR'S REP & DISTRIBUTORS 


for nationally advertised new product. Proven public 
acceptance and demand by large number ef retail in- 
quiries from news releases. Write EASTERN L & B 
SUPPLY, INC., MFG., 630 Mountain Drive, Seuth 
Orange, N. J. For full informatien submit resume 
and your operational area. 








SALES REPRESENTATIVES 


One of America's largest wholesalers of Plumbing 
Specialties, housewares, and garden goods has terri- 
tories open. Line competitively priced Many leads 
available in open territories. Apply—-Listing lines 
handled, experience and territory covered. 


GROSS PLUMBING & RUBBER CO., INC. 
Dept. 69, 135 So. 2nd Street Philadeiphia 6, Pa. 











SALES REPRESENTATIVES Progressive 
Eastern manufacturer of popular priced Putty 
Knives, Wall Scrapers, Trowels, Small Hand 
Tools and Auto Accessories open for represen- 
tation to cover Hardware, Mill Supply, Lumber 
Yards, Paint Jobbers, etc. SOUTH ST: 
North Carolina, South Carolina, Georgia, Florida, 
Alabama, Mississippi, ‘Tennessee. SOUTH 
WEST: Texas, Oklahoma, Arkansas, Louisiana. 
NORTH WEST: Washington, Oregon, British 
Columbia. CENTRAL STATES: Illinois. Send 
full details of lines now carried. Address: Box 
D-33, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





Accounts Wanted 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 








NEED NEW YORK STATE COVERAGE? 


Two men forming own manufacturers agency to call om 
Hdwe.. Pimb. and Automotive trades. We ean place 
ten years selling experience in these lines at your 
disposal, plus a guarantee of honest hard work. Head- 
quarters ... Rochester. All we ask is the opportunity 
to handle a LIMITED NUMBER of quality manu- 
facturers in these fields. Correspondence welcomed. 


Address Box D-27, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















WELL ESTABLISHED MANUFACTUR- 
ERS AGENT, traveling five men in the Upper 
Midwest. Want key line to develop to whole- 
sale hardware. industrial supply and wholesale 
plumbing trades. Address: Box C-1l, care of 
HarpwareE Acer, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 
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Accounts Wanted 


Business Opportunities | Business Opportunities 











Consistent, Conscientious, Concentrated 


coverage of metropolitan 
New York and New Jersey 
BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 
(We get results) 





PRICE ONLY 


FIRST QUALITY goods woven by top rate mill. 
STANDARDS CS-138-55. 


A-Z HARDWARE CO. 
Limited Quantity! 


GALVANIZED SCREEN WIRE CLOTH 


Jobber's overstock of factory packed 2 pc. roils 


3.5¢/sq. ft. (500 rolls or more) 


3.75¢/sq. ft. (any quantity—minimum order 25 rolls). 
All standard widths from 24” up to 48”, 18 x44 mesh, 100 

lin. ft. rolls in original factory cartons. Conforms with requirements of U. S. Dept. of Commerce C UOMMERCIAL 

Each roll, as usual for 2 pe. rolls, contains 2 or 3 “‘bonus’’ lineal feet 

27 North 2nd Street, Philadelphia 6, Pa. 

Prices F. O. B. Phila., Pa. 











NEED HELP? 


If your line has MERIT we can increase 
your volume. We call on Hardware and 
Plumbing Supply jobbers and distributors 
in E. Penna., So. Jersey and Delaware. 
Full details and present volume. 


Address Box D-40, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





WANTED FOR CASH 
CLOSEOUTS JOB LOTS 
Hardware, Housewares, Gifts, Toys, 

Electrical Paint and Plumbing. 


A. KAMZAN c/o KAYWALL 
292 Sunrise Hgwy., Rockville Center, N. Y. 














TOP LINE FOR TOP MAN 


Could be Shelf items, Tools or Sporting Goods. 
Excellent 20 year standing with Hardware Whole- 
salers, Mill and Factory Supply and Sporting goods 
distributors. Territory: Pennsylvania, Southern New 
Jersey, Delaware, Maryland and District of Columbia. 


Address Box D-43, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














ACCOUNTS WANTED: MANUFACTUR. 
ERS, ARE YOU INTERESTED IN HAV- 
ING YOUR PRODUCTS INTRODUCED. 
DISPLAYED, DEMONSTRATED AND SOLD 
DIRECTLY TO THE DEALER IN STATES 
OlF PENNSYLVANIA, NEW JERSEY, DELA- 


WARE AND MARYLAND? (Calling on _ the 
hardware dealer, lumber and building supply 
companies, department stores and garden centers. 
our company is interested in acquiring one or 
two additional products to add to the present 
four exclusive lines we now represent. Servic- 


ing only a limited number of products our sales- 
men are able to devote the time and effort neces- 
sary to merchandise and establish new products 
in the territory and build a volume distribution 
tor the manufacturer. Our services also include 
professional advertising, promotion and mer- 
chandising assistance. Maintain warehouse, office 
and billing facilities. Birbeck Brothers, Inc., 
70 North York Road, Willow Grove, Pa. 





MANUFACTURERS AGENT, 23 years on 
the Road, could use one more Hardware Line in 
Metropolitan New York City, New Jersey, East- 





ern Pennsylvania, Delaware, District of Colum- 
bia and Maryland. Write Address: Box D-32. 
care of Harnware Ace, Chestnut & 56th Sts., 


Philadelphia 39, Pa. 





ACCOUNTS WANTED: Builder’s Hardware 
Representative, with single line, desires a non- 
conflicting, quality line to sell Hardware Dis- 
tributers and Contract Hardware Outlets in: 
Eastern Pennsylvania, Southern New Jersey and 





Delaware. For details and references. Address: 
Box D-17, care of Harpwarre Acer. Chestnut & 
56th Sts., Philadelphia 39, Pa. 

SELECT OUALITY LINES DESTRED 


FOR aggressive concentrated coverage of Whole. 
sale Hardware, Industrial and Oil Field Supply 


trade in Arkansas and Oklahoma. Address: Box 
D-38, care of Harpware Acre. Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





EXPERIENCED MANUFACTURER’S REP. 


RESENTATIVE, 35 years of age, located in 
Suburban Chicago, desires Builders Hardware 
line. Have background in contract hardware 


sales and able to write hardware specifications for 
architects. Would he asset to any firm needing 


representation for their line of residential. com- 
mercial or industrial hardware Address: Box 
1-25, care of Harnowarre Acr. Chestnut & Sé6th 


Sts.. Philadelphia 39, Pa. 





NEWLY FORMED MANUFACTURER’S 
REPRESENTATIVES organization interested in 


established lines. Must have volume sales pnossi- 


hilities. Can finance aevressive set-un in Minn., 
Tewa, Wisc... and the Dakotas. Address: Box 
1-26. eare of Harnware Acre. Chestnut & S6th 
Sts.. Philadelphia 39, Pa. 


HARDWARE AGE, APRIL 24, 1958 





HARDWARE LOCATION: Shopping Cente: 
in Monmouth County, New Jersey, now operating 
with H. L. Green, Woolworth, Grand Union, and 
other chain and independent stores. Terrific po- 
tential—-write or call Eastern Shopping Centers. 
Inc., Cross County Center, 6L Mall Walk. 
Yonkers, New York—YOnkers 8-9700. 


HARDWARE, TOOLS, STORES, Inven 


| tories, Drills, Screws, Bolts. Need quality met 
chandise at once. What have you? Offerings 
confidential. Cash only. J. J. Korn, 155 Cham 
bers St., New York 7, N. Y., BE 3-7745 
WAREHOUSE SPACE—3500 sq. ft. Will 
ship—-you bill. Paints—Hardware—Automotive 
Plumbing—-Kindred lines Address: Box D-41, 
care of Harpware AGE, Chestnut & 56th Sts., | 





Philadelphia 39, Pa. 





Accounts Wanted 





NEW ENGLAND—4-man organization special- 
izing in tools and related items and selling di- 
rect to key hardware dealers, lumber yards 
chain stores, industrial supply houses and auto- 
motive accounts, desires an additional line for 
the 6 New England States. Please reply to: 
The Comstock Sales Co., Box 369, West Hart- 
ford 7, Conn. 





Help Wanted 





EXECUTIVE — MANAGEMENT! Builders 
emporium expanding to package merchandising, 
contract, retail store, 25 miles east of Los An- 
geles, desires qualified man under 50 with all 


the plus qualifications to produce large volume. 
to become associated with large lumber company. 
Highly rated. Complete information first letter. 
with your reasons why you are the man. Ad- 
dress: Box D-39, care of Harpware Ace. Chest 
nut & 56th Sts., Philadelphia 39, Pa. 





DIRECT FACTORY SALES REPRESEN 
TATIVE REQUIRES Missionary salesman to 
sell Nationally known diversified lines home util 


ity and hand tools to dealers, etc. Metropolitan 
New York. Previous experience in the aren 
preferred. also references. Excellent opnortunitv. 


Salary and Expenses. Write full particulars. 
dress: Box D-42, care of Harnware 
nut & 56th Sts.. Philadelphia 39, Pa. 


Ad- 


Acer, Chest- 





ASSISTANT MAN 


MANAGERS AND 
AGERS for large retail hardware in the San 
Fernando Valley—20 miles from Tos Angeles. 


Experienced intelligent people, ages 30-40 wanted 
to manage hardware, paint, housewares. electrical 
and plumbing departments. Excellent opnortunity 
to grow with an organization that is growine with 
the West. Live in the fabulous San Fernando 
Vallev with its vear around Summer. Write ful! 
details to Box 830. care of Harnware Acre, Chest 
nut & Séth Sts.. Philadelphia 39, Pa. 








HELP WANTED MALE. Manufacturers 
agent or commission Representative to sell hrand 
new housewares-hardware item for subhurhanites. 
Tremendous potential. Address: Rox 1-30. eare 
of Harpware Acr, Chestnut & Séth Sts.. Phila- 
delphia 39, Pa. 











— ae 





HARDWARE — HOUSEWARES - PAINT 
—TOYS and Sporting geods store in 4 small 
Dutchess County town. Building, Fixtures and 


Inventory runs $24,000 to $25,000 at coast. Buyer 
needs $10,000 cash. Good for semi retired or 
for expanding. Control of corporation available. 
V isit, call CA 6-2643 or W rite Hopewell Hard- 








ware, Inc., Hopewell Junction, New York 

UNUSED SURPLUS 5 Ib. pick tter 
mattock at $2.00 ea.; surplus ft. pin point 
crowbar at $1.50: job Iet imported new double 
face sledges with inserted American hicko1 _han- 
dies; 8 lb. at $3.35; 6 Ib. at $2.82; ren ide jot 
of point and chisel baby garden picks weighing 
5 to 6 Ibs. at $1.60. $1.75/CWT Freight low- 
ance. National Tool Co.. 90 Walker Street, New 
York City 13, CAnal 6-5757. 

FOR SALE—44 ft. x 120 ft. building on 3 
lots ] has 2 floors and hasement, occupied by 
going hardware, electrical, plumbing, heating 
and L.P. gas business—Will consi ler also sell. 
ing all or part of business— located within 20 miles 
southeast of East St. Louis, I Address: Box 
D-28. care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39. Pa 

SPECIAL TRIAL ASSORTME N r One half 
dozen of each of.our 50 most popular brass key 
blanks —$15.00. HAZEITON CHAIN CO., 81 
Kemble St.. Roxbury 19, Mass. 

Help Wanted 
SALES MANAGER—For a wholesale distrib- 


utor working with a dealer franchise agreement. 
Position requires considerable road work—ability 
to conduct dealer meeting plus a good hardware 
merchandising experience. Excellent opportunity 
—young growing company. Reply in confidence 
with full details to Address: Box C-37, care . 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 








MISSIONARY SALESMAN: Hardware Man- 
ufacturers representatives require salesman to 
call on dealers and _ schools Metropolitan New 
York and New York State selling a nationally 
advertised line of padlocks. Good opportunity. 
Write qualifications. Address: Box D-35. care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





BUYER —for a wholesale distributor Expert- 
enced on tocls, heavy hardware. shelf and builders 
hardware—accustomed to working with inventory 


control. Young progressive distributor. Good op 
portunity fer advancement. Location Middle 
Atlantic Coast area. Reply with full narticulars. 
Address: Rox C-38, care of HaArpware AGE, 


Chestnut & 56th Sts., Philadelphia 39, Pa. 











FIELD SALES MANAGER. Well established 
plastic pine manufacturer needs capable man with 
successful sales experience in plastic pine Sal. 
ary and expenses. Excellent growth opportunity. 
Send complete business and personal resume. Re. 
nlies confidential. Consolidated Pine Co of Amer- 
ica. 1066 Heme Avenue, Akron 19. Ohio 





Positions Wanted 


WHARTON SCHOOT GRAD. 37 Have 
traveled FE. Penna., Del.. N. T., Md. and 
Wash. for 2 vears calline on Hardware Tobbers. 
Would like to contact manufacturing Hardware 





line to he a direct salesman. Resume mailed 
upon request. Address: Box C-43. care of Harn- 
ware Acre, Chestnut & 56th Sts.. Philadelphia 
| 39, Pa. 
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AMERICA'S BEST 
VINYL PLASTIC 
GARDEN HOSE LINE 











Plan for Profit in 1958 with Apex — the quality hose 
Sold at truly competitive prices 
New Merchandising Program 
Complete range of colors and sizes 


APEX TIRE & RUBBER CO. 


505 CENTRAL AVENUE @© PAWTUCKET © RHODE ISLAND 


PERFECT 
Z GIFT FOR 
FATHER’S DAY! 


Navigator Compass for auto or 
boat is accurate, handsome and 
easy to read. Lubber’s line and 
compass rose. Sturdy gray Ten- 







In Canada, $9. Optional suction 
cup mounting, 50¢. 


jaylor Instrument Companies, Rochester, N.Y., and Toronto, Ontario 











- )PLATT CLIP 


.the ADJUSTABLE SPRING CLIP || || 


Designed with Dual-Arc* to pre- 
vent twisting from fastened 
position. Finger Grip action holds 

smooth handles. A variety 

of sizes for every purpose. 
v Platt clips sell themselves! 
; A fast moving repeat 
sale item. 




























> 











_*Patented 


ALL. PLATT CO. Fairfield, connecticut 


160 


ite case, 24” in diameter. $6.95. 
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Shuford Mills, Inc. 
Shulton, Inc. 
Fine Chemical Div. 
Siegler Corp., The 
Smith & Sons, Inc., Seymour 
South Bend Toy Mfg. Co. 
Southern Fabricators Corp.. 
Southern Screw Co. 
Southwestern Plastic Pipe Co. 
Standard Tool Co. ae 
Stanley Works 92, 93, 
Star Mfg. Co., Div. of 
linois Iron & Bolt Co. 
Star Metal Products Co. 
Stevens, Walden, Inc. 
Super Tool Co. 
Supreme Products Corp. 


Swift & Co., Vigoro Div. 
Swingline, Inc. 

T 
Taylor Chain Co., Inc., S. G. 


Taylor Instrument Companies 
Thomas Industries, Inc. 
Moe Light Div. 
Trewax Co. .... 
True Temper 
Turfgrass Farm, The 
Turnbuckles, Inc. 
Turner & Seymour _ Co., 
The . 


U 
Union Steel Chest Corp. 


United States Plywood Corp. 
Industrial Adhesives Div.— 


ARR 
United States Steel Corp. 
American Steel & Wire. . 
Cyclone Fence Div. .. 
Universal-Cyclops Steel Corp. 
Reeves Steel & Mfg. Co. 
Upson Bros., Inc. ........ 
Utica Drop mages & Tool 
Corp. . wae 


Vv 


Vaco Products Co. 


“ee @e® ee @ 


WwW 


Washburn Co., Phe 
Wen Products, 
Wessel ne y Soe 
West Georgia Mills, Inc. 
Westinghouse Electric sie 
Lamp Div. ... Sv 
White ‘Metal Rolling & 
Stamping Corp. ... 
Wickwire Brothers, Inc. ..... 
Winfield Brooks Co. ........ 
Witt Cornice Co. .......... 
Woodhill Chemical Co..... 
Wright-Bernet, Inc. ........ 
Wrought Washer Mfg. Co... 
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134 
109 


134 
128 


145 


153 
127 
31 
63 


143 
180 


53 
169 
64 
171 
160 


170 


154 
105 
151 
156 





















AY 4 a 
Crack ges Crackers 


~— 









*“‘Wouldn’t take $1000 for him. I’ve taught 


him to say ‘Don’t forget “Scotcn’’ Brand 
Masking Tape’ with every paint sale!”’ 














“HI-DUTY” Spring Butt-Hinges 
_and SPRING STEEL BUFFERS 








TYPE CSi 
DOUBLE ACTING 
% Extra heavy doors should have Chicago "Hi-Duty"’ Spring Butt- 


Hinges and Spring Steel Buffers, to give extra long service under 
eny conditions. 


TRUCKING DOORWAY 


% ‘Hi-Duty" Spring Butt-Hinges for Double Acting doors, with buffers, 
will effect economies for the user and function properly for many 


~(CHICAGO)— 
SPRING HINGES 


“Spring Hinges of Quality" 


CTkicago Sprina Ninae Co 


CHICAGO 7 ILL 


Each year, more and more architects 
recommend Chicago Spring Hinges 
wherever modern, high quality prod- 
ucts are required. Take a tip from 
the men who know and specify... 





1500 CARROLL AVE., 
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Our National Advertising tells 
millions of fishermen to ask for 


Be sure you have this display of 


Dayton 


GREEN CAP 


Pan Fish Floats on 


your counter THE FLOAT WITH THE 


GREEN CAP! : 





Ask your Jobber about Dayton’s full 


on 
Snaps - off Line of Floats 
Snap 
DAYTON BAIT COMPANY 
DISPLAY #541 2701 S. Dixie Drive a Dayton 9, Ohio 
In Canada: Dayton Bait Reg., 11580 Poincare St., Montreal 12, Quebec 








MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY ¢« MARSHALLTOWN, IOWA 








vamerica’s most ADVANCED §=ITIDERE IgEUELSS coon reraiers stock THEM 


Level Line since 1919’ ; 
10926 West Potter Road, Milwaukee 13, Wisconsin 
















ey CHAIR-LOC 
& WORTH REMEMBERING! GLUE Amazing New Liquid ee Wood 


is the Original | 


PLASTIC ALUMINUM 


...in the big 5% oz. tube | 


...in the award winning Show Pak WHA 7 > NEW? 


@ Penetrates wood fibre—makes them e-x-p-a-n-d 
permanently. 

® Quickest and easiest way to fix loose chair rungs, 
legs, handles, dowels, dove-tails, etc. 


A Fast-Selling Impulse item 
Write for Free Samples and Literature 


CHAIR-LOC CO., Lakehurst 3, N. J. 
































Order from your Jobber ; Turn to pages 117-118 of this issue. The Quick 
THE WOODHILL CHEMICAL CO. [POPULAR a ae Seay Red oe Si See: Pee 
“Originators and World's Largest Manufacturers POPULAR SE SC a ele GRD Caak SR Io 
of Plastic Aluminum” : oe 
1390 Eost 34th Street Cleveland 14, Ohio CS | IT’S QUICK IT’S FREE 























DOMES of SILENCE 


DOMES OFrs a GENUINE 


woes 
BS zi 


easier”. 





















Set of 4ina 


3-color Box, Rubber Ex 














































2 Dense in Tubular Glide 
RUBBER CUSHION GLIDES Dee im” ive Upholstery Nail 
Wonderful for all weed 4 
and metal furniture. R 
Glide softly, silently, 
Adjustable Rubber ' smoothly. Set of 4 on 
ushion Glide Bakelite Furniture Rest a 3-color card. 6 Sizes, a 
3”, %”, 1”, 11/16", 1%", 1Ye”. a fo 
- PROMPT SHIPMENT |<gzaee 
ame Ask your jobber, if he is not supplied, write 
ROBERT E. MILLER & CO., INC., Rubber Adjustable Tubular 
Monopoint Glide Bakelite Caster Cup Thumb Tack Crutch Tip Spring Type 
35 Pearl St.. New York 4, N. Y. 
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NOW—there’s a brighter look to 


PROOF COIL AND BBB CHAIN 


j 


/ 


7 


ae 
PO: 
Wigs 
pa TES a ee 
a_i 


a. on Sie 


= 


y 3...and Hodell chains have it! 


Here’s a brand-new merchandising feature in those old reliables: 
Proof Coil and BBB Coil chain—%%, 4, % and *% inch— 
made by Hodell. 

It’s the lustrous LUMINATED look that gives you cleaner, 
more attractive chain to display and sell. 


So clean, your women customers cou/d handle this chain with- 
out smudging their white gloves ... you can handle it without 
soiling hands or clothing. 

Here’s why: LUMINATED finish is a clean, metallic coating 
with a soft satin sheen and a uniform depth that closes up the 


metal pores. It is durable, protective, and effectively rust-resistant 
under most average conditions. 





And LUMINATED luster has eye-appeal... gives these chains 
big decorative appeal for uses where good appearance is desir- 
able, with no need for painting. At the same time, its appearance 
isn’t out of place in even the most practical applications. 

LUMINATED Proof Coil and BBB Coil chain are now avail- 
able in handy 50-foot cartons, Hodell Pailettes (75- to 250-foot 
lengths, according to chain size), or standard 600-lb. barrels. 


MORE PROFIT-SAVING FEATURES: 


@ Chain’s premeasured: length marks every 10 feet save 
measuring time. 


Chain’s positively identified: colored, printed plastic bands 
every 10 feet prevent stock-handling errors. 


Chain’s end-tagged: color-coded tag locates end of chain 
immediately, keeps it always in sight. Handy, too, for re- 
cording chain footage withdrawn. 


Call or write your distributor 


HODELL CHAIN COMPANY 
Cleveland 3, Ohio OMTOLL 


Division of The National Screw & Mfg. Co. 
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